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TOYOTA CARGO VANS 



ONE SIZE FITS ALL. 



No matter what your business, you'll find a good tit in 
the 198B Toyota Cargo Van. Tailor-made for your 
demanding business needs, this van suits nearly all 
types of work. With the highest standard payload in 
rts class (2020 lbsj; 187.2 cu. ft. of cargo space," and 
a vigorous 2.2-liter electronically fuel-injected engine, 



it'll take on |us( about any [Ob you can offer. And its 
low- maintenance leatures like platinum-tipped plugs 
I for 60,000 miles between changes) hetp make the 
Toyota Van the mosE trouble-free compact van in 
America: Which means you'll be on the road, not in the 
shop. The 1986 Toyota Cargo Van. Try one on for size. 




G&i Mof e From L fa Budtk* Up 

:«MiintjVeKBr&Mi.uU ae 



TOYOTA QUALITY 

WHO COULD ASK FOR ANYTHING MORE! 

Cittl* No 4$ an *muS*t S*frtct Ctftt 



PEOPLE 





If ve:pu need to find new and 
hei rer wavs to solve y< mr pei 
pic problems, wc can help If 
you :ire looking kir effective 
ways to keep your dealings 
with rit her people smooih 
and liarnionkius, wc can help 
W E*RE DALE CARNEGIE.* 
Ac Dale Carnegie, our major 
Ion is I i:is I K:trn helping pei ipk- 
deal better with other people 
Vie luvr I'Hxrii doiiui vx.u ifv 
il-!- '.\!'l. 'i - ;m i ■ i- 
far 7*5 years. Now the I ufe 
(iftmegk- G^urse^ln Effective 
Speaking :sml Hunun Rrl.rllons n\n help von (. ... > 
WHAT YOl I LEARN TO DO, 

■ Sharpen your |v >plc skills 

• [)evel< ip more eonlldenct 

• KxpEev* iilt\L> tut ire effectively 

■ Mcel goals an J responsibility 

■ Olitain better resiHis fmm intHTrii^s 

• Develop ^ more positive outlook on ll/e 

• i ;nrnro| e\L i.AMve ^tl^ 

• Discover new wa^ to solve pn ihlerns 
and much, much more 

WHAT THIS MEANS TO YOl 1 . 

Do you warn personal growth, achievement and 



feVe 
got 

solutions! 



recognition of your *tQfthJ 
Like the Date Carnegie 
< ^ h i I'm." 1 1 produce* quick 
results ami Usiing benefits lor 
individuals in all walks of fife 
You can gain a better 
understanding of yourself and 
others And you tan applv 
\oui new knowledge every 
■ I n 10 achieve more positive 
result smoother relation 
shi|-v m voui workplace, in 
social activities and in your 
personal life 

WHAT TO DO NOW. 
PJrtd f iut how ihe Dale CwtKRfc Course in Human 
Relations and Effective Speaking can hdp yrxi 
devdiip and u*c mure of you; Enaie potential. Call u w 
2 free copy ol "< mr * >klet that outlines the '< detective* 
and beocfltt of the eouisc* Tbtl free (H00) 211 -shoo 
In fexjs, (M(wi) ViJ .! <_ h « n r wriu: direuh hi U i.. 
address beiow 

Do it today lmpr< pvc I l ie quality pi your lil. 

/MLE CAliXECwIE 
frsXSSOCLXTEK IXC 

<iracw.fCAWOEMVE!Pvri 

aurr fj| M 
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managing mm business 



Treating your workers as you would 
like to be treated ii onr of the many 
ways of mod rating you r employe** 
for success. (Cover Story, Page 18) 



Entrepreneur Audit CaahioTL 2J t 
hopes MS TradtEatt B<m*t>1t$ 
exporting company rill help shrink 
the KS. trxtde deficit uith Japan. 
(Page S3) 



DtPftHIMEMTS 



John, Mike and Alien Cuflhwan are 
ta*tivg mwt success with the 
jutrulent "HoneyBeU" hingelm they 
ship from their Flvndn 
packinghouse. (Page SS) 




13 Cover Story: Making Winners Out 
Of Your Employ at s 

Bringing out the best in your workers 
requires mqre leading and less Iw^ing, 
mar? compliment* and fewer criticism*, 
applauding their achievements.. 

S3 Managing Better By 
Letting Go 

H The Great Dem&timtors 

» Control Tour iter^N 

Too much worrying can cut yutir time 
far tending to thing* that worry you. 



31 mill Th* Thrill is Gone 

H<w to keep your boot manag ens after 
iht company'* siart-up eadtement 

him, 

38 Jhm Candidate* On Boalntsi 

Where 13 who *erk ih* Whru* H<ju** 
itiw! on t«*f* t other fautinesi 
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-n M n«i M r^-Mi mUBA EE 

^pm^m**;**** PC ^ ^i^l ^ 
T* m ^ m rWmaMrr r«IM P«t frm Ml fa mUmu 



M Moving Exports By Computer 

A global network links sellm, buyer*. 

SI Smart Soiling 

Spotting trends thai may affrcl natea, 

94 Mottle On Tho Move 

Lodging f runchifica compete for 
biiBine&a. 

55 Eniertalalnt Tom Deduction* 

Strietly-buaintffia coat* ary deductible. 

57 Special Report: Tradt Fairs 
Overcoat 

Show good* abroad, bring profit* home. 
Si Franchise* On Display 

S3 Young Entrepreneurs 

Turning ptofita before turning 20. 

69 Avoiding Tuna Mfaaton 

How to divert distracting ewUHKti, 

TO Settling Worker Conflicts 

Managing das he* and gripe* on 
the pti. 

Bl Tta lip Tint 

PJi kladelphian Joseph Brennan'a curiottn 
eungb5menui' 



4 Commentary 

Don't "fine" crime victims, 

3 Lvttort 

12 SmaP Butlnoii Update 

if Eschew Euphoria 

14 hWp It In Thr Family 

16 Th is Month 'i NB Tips 

33 Making It 

A Uaty tangete . . . a toy not ctaten, > . 

ILL ■nstiklU-iJ M|J.T«M'f,|| J 

72 Olr*ct Lint 

73 Personal Manaflomenf 

?j To Yuar Health' 

Lwsttn Up A Lit fir 
?4 For Your Tax File: 

Home Mortpttgv Loans 
75 It's Your Money: 

ffSUUwr Th* Smalt Investor? 

76 Congroailonat Alnrt 

77 Where I Stand 
la CUsti Iflad Ada 
83 Editorial 

Reduce the capital- gainn tax 



, he truck that 
passed the Mario Andretti 

performance test. 



One of the last places you'd expect to 
find Mario Andretti is behind the wheel of a 
delivery truck. But actually it shouldn't 
surprise you. 

IVECO and Mario Andretti share a pas- 
sion for high performance. 

So at IVECO's invitation, Mr. Andretti 
was asked to test drive one of our Euro 
diesef models. 

We wanted his honest opinion on how 
our trucks handled. And he told us. 

"The IVECO diesef truck is a superb 
piece of European engineering. On the 
highway and in the city, IVECO proved to 
be highly responsive and handled with great 
precision. It hugs the road, turns almost 
effortlessly, and shifts with conviction. 
Everything about the IVECO says high per- 
formance. I never thought I could have so 
much fun driving a delivery truck! IVECO is 
a real winner, the best,.. I am thorough fy 



impressed with IVECO" 

As a business owner or fleet manager, 
you'll be equally impressed by IVECO's 
remarkable 300.000 mife design life. And 
excellent fuel economy. Nearly 50% better 
mileage than domestic diesel trucks. 

It all adds up to a lower cost of owner- 
ship for you. 

Find out what more than 20,000 busi- 
ness owners and one race car driver already 
know. Test drive the truck that passed 
the Mario Andretti performance test, The 
JVECO diesel. 

For the name of your nearest dealer and 
more information, call U800-447-4700, Ask for 
your free fuU<olor IVECO/AndreW poster 

IVECO 

DIESEL TRUCK 

The delivery truck that pays far itself. 

0*tl* 1*0 IJorv H««d*f Semi;* tird 
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Victims Of Crime 
Should Not Be "Fined 



By Hrti ri/ A Umsi n 



As usual, you are the first to ar- 
rive at your business, and in the 
early-morning gloom you fum- 
ble for the keys that will open 
the place for your employees. 

Suddenly, this is not a usual morning . 
Light peeks around the edge? of the 
front door, and you hear movement* 
behind ft Who & there? Nobody an- 
swers your shuuLcd question. Heart 
pounding, you run to a pay phone. 

Folic* arrive quickly, yell at someone 
running down the alley behiul ymtr 
building, fire warning gunshots and 
catch a loot-otrrying suspect 
Then one officer put* pen to a purl 



days and Sundays without reprieve for 
the Lime needed to gr:t the locksmith. 
The let's total bill: $136. 

Item: A Georgia ear dealer must pay 
a similar impoundment lot $4GSJ to re- 
cover an "86 Buick matched from the 
dealer* used -car lot by joy riders. 

It tunus out that ii theft report to 
police was delayed because an employ- 
ee of the auto dealer had a heart attack. 
And then a month passed before police 
linked the theft report to a report that 
an '86 Buick had been abandoned. 

The dealer gets no reprieve for either 
delay But that u* nut the paint. The 
point is this: Like the musician — or a 




In a country where there is, proppiy, 
much official solicitude for the rights 
of peapfe suspected of crimes, the legal 
macktnen/ should not gi.ve short sh rift 
to the rignts of crime tnctims, 



ami Hands you . - . a bill. It *eema you 
owe the department '24 cents for each 
bullet fired— leta see. that comes to 72 
ci-ni*— and W.62 for the travel of police 
vehicle* at S cent* a mite. 

Strang*? Ye*, Also fictitious. But 
really no stranger than truth* about 
authorities' often- inadequate concern 
for crime victim*. 

Item: A musician getting into his car 
after a late-night stop at a Los Angeles 
convenience store ia menaced with a 
gun and attacked with a broken bottle 
by a thug who wants the car. The thug 
drtoea off, leaving hi* victim bleeding 
from a face cuL 

After 6i k weeks of inconvenience, the 
vnumi Keta good newt. His car haa been 
found abandoned, apparently in good 
working order. It bs in a hit who** own- 
er* have an impoundment contract with 
authorities 

Al the lot, there t* bad new* IV ar 
km are minings requiring services of 
a locksmith whoae fee i* 4T75. And the 
robber's blame teaa vktifo ia astounded 
to learn he znuat pay for the ear** being 
r.owt-d in "fK- ki L«id iwing fttmrK.i Liu-iv 
Storage is S8 a day, tnduding Satar- 



burglurixed business owner — the dealer 
is a victim, nut a criminal. Yet deafer 
and musician must, in effect, pay fines, 

Although the turns involved are mi- 
nor, a major principle ia at issue. In a 
country whore there is, properly, much 
official solicitude for the righta of peo- 
ple suspected of Crimea, the legal ma- 
chinery should not give short shrift to 
the righta of crime vietimJL 

I brought up the subject with Presi- 
dent Reagan while developing the 
While House interview that appeared in 
the 73th anniversary issue of Wit ion's 
Bu*ine** last September. 

"For heaven s sokes," the President 
^U'J * hen told about, theft victim* hav- 
ing to pay to get their cur* back 

I mentioned the Miami man who 
rigged up an electrical booby trap after 
bin store wajs burglarized six time* in a 
month. A burglar with a long criminal 
record waa electrocuted, and the shop* 
keeper narrowly mined indictment for 
maEti laughter. 

Honda law h»' tin- s^w ui mini 
states* holda that life may be taken to 
prutect yourself or other* from death 
or great bodily harm, but not to protect 



property. A grand jury anguished over 
the case and declined to indict — it lafa) 
■ hsTt H ii i' "i ■ rhf bunny trap was crude and 
plugged into ordinary btttftfl current, 
the businessman a assertion that be 
had not planned to kill anyone wan be- 
tievable, 

"I'm on his aide/ Reagan told me. 
He said that victims' rights "often 
seem to be ignored/' but that the feder- 
al government, basically, should leave 
the matter lo state and local govern- 
ments* 

Agreed, One federal initiative is de- 
signed to enenurage states to act A 
[JjH-t In* sni up u. Fund— financial penal- 
ties levied in federal cnurts fire its 
source—to compensate criminals' vic- 
tual. If a state haa a fund for compen- 
sating victim*, It gets a federal subsidy 
of aa much aa 36 percent of what it 
pays out on its own. 

Forty- four states have such funds, 
which firal tamo on Mir *cene in the 
'GOa in retfponae to growing uneasiness 
about the balance of justice between 
criminal* and their prey. But many 
funds are low; the federal payout, 
which has an annual ceiling of $1 10 mil- 
lion, has been running around $60 mil- 
lion a year. A1n>, tlir thru;-! "f *:r ini *• 
compensation has been to aid victims of 
violence— rape victims who need psy- 
chological help, for example. Why 
should property loss be excluded, as it 
commonly if 

Sure, Homebody has to pay the cost 
of towing and storing ptolen cars. If 
general tax revenues are not tapped, aa 
they are for genera] crime-fighting, 
why not set up a fund based on in- 
creased fines for traffic offenses like 
drunk driving? 

An official at the Washington U i gat 
Foundation, which aid* crime victims, 
says they tend to be "treated as pieces 
of evidence" and not aa "person* with 
financial needs ' They shouldn't be. 

The National Organisation for Victim 
AsniflLunce, a clearinghouse for victim 
aid groups, notes that 38 state* now 
have laws requiring reasonably expedi- 
ent return of property held aa evi 
da nod — -s much-needed reform Hut re- 
turns won't be expedient if proaeeutors 
don 1 ! take the law* seriously. Thvy 
should. 

They aid other public Nervants might 
note that victims can vote, ■ 



INTRODUCING 
A BETTER IDEA IN TYPING: 
BETTER WRITING. 





Introducing the Gfismmaf-Righfr"" 
System H puts passion in your prose, fie 
in \qut letter^ dash in your document 

The new Smith Corona Proles* 
sional XD 8500 has interact w features 
Chat tort ™thyounotonlytornafceyoua 
better typist, but a better writer. A better 
writer df reports of analyses, of big smatt- 
businew letter* and small smaBtiusan«5 
letteri Whatever you want lo write right 



The secret behind the XD 8500 
s ot* amazing new Grammar Right System 
Ai a mere tojeh, it can alert you to words 
you've overused, give you inurastirx} 
altemaTws tD those wGrc^ stop vou fwn 
mrajsing aynmonly conf vvords, wen 
Cntl tar correct punctuation 

Of course, a typewriter tta ad- 
vanced woukM be complete without a 
highly advanced corrects system So the 



XD 8500 afco features these great feature 
Spell-Right 75,000 word electron* drtonarjE 
^ford-Right Autd^dl Wbrd&a&ef correction, 
WtardfindT list M-fege Memory carorikn 
Auto hfcaff -Space and more 

The remarkable new 
Smrth'Grona XD 850Q, proudly 
madeintheUSA it's the fin* 
typewrrtef that can turn a boring vm ft us a 
vvnter ntp a bom writer 




Spcff-fffghr Dictionary 

*u just ipriM "rrwjhr wn*4 



Efdvn "ii Kihi" -v ^ the touch gf * button 




Word Count* 

Sop bwg « 'fHtt" 
"itou'w ii«d that wwd H) *inwi 



Vi>j jlrt! COrttuwd Triflhr *"th "wtW 



Wbrtf Right AutoSpeit 

trw lAfromj"!!!^ oyi and 
pur. ^ ^ -rrghr m, ^rmvuriicriy 



gjli smith 

^ CORONIV 



for iltolffUlpi5r> Crt put pffldMP, wn* to Snwh 0*tra CcfflOmiOlV S ipQCun fcrtrti* NtVM ClU«h CT GHWG 
nry™rhOJfi^C*wl«l^i44flli(fl^ OnUna Crab Mfi M 
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Letters 



Financing Colli ga Costs 

Your article "ConSem Can Help With 
College Feea* [February] must have 
struck * chord in the hearts of thou- 
sands of students and parent across 
the country. 

We received 1,900 telephone calls and 
1,800 tetters from companies all over 
the country the w-eek Ration* Busi- 
ness was delivered. The UJJ. Chain ber 
of Commerce is doing a great service to 
its members by providing CcnSero as 
an exclusive mtrnibtir benflfit- 

The wonderful thing for me, after a 
hfeurne in education. Ls u> r*t abSe tn 
make {t poaaible for people to go to 
school by making long-term {l5-ycar>, 
ItfiHnUOTst-rate (average Ifro percent 
in 1987) loan* available to them. 

Sand letter* to Editor, Nation's Busi- 
ness, I SI 5 H StrttL KWm Washing- 
ton, ftC iOOSft if^w 
p&ont awmfcffr. Letters addressed to 
tite Editor trill b* emaidtred for pub- 
lication unlet* the writer wqurfte 
otherwise and they moy be edited ond 
fimdena&L 



Companies and individuals who 
mifiafd tin; letephurte number but want 
to know more about ConSern should 
call (800)338-7196, 
Rev, JMh/> Whaten 
Utnrtrsiiy Support Services, Inc. 
CbnSern: Loans for Education 
Washington 



Thssa 49 United Stales 

For the post three years the economy 
has been a little rough m Iowa, but that 
hardly justifies leaving our state com- 
pletely out of your map on busbies* 
■start* and failurei ["Cooling But Still 
Favorable/* January]. 

At first our feelings were hurt by the 
omission* but then we started to consid- 
er all of tta possible advantages of b* 
fag left gut of the United Slates— no 
taxes, no era&y laws, no politicians. 

To be fair, we also considered the 
disadvantages* 

The only one could think of is that 
we would not have presidential candi- 
dates visiting daily. 

It's not a tough choice. Beside*, the 
new President could make a state visit 



Your Key Position 
is no Place for 
Experiments. 



Management Recruiters. 

No excuses, no alibis. 
Just maximum recruiting 
performance. 



En 



MANAGEMEhfT 
RECRUITERS* 



Whither Iowa? 




tii Iowa and bring us mi II kins of dollars 
in foreign aid 
F&rnsiey L Peter* 
President 

/dMSJ A sprint ton of Business 

J Industry 
Dm Mot ties 

Editor'* Note: Mk P*ter+-^&nd many 
oth^re— caught tur red-faced. We creat- 
ed th*: map tn'f\ r j urnphir* xvflvwir 
pticfaifjr r/fnf ri tpnrry entry tif ti rod? 
for each state in a desired group, The 
rude for Iowa was not properly en- 
tered. We apologist for the omission 
and would deeply regret being the 
cawe of tout's set^ssion from the 
union. 

Help A1 Home 

In your January "Direct line" column, 
u reader asked for bt\p to writing a 
business plan You suggested several 
books and brochures aa well as hiring a 
professional. 

Her* in Armstrong County we ait 
very fortunate to have two universities 
that will work with any and ail who 
need help devefopjng a business plan or 
wiih any other start-up problem! Their 
service* are free. Also, contact your lo- 
ad Chamber of Commerce. 
Ralph Q r finepshiehf 
Ewrutive Director 
Armstrong County 

Chamber of Commerce 
Kittanmnfft Pa* 



CMetta Won 



Dirty 

Tbonuw P. Brock's "A Post- Reform 
Tax Review" (January) was an eye- 
opener. Hi* Hit of tM "dirty down" 
most significant change for small buai- 
Dttft waj csperuiHy illuminating, 
U never cetasei to ttuute me how 
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Dependable insurance at a 
fair price is the Amerisure 
connection. 



. ..arid that's Barbara Hindoo's 
number one priority. Assistant 
Aflimry ai Amerisure headquar- 
ters in Detroit, her In terror f$ the 
right protection at the right price. 

Barbara Is Just one o! many 
AmerLsijne people behind the 
independent age n is who itpitiHAjnt 
our companies, And she's litrlping 
us to provider affordable in£urHni,r 
plans to meet changing needs. 

We nt- dedicated to providing the 
best car, business, home and life 
insurance that money can buy. 
And we're proud of people Like 
Barbara Hi^don who arc working 
to keep the "sure" in Ameristtre. 
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A WHOLESALER'S 
SUPERMARKET 

NO SERIOUS BUYER CAN AFFORD TO MISS 
THE TAIPEI WORLD TRADE CENTER 

D^r.-iy *nt v^ar of operarban Taipei new rrtuUHnHton doiar 
Wbrid Tracte Carter attracted 1 .7 miion visitors- and mom than 
10Q0O0 buyers Fourteen nrtajor intefnar»onai trade shows wots trek] 
n its spectacular Wf lftW b n atrium, and 20 are already scheduled 
to the com«ng yea* 

For buyers rhe Jaipei VSfodci Trade Centei has fl aU murblin^oai 
start, ccmput£fi23ed carrmjnicaii^ pnteronrinema* tiaia base 
s&vcas trirougr* fie- Wartd Trade Center Nje3worl<. and re^aurants, 
2620 <ftSpl8y booths and '02; p^n^ane-ril showrnjoms displaying 
the products cd a*er 250Q importers and exporters 
Everything trom rnachine tocte to ladies garments, all und*f one 
roof m Taipa rtie heart of Ihe Asan Pacri>c marketplace 



i 




*inttw t t*»*i Owrt to WW world 

WIPE! 140RUD 
TJWDE CENTER 

% Hniflyi Rh(J &bc & Tflipw 10509, bmm. FUjpytrUc d On 
O0ar*w3 by Chtnn Em™ Tram tJKWtCpmfrN CouncK 

ftl * +rm m an, ocrtw Cm tat $*v«m mt , Burn* Oflte* =■"■ Ct*£mqo flfTi|affi 
Ga-, «='*"%- »cr- . J '5; TO-itt* Vlnww fSH.*M BW Of «» Ohm* £ ifrnml *** 

Dw^pnwwi COuflOl ire hfe* [?t?i5a2.mU 
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many executive and politician* talk 
"free market" whilt! practicing vuKoub 
forms of protectionism through impcfii* 
tion of international trade harriers or 
fiscal discrimination his eh as thi*. 

Unfortunately; many of our so-called 
representatives in government neither 
understand that small business has 
been the primary propeller for our cur- 
rent economic boom nor reoogiuw Ura 
relationship between fostering long- 
term growth and creating a secure tax 
base. 

Mark Williams 
Clearwater, Flo. 



k F)nt Rate Alternative 

Paul Choq.uette r s commentary "A Sec- 
ond-RiiU* Power" [December] points 
qui failures in our nation's basic educn- 
tin n and retraining syMem* The bright 
spat in this area, which ht* did not ad- 
dress, is the unique cooperative-educa- 
tion system that we have in the United 
State;!. 

I am a graduate and now serve on the 
Board of Trustees ^f one of liu h Br- ]irn- 
grums, GMI Engineerinir tod Manage- 
ment Institute in Flint, Mich. Students 
can earn a bachelor's-] eve I degree in 
engineering or manufacturing in 11 Ttvt- 
year program while workmjr in indujs- 
try. Trusiees, fof the most part, repre- 
sent sfKmsoring industries and supply 
con^Uini input an th>« currieultirn. This 
type of education, is the most formida- 
ble weapon w have m our battle to 
stay competitive internationally. 
Robert & Rets* 
Mountain Vku; Calif. 

Yes. the nation hag too many adulta 
with minimal computational and Ian- 
^ruage skills who compimnd their inade- 
quacies with a startling level of apathy. 

However, Mr. Chnquttttes suggeV 
tion thai the prime sector intervene 
will wonum, not snlve f this problem. 

The function of education is not to 
train fltudente fur jobs fa task moat effi- 
ciently performed by buainess itself ) 
but to provide wtudents with a society^ 
vision of its cultural history , poLitieci, 
value* and artiatic estpression. This vi* 
sion critical tu d*vi>]npmeni of tin?- 
disci plinE^ and motivntichn needed to tie- 
quirt' Ibe other sktllB essential to b*jiug 
a productive member of society . 
John Prxfftk, Jr. 

Prqfr^r, Chtntittrf ami Wiyttics 
Ha rdm-Simmon* Uniwrvity 
A hi if a t\ Tex. 



Tnu Havt To Follow Tilt 

I'm afraid your readers may sret the 



Orel* Ho. TO on ttBBdtf r Serve* CinL 



Last year, Nation's Business 
helped him file his taxes, 
trim his waistline and 
buy out his closest competitor. 




That &a lor for fust ■ $22.00. 

And if you're like him— and the thousands of other 5uc£t*sshi) 
bttsim^ people whu i*ad Nations Business— ycru can't afford 
not to have Iht 1 t^lge r 

Every one of our 18 issue* is packed with perti- 
nmt urticlttt. Qn motivating employers. Invest 
Goin# public, Developing benefit plara Reducing 
strrss- And other topics invaluable to Lntrcprrftcum, 

FTus, if you subscribe now, youH receive our 
exclusive WORLD BUSINESS CALENDAR— 
free. It'a available only from Nation's Business and 
it in. Ui>.h in!KTTi,ii(onal businw tenns, banking htim* 
holidays, metric conversion tables and other useful information. 

CAL1 TOLL FREE S00 S21-1O0O. Now Or fill out and mail this 
coupon today. 

When, you sultan br ^TS" ■ 

asrjssr"" NafionsBusness 




I I want the edge. Send mt- 1 6 issues of 
1 L. J » Nation* Business and my free 1956 
WORLD BUSINESS CALENDAR for only %2im. 
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wrong: impression from a January let- 
ter by » disgruntled franchisee. 

The writer ap|jear> to foment a Jack 
of government regulation of franchis- 
ing, but the Federal Trade Commission 
does require that franchisors wupply 
franchisees with a Uniform Franchiie 
Offering Circular that spells out the 
responsibilities of both parties. 

Many state* provide additional n*fe- 
tfu&rds. 

Franchising is an extremely auccew- 
fu] way r.i do business, hut in order to 
succeed, m fnuvchiaee must follow the 
franchisor's methods. Any attempt at 
shorteuutnfc the process ts bound to 
have disastrous cotitfequencea. Ynu 
can't refuse to follow the fnuichiae for- 
mula and then complain because you 
fail 

William ('Jwrkasky* Pr&tiiteitt 

in u-rnutt^fwii Fra ncki^r Association 

Washington 

Hon On Woman 11 tfar 

During the last 14 years 1 have worked 
my way up through the rank* froin a 



switchboard operator to a branch mitn- 
HUrr f=ir a wnnnrnrial hank. I «:an cor- 
roborale the point of view of "Weimsi 
At War With Each Other" [November 

I have found women to be jealous of 
otlitfr women who have career goaln. 

Instead of supporting and praisintf 
sUL-ii-.hor K'inule for a prom Glum, most 
often Lhey make accusations about how 
the promotion was bought and paid for. 

Women have difficulty s«?ing oLhtrr 
women in upper-management position* , 
competing with men who traditionally 
have held thc&e (positions. 
Skera GulMt 
Trenton, Ohio 

Classic Appeal 

A friend recently gave me a copy of 
jour September anniversary is Hue 
which reprints an article 1 1 ubmitted to 
Nation 1 * BwriTitm 30 years ago (" Lis- 
tening Is A 10-Part SkUT^ It* reap- 
pearan.ce has given me a tremendous 
lift. Thank you for your huh Munition. 
Ralph a Xirhofo 
Pfrrt Charlotte Flo, 




TV That Hits People 
Right Between the Ears 



'It's Your Bwm«s - SH my letting. 
Provocative Informohv*. The kind 
ofTV^u won't want ro miss 

Each week, tune in for a lively 
debate on key «uftt being Amer- 
ica today. Issue* like tax nrform, 
prorfucr liability, protecnonram, 
immigration. With distinguished 
guesl panehsr* representing o 
brood range af views. 



The award winning "Its Your Busi- 
ness, * Now seen on mane than 160 
TV stations across Phe country. 
Check your local listings 
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THE FACTS 
ABOUT FAX- 




THE FACTS 
ABOUT EASYUNK 




lue stern union 

EasyUnk 




II you hwi> a fax mat: bine or you're consider- 
ing buying cm you've made a smart mowt 

The is. to lets yud lend rypod documents, 
staph t», ewn hnndwTllten notes from one fax 
machine to JumlheT. Quickly: mweftJerrtly 
nivd efficiency 

Bui as gootl 35 fox br, there are jnmy times 
when your business rw* in flu bqnrid Ihv 
oipiabiltttes of fax aJacif> 

Thai'* wkfn Vtestom Union Easy link 1 



Western Union EasyUnk service :-k you 
tend and re^ve iresmges *nd cLutotaeri 
compuiRrs-ttftaw/ o Afeu/ onto So 
the son<tor or receiver c*n rtrvise tatormalion 
Pi rc^Ying hi document 
And ywj am be sure what you send If 
exactly wbaTs received With no Wort** or 
k*3 jjjitie*. 

from your twminni 

Day or flight you can transmit Infcxrnjiloii 
stra^hi lu rtirich+'f h ' fa* r< ^ u ^ ] { \ t]V 
in wands From samjsle rrwss^s to spread- 
sheets to compter fifa. Within yWOBte 
or to other businesses. 

Matt ittipoftAni, EasyUnk fits ri^ht in wirh 
your am^tei and ttiriimtmcwkifi 
^sterns Sa yew can use <dt vour options id 



TO GO BEYOND 
THE FAX 
YOU NEED EASYUNK 



EmtyUnk mmmnt ttficlancy 

It simpliitei ctHTkiiiMrilcslkm and frees volu- 
ablr* miplijyee iJme And thji itm» money 

What's more, (he low cost nf sending in 
I -l\v L_in-k message L* Comparable 10 ihe ct»t 
ol a pwiJitfe stamp - And there we no cwupjj- 
oHed procedure^ 

MrtHfwn Onion—* i**d»r 
In ttmctronlc communication 

With EssyiWk, Mfestern Untom brings 
UFiiven reliability To (oday't newest fachnl- 
ogy And w re bringing wm .iikieti value « 
Mst wifh Eft*yLifik services kku InWMusirr* 
—me targes! eiectrcntt business library wftfa 
*fwi WW diiiflbasefiL 

Easy Link foe* Huffier than tu hej|> 
db business berter. To team more, or to find 
ixii how much>rxfr I * in! • ^n saw. 
return the coupon Or catl 
1<90Q-24?'1372 f *xt 7044 



Shtt rf Ilk* how E41V L-kTI M CUM krlii « 
com muknaJf nun;«llkicnliv Jr^S 



Khrfllir 



Win 



TaJ* 
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Nftiion** Business March It&K 



Small-Business Update 



By Joan C Siabo 



SCORE Advises 
Small Businesses 



Many entrepreneurs freely admit that 
the advice of an experienced business 
person i» in valuable when business 
problems arise, 

That is where SCORE^h* Service 
Corp* of Retired Executives — am belp- 
It giro* small-business people the op- 
portunity to benefit from the advice of 
business professionals. The business 
counseling la free and confidential 

SCORE, a nonprofit association be- 
gun in 1964, is sponsored by the Small 
Business Administration. SCORED 
nearly 13,000 retired and active execu- 
tives located at 800 office* nationwide 
volunteer their services to small-bush 
neas owners. They also advise those 
who are thinking about starting a bmy 



Throughout each pear SCORE offers 
about 3.000 seminars and workshops 
featuring export* on speriftc business 
topic*. 

If you would like to nee the service* 
of SCORE, jw can call tdWree $00) 

" Entrepreneurial Euphoria 11 

Entrepreneur* just starting btisiiM»8&£S 
are probably too optimistic for their 
own good, according to i new study 
from Purdue University Ed West Lafa- 
yette, Ind 

The study found chat 81 percent of 
Ute entrepreneurs responding Mid the 
chance* for their «ueou were seven 
out of 10 or better 

One third said their chances were 10 
out of io. Only 5 percent saw them- 
selves leas likely to succeed than others 
in the same business. 

'This entrepreneurial euphoria is 
natural and helpful for launching * 
Imetaeea/' says Arnold C, Cooper, a co- 
author of the study 

But he says that too much optimism 
can cause an entrepreneur to loae objec» 
tivity and become unable to Identify 
and correct problem* that occur in a 
new business The study involved near- 
ly 3,000 entrepreneur* with vi av^ru^ 
of a year in business Those qaerted 



Massachusetts fa#hio?i designer Leslie 
8abhiH bet a mi SCORE'* t iro 
millionth client when she sought 
meriting help for her home*bmd 
buiivttfut. Advmtty her art Leon 



\!<rn?u?tN. !rf. u former Fth >tt'"t 
deportm{mk$t(rr# executive* and 
marketing expert James A- Lauder, 
v*i$t director of the N&rtkem 
Suburban Chamber of&mmtm 










SCORE 




h M 7U ( (it I W' 


1 sd 






represented fwry fceotfraphic region in 
the United States and almost every in- 
dustry. 

The average entrepreneur in the 
study devoted 60 or more hours a week 
to the business, and slightly over hiilf 
had invested Jit least &S),0(» in the ven- 
ture* 

Cooper says the study also suggests 
thuL optimum may cause an entrepre- 
neur to cut some comers in starting a 
business, such as neglecting to tine up 
enough income to get through the criti- 
cal first few years, 

Entrepreneurs freed to form relation- 
ships with objective outsiders auch as 
lawyer*,, hankers and other smntl bunh 
n^fcs owner* who ran hetji the entrepre- 
neur diagnose problems and assess 
prospects for the business. Cooper 
says. More than 50,000 corporations are 
established each month, but leas than 
half will be in business undtr the origi 
Ital owner or manager within five 
yt-Lirn \w note* 

Cooper believes the study in the larg 
est enrer done on how new ftrms are 
started and managed, and on the char- 
acteristics of entrepreneur*. 



Wary Eva On New 
Fiscal Commission 

A h' tie-noticed provision in the massive, 
stopgap budget bill passed in the final 
hours of the \wi congressional session 
ultimately could have a ma^iw impact 
on US, fiscal policy. 

This provision established a M< mem- 
ber National Economic Commission 
with a mandate to recommend by 
March L, 1989, steps to reduce the fed 
eral deficit, promote economic growth 
and encourage savings and capital for 
mation. 

The nation's smaller entrepreneurs— 
via the 1986 White House Conference 
on Small Huh in re*— want to achieve 
those goals through spending cuts as 
opposed to tax increase constkutiumit 
amendments to require a balanced fed* 
eral budget and give the President line- 
item veto authority, and overall federal 
policies that minimise government in- 
volvement in the marketplace. 

The panel, to be named by the Presi 
dent and congreasional leaders, wQt 
consider those approaches, but whether 
it will give them thu fore* of official 



The difference between a 
child behind I lie wheel di a 
play cai and a drunk behind 
the wheel of a reaJ tar is thai 
only one of ihem is funny 

Keeping drunk drivers off 
the roods is serious business. 
To thai end, we've developed 
an enzyme called Akohot Ox- 
idase that makes sobriety tew- 
ing, more recti raic than ever. 
And i r nukes it fatter, because 
it can beadminisicad Kind ana- 
lyzed right there on the spot 

Alcohol Oxidase manufac- 
Hiring is unJy am of the break- 
throughs in biotechnology 
we"*e palmed Thruugh our 
Proves Corporation subsidi- 
ary, we're making high- 
protem HvkJ ^upplancrH* I'nr 
creatures as small as a fish and 
as big as a horse. 

For the human animal, 
biotechnology has led us to re- 
search in medicines thac could 
break up Mood eH>is. *Tnp 
heart attacks in progress* and 
reproduce The body's natural 
cancer- fighting agents . And 
we eliminated the headaches 
of pain reliever manufacturers 
with research ,md develop- 
ment advances that make their 
new fonnululions possible. 

Whether it's beeping the 
roads safe for our children or 
paving new roads to health, 
we're in ihe driver s sent and 
headed for ihc fulure 

For more inrbrniaiiou write 
to Patricia Marshall, Phillips 
Pctroieum. 16D-4 Phillips 
Bldg.. Bvtltwilie. OK 7JWW. 



Phillip* Pfctrolrom t omrHUiy 

Ptrfarmuig to meet 
Mi: k.'l. ngeof L-hanKC. 




Orel* Nci 30 &n P(iiCt*f S^fviM C»rO 



IPS SOBERING TO THINK 

THAT KIDS TAKE DRIVING MORE SERIOUSLY 

THAN SOME ADULTS. 



N'utiDH'B Business March 



Don't build 
until you've 
read this! 



SlflJUimSlflESS UPDATE 



That's right . you may have to seWe 
for costly, unpleasant compromises 
wfwn you build your next facility 
unless you pian it properly. So. to 
help you, Varco-Pruden Building 
Systems fs offering this valuable 
and comprehensive Planning Guttle 
for Building along with a special 
Planmng Worksheet, These tools 
could save you thousands of dollars 
and they're offered to you free of 
charge Call for yours today or fill 
out the coupon below 
1-800-238 3246. 



buildings 



FREE! 
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Consumers Remain 
Relatively Confident 



Percentages represent ihe share of I he group feeing 
positive or neulrsl fitiguE their economic slaJus. 
Confidence i& down slightly among those 
who do not Own siock. but it is im- 
proving among owners 
of stock 

AM Households 
Owners or Stock 
NorvOwnera 




Survey, a oCHTimuous aamplfl or 760 housnhoKls a wee* 



rirr'nnmendiiLiorL's remains to be seen. 
Some business puopte are already con- 
cerned that the cum mission might be- 
come Lhe launching pad for a new 
round of tax incraaae** 

lifting a bipartisan entity to produce 
recommendations that elected ofnci&ta 
are relucitanL iv initiate on their own i* 
a frequently ijaed tactic in the federal 
government. 

The new commission wfi[ be watched 
carefully by Washington represents 
tives uf small buaineftf fur any signs 
that tax-inereaae force* are trying to 
u«e it aa a smoke *cre*n for achtevmg 
their goals. 



New Senate Schedule 

One reason that several aniulhbtijiuHia; 
tulta are still awaiting congressional 
constderalion may simply tie the alow 
pace of the legislative proceas. 

In an effort to increase efficiency and 
the predictability of its schedule the 
Senate ha* decided 10 try a new wnrk 
plan for the second sentun of Can* 
gnss: five daya a week, three weeks a 
month during the ejection year 

For many yean, both the Houae and 
the Sedate have worked Tueaday 
through Thursday to enable member* 
to apend long weekends in their home 
district*. 

The House, unlike the Senate, r* 



mains on a schedule of three daya a 
week. The Senate's schedulers believe 
the new workweek will mean more can 
get done. BtiL with the elections fast 
approaching, skeptics suggest the new 
schedule Actually will res tile in leas 
work nccomplmhed meml>eni contin- 
ue to take long weekend* and alao b> 
sist on their one-week-a-month break. 

But advocates of the new schedule 
aay that many of the weeks the Senate 
will be off coincide with traditional re- 
cesa times, auch as Eaater and Mcmorv 
al Pay 

-(.Inly time wilt tell whether the new 
.schedule makes the Senate more 
cient,' say* Marian Hopkins. Senate In 
atom for the tuS. (Camber of Com- 
merce. 

She add* that something had to be 
done to improve the working* of the 
Senate. 

Keening If In The Family 

Maintaining family ownemhip of their 
family buaineai la a goal for moat own^ 
era of such companies who responded 
to a new survey. The study alao found 
that many family companies face *pe~ 
ctal problem* that could jeopardise con- 
tinued ownership for the next genera 
lion. 

The survey was sponsored by the 
counting dim of Laventhal & Hoj-wmth 



Build Your 
Profits By Managing 




For b surprisingly 
small investment of time and 
money "Executive Seminars in 
Sound" can teach you the tech- 
niques you need for more effective 
management <tiyontr business. 
Each of the eight, easy to follow 
audio cassettes spotlights the 
challenges yon face nvfry day and 
trivi-s expert advice on how to 
m<-ef 'lif-m 



Heres whai you can learn: 

I. Hnw to Get \bur Ideas Across 
2- Make the Most of^burTime 
8. Your Role as a Decision Maker 

4. Better Management of People 

5. Mastering the An of Delegating 

6. Organizing V>ur Plans and 
Planning Your Organization 

7. Strategies of Moving Ahead 

8. Hew to Livp with Your Own 
Success 



These 45 minute tapes 
come in a compact binder to en- 
ahle you to listen in your car; at 
1 1 '.in i i*r at the office. YouH also 
rwcive a study guide with a writ- 
ten sy nopsis of each tape. 
Von 'II profit for a lifMiinc t'r<nn a $% 
investment in 'Executive Seminars 
in Sound "Order your set todafc r . 
[f you arn not satisfied, return it 
within 15 days for a full refund. 



Try it for 15 days FREE 

tiunrantw: Scud nic "Executive Seminars in Sound." lr ruA Lhui uiitfhly 
saiisTit'fl, I aui n^ttiin it fnr n fulJ refurnl 
□ Check exposed for $95. 
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FOR FASTER 
SERVICE CALL 
TOLL FREE 
1800-345-8112 

Pi. resident- call 
OR 

MAIL COUPON 
TODAY. 
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and ttif? American Management Associ- 
ation* H was inducted with 200 own- 
ers of family^wr^d businesses. 

Among the problem* farad by femily- 
buflincss owners uncovered by the sur- 
vey is the question of authority and 
succession* 

Forty-two percent <rf family-business 
owners who responded said they would 
rather sell their businesses weight if 
no family member could succeed them. 
Only 2 percent of family-business own- 
ers would consider going public, and ST 
percent would not allow employee* to 
acquire Block in the company. 

[n preparing for succession. only 46 
percent of family-business owners al- 
ready have selected a successor; 22 per- 
cent said they plan to appoint and train 
one. Only 19 percent would appoint a 
professional manager, and only IG per- 
cent would appoint an employee as roc- 

Another problem area is the lack of 
formal, prof«*iional procedure* for 
family -business owners. 

For eismpk fewer than half of fam- 
fly businesses have a regular, formal 
evaluation process or written job de- 
scription* for all employees, and only 43 
percent have formal* written compensa- 
tion policies 

Saya Benjamin Benson of Laventhol 
£ Horwatfc 'The murrey points to the 
need for owners of family enterprise* 
to face up to these issue* and not Live in 
a dream world. It ia important to take 
steps to run the business as a business 
and rm a= an ^tfiirif'i: "f the family." 



Fastar Export Liewsas 

Small firms eager to export now have a 
useful tool to speed the proc*M. Hi 
Commerce Department recently an- 
wmcwj an electronic system to issue 
eicport license* for certain types *t 
product*, iueh a* high tech goods. 

The coatpuutrized license service a)- 
le*a eiiwrters to mend application* and 
f*«ive export Ikenses from Commerce 
electronically. 

The system rerfue*a to three dayi the 
time it takes to determine whether rer 
tain products can be e*port*i without 
risk to national security. Before the 
ajlten was entjd)ttah«d, it took 13 days 
to receive approval h T n hwnw on 
sales to non-Comrnuni*l countries Such 
nalc* account for 80 percent of all re- 
quest*, 

Under the new system, the depart- 
ment will be able to handle about U'hh) 
application* daily. 



Quoteworthy 

'There La something sick about a 
person whose only interest is money, 
And the same can be said, 1 think, 
for the company whose sole goal is 
profit 

"That kind of mentality ithrinkjj a 
corporation's spirit and narrows its 

vision/' 

—Richard J, Haayen, chairman 
ami CEO r Alktaft Jnsurnnre Com- 
part fa addressing t/it AilstaU: Fo- 
rum on Public Ixsum. 



Under the old system, the departs 
ment handled 400 a day. 

Application* for export of high-tech 
products are examined by computer to 
see if the product it eligible for a li- 
cense and if the buyer or the seller has 
a record of diverting high-technology 
good* to Soviet bloc countries. Then a 
licensing agent double-checks the com- 
puter 

The Commerce Department also m 
establishing an exporter assirttance cen- 
ter in the Los Angeles area. The aim of 
the center is to give companies in the 
weatera part of the United States easi- 
er access in the department's licensing 
experts 

The office will help exporters prepare 
License applications, provide special 
computer facilities for electronic sub- 
mission of license applications and con- 



iJ ln the modem era of rapid techno- 
logical change, the advantages of 
free enterprise are more conspicu- 
ous than ever. If it were not bo, the 
Soviet Union und China would not be 
groping their way toward more open 
economies. Thus, we must recognize 
our hasic strength and build upon it 
That means keeping taxes clown and 
government interference in the econ- 
omy to a minimum. 11 
—Richard L Leshrr. president of 
the U>S- Chamber of Ccmmtrciy in 
a spttck to tht Ntitiunaf Prt&t 
Club, 



duct training aesaionii and seminar* on 
export-licensing matters. 

The Commerce Department each 
year processes more than 100 r 000 li- 
censes for exports. 

Commerce Secretary C. William Veri- 
ty said the department "will continue to 
improve services to America'* business 
community to help speed exports to for- 
eign markets/" 

To apply for authorisation to a-ubmil 
applications electronically, write Com- 
merce's Office of Export Licensing. 
P.O. Boat 273, Washington, D,C HJ0-U 
Writ* "Attn.: Electronic Submission'" 
on the envelope. 

For more information, call the Office 
of Export Licensing at (202) 377-8540. 
Commerce's exporter assistance staff 
uIho wit! help with licensing require* 
menus. Call i202i 377 Ami « 



To help you deal *>ff actively with the 
1 1 H Ah Congress, the l\S Chamber of 
Commerce- offers three new publica- 
LionS; *'19B8 Congressional Issues/' 
"IMfl Congressional Handbook " and 
"A Guide to Communicating with 
Members of Congress." 

The uteutrfe booklet, which sella for 
£7.50, provide? biurkgruutid m forma- 
ivw on 101 bii»me*K-n»UUed subject* 
likely to surface m the second se* 
<ttm"of Congress. Th^ "Handbotok," 
st S3 a copy, give* vital facts and 
in formation on CungrertA, mcl tiding 



room numbers, telephone numbers 
and committee assignments for ev- 
itry member The 'Guide;' aiso *3 P 
oJfuni mformation on how and when 
to make your point of view known to 
Senate and House members 

To Order, write Publications Kul^ 
ftllment. 1015 H Street, N W , Wash 
sngton. D C mMl Or calJ 1301) 408- 
5128 r Please include publication 
numbers: »004G for "Issues M 
* 0<i47 f ( *r "Handb<Mik" and *68S2 
for Guide. ' Bulk rates arr avail- 
able. 

' How to -Save Money on Office Sup- 
plies" is a 4S-psgc booklrt with u*^ 
fill Xi[x, on maru«r« such as choosing 
NUpphifs. ordering from a catalog 
and knowing when to order in bulk. 
It b available free from Quill Cor 

E oration, PO Box 4W, Une^lcshirt, 
t. mm* am mm\a 
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FINANCIAL SERVICES, ONE STANDS OUT 




Everywhere you look, there's another one. Another 
financial network. Another financial service. 
Which one's tor you? 

Ux>k for the one with the long record— more than 120 years 
ancial success. 

I he one who never missed t i dividend in all those years. 
Hie one with a solid foundation- overW billion in assets. 
The one with the diversity that protects against adversity. 
The one who kn< nvs when to fund ventu res and when ' 
to buy Treasury notes. 

The one that America's most demanding corporations 
count on for pension plans, employee benefits, risk management 
and leadership in comprehensive health services. 
Look for The Travelers. 

One ot tfoe most respected financial experts in the world. 

In, fwvti r-liWif.nHt t, , 'ni|\in> .indirs AHiliatiis, JUrttimf.CT OftUO. 



Ihelravelersj 

You i e better of I under the Umbrella : M 



H 



conn story 



Motivating 
For Success 



Si/ Sharon Xelton 



Thnitflk tit? hty&t in HMvi^ ihf 
employe** don't play— (key work. At 
leaxl that's wfuU happen* at Jackson \i 
Hardware, belovr, when owner H>C 
Jackson « gone. The SM Rajhtt, 



Calif , entrepreneur ppmdafiw 
mouths of the ttrar in Kailttf} Kona, 
Hawaii, where he has started a new 
htintuntti building homes uurftfrta iff 



aft occasional ytimr of yvlf u-ith his 
it } ft\ Bcv. People produce, $ftys 
Jackson, wftri? you tmek off and let 
them do their jobjt. 




Lang ago F *wti*n he wwked for 
aomeone ri-i*?, H.C Jackson of S»fl 
Rafael Calif., spent 15 or 20 min- 
ut*t one day buoying up a fcnwp 
of employ m, telling th#ni how good 
they were and how proud be vw of 
them. Then hi* own tes walked in ami 
undid JatkMtTn pep talk- "You clerk* 
are a dim* a doi*n, ,r the boas declared. 
J could |Kck ■.'T?!i'i<"-.1\ -»if r.h*- jicrr^i ru 
do your job." 

Everybody w** ci-ufthad." Jark*cih 
walta. H* luu>w it was irnpu&tiible to 
wplne& hit people with just anybody off 
the stmt b*» lay*, "but tAtjf didn't 
know (hat" h took i tang time to re~ 
pstir the diimaif* 

When ho w M an employee fif u Lan- 
5?* j « llv "^pwiycalhrf Stamp-Rite. 
VVendell W Parson* rtmemlier» taintf 
told he couldn't take time off to travel 
with his wife to her grandfather's fu- 
neral in Delaware. Hit immediate og- 
perviwir refund without offerinK f ^ 
aoii + l didn't have anything 
eaithahaJgoi that had to be don* it 
wa* juat this piy who wu tollinff m* 
No, you ran't do it," M iayn Hn»n* 
Though deludes haw ujuuicd, both 




Jackion and Parami* still fed the stin>{ 
nf ihe*e meNtentn. Now r howWOr, they 
in? to command, &nd what they learned 
no long ago hai helped them unlock the 
Mcrftt la keeping their awn employe 
motivated— in effect* crealinK winner* 
out of their employee* so that their 
companies can thrive. 

*1Va aoabiipte. Treat people the way 
you want to be treated. Be honeaL B# 
fair/* iay» J*ek*on< who itarUnJ Jack 



non'i Hardware, a company with 110 
million in (trumuJ and nvt-r VP i-nr- 

In practice, howevar, JarttiHm and 
trthar mana^eri who aucteed in moti- 
vntinjf their worker* demon* Irat* that 
»Pf 'lying that simple rule r*i|uim hard 
work, There in no one- minute motiva* 
tor P they i*y, no formula that can to 
applied easily and left to operate on it* 
own, The pfrraon it the lop ham to 



Bringing the best out of your tvorkers 
meam more leading ana less bossing, 
more complirnmts than criticisnw, 
appkmdifng their ammiplishrnents, 
treating them as you toould like to be 
treated. 




care— genii in H_v care — about employ- 
ees, and show that caring by treating 
each employee as an individual. Only 
then will tie employee care enough 
about the company to give his or her 
best all the time. 

What often seem to be timeworn 
technique* take an a new life and use- 
fulness when looked at as these manag- 
ers see them, 

P arsons worked his way through 
Michigan State University white 
employed at Stamp-Rite, and now 
he owitf the company. The $1.5 
million-a-year firm makes rubber 
stumps and identification produriri such 
as name-plates, name tags and signs. 

Empathy govern* the way he treat* 
hifl 25 employee*, he says, betaufle "I 
re. member what it waa like being the 
engraven 1 remember what it was like 
being in the steel department and m the 
label department 1 ' The memories in- 
clude good ones, like the manager who 
nin.de il a point to leave the front office 
irvery day and find out how Parsons 
wa». That someone cared enough to 
make sure he was doing O.K. made a 
lasting: impact on him, Parsons say*. 

it's not uncommon to hear business 
owners and managers complain that 
employees just don't want to work nr 
that they have poor attitudes. And laai- 
nesfl and lack of commitment mean low 
productivity and a lower bottom tine. 

But many p.- Ktafis, business ex- 
[wrta and busbies* people dispute the 
notion that employees are unmoti vated. 

"I think by nature people are inter- 
ested in doing well in being effective 
workers and effective achievers," says 
Edward L Deej, professor of psycholo- 
gy at the Untversitv of RocheatWT, in 
Rochester, N.Y„ and a specialist in hu- 
man motivation. In cases where people 
don't want to work hard, he maintains, 
"it's because they've had a set of t-xK 
rivnee* thai have aiJenuled them from 
work." 

Some experts even contend that the 
manager's job is fio* to motivate em- 
ployee mt all "Leaders who wish to 



AJMndtt walk through the plant 
once a day help* Lanxing y Mich., 
busmen* owner WernttU Parsons 



buiid rmpfojfe* loyalty and 
eammumtathtti. Here hr rhats with 
engraver Mike PenkePtdL 





You can get something 
done in a short time with 
fear, "says one boss, but 
%n the lorw run it doesn 't 
pay off Today's workers, 
more educated than ever, 
mint freedom to do their 
jobs without the boss' 
interference. 



believe that they must continuously 
scurry about motoraHfiQ everyone are 
destined to a fatij^uing. ulcerating ca- 
reer/' says Robert Grandford Wright a 
professor of organization theory at 
Peppyrdiiw University, in Malibu. Calif. 
"The fact fa, we hire only motivated 
people/' 

If their motivation wane*, Wright 
suggest*, it's becausr tin- leader dtimp 
ens their spirit It's the job of the boss 



lo create a workplace thai "nurture* 
high motivation/' he says, a place 
where motivated people can flourish 

"People want to feel effective, people 
want to feel free or autonomous or re- 
sponsible for themselves, and people 
want to feel involved or related or cared 
about by other people/' aayi DmL 
"What w« need to do is structure the 
workplace in such a way that people 
can fitl these things when they're do- 
ing their jobs/' 

What is "motivation" anyway? 

"Motivation is excitement about 
work/' Norman M. Scarborough and 
Thomas W. Zimmerer say in Etfrttiv* 
Small ti«9frt*M Management i Merrill 
Publishing Company. Columbus, OhtoK 
While motivation does noi guarasitef 
htph E m rformance, they iav, when 
ployees (and owner* and managers) are 
excited about their work, there is a 
good likelihood that high performance 
will follow/' 

'Motivation is not a sign on the wall 
that say 6, 'Gee, let's gel motivated/'' 
says Harvey L Miller, eo-owwr with 
his two brother* of Quill t ■orporafion, a 
mail-order office supply business iri 



Ymmay know Grainger 

as a local source 
for over 18,000 different 
industrial products. 



But it goes much deeper 
than that. 



For years, peu\Av hare heen 
walking llmingfi live dorars of their heal 
Grafr^ger branch is > &4 f ^radically any amtmeidal c*r indus- 
It Ml | 'M i<1u< i Nh-y nml And why nri J Grainger is one of 
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wile cxmrniuikvitir ^ i system, 
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Ijra/Kii. yrm may ^ill think d us as a boil sciuici' of indns- 

t v l 1q * -I k I. tt ^ -J^' I- ; ki |i av|i lp J i)i - f w n rj , r 'i - .^n J lh+ ■ 

i J ifl reputation of o^r 225 Giak^r branches nal^ i wle. 

For a free Granger catak^ or fc* mm- inft im vitiua 
write trsmdvoiirUsinessc^l In W W Gr^n^ tot 
Officr £6,3959 W Ikftwifd Stiwt Chkvw>, HBnbl&flQ61H 



GRAINGER 

Tho^s a lot mure to Grainger Ihim >t»j thmk 

CkFekB N v 2? R»«dir Sffvwi Curd 



Kft&m'i Bunii^ Kuril Mflj) 



Motivating Far Success 



crnin STDHir 



Sclf-€9tv*nt meam good perfarmanCS 
ut QuitL a suburban Chicago effic* 



PtQptr who do a good job JM good 
about Ihcmmtves, assert* co-ownst 
Harvey Miti*r ¥ center. 



Lincolnshire, III "U has la be I way of 
life .'" to his riew. crating the right 
corporate climate is what keepft em- 
ployees at their peak* And it starts 
even before they are hired. 

For example, attractive landscaping 
and flower* outside the door may make 
a potential employee want to join the 
company because it look* like a nk* 
place to wart 

One* an employee is on board, Q111U 
work* hard to ke«p motivation high. It 
offer* tuition reirnbuiwnent to help an 
employee develop skill* to advance, for 
example. Profit during, a choice of 
hospitalization program* ami employee- 
relations policies convey the message 
that the company cares about its peo- 
ple A dresa cod* that wards off sloppy 
appearance, a smoking policy that re- 
apeeta the needs of smoker* as well tin 
nonsmokers, and even Quill's practice 
of administering drug teita to all pro- 
metta employees, Miller says, are 
motivating factor*. The drug poto 
tells them '"thieta ft dean company " 

Miller admits he doewTt have a con- 
crete way of determining whether 
these practice* actually increase hi* 
employees* motivation- But he thinks 
he sec* the measure* succeeding in the 
enthusiasm of hie employee* and in the 
way they treat customers. Most of all. 
he sees success in the company a 
growth— to m employe*! and nw 
82110 million in annual safe* since the 
firm was started in 19S6 

But the essence of Quill'* approach is 
building employee self-esteem. "We 
want people to be as good as they re 
capable of being," says Miller. It * not 
so much that people who feel good 
about themselves do a better job, he 
suggests: it's that people who do a bet- 
ter pb fed good about themselves. And 
feeling good about yourself, says 
Miner, » M * cornerstone of rootiratiotv 

m a days gone by, the boss might have 

■ had it easier/ He yelled, ami w 

■ srot done, U was enough to order an 
■tmpfajm about or to instill fear— 
auch as the loss of one's job if one did 
not do a job exactly as the boss wanted. 
"Oh, you can get something done in a 
short time with fear/" but in the long 
run it just doesn't t*y oil. says Par 
sons. 

Workers today a» more educated 
than ever, they want to participate 
mart: in derision* about goals and now 
those are to be Kctomplisht^ and they 
want more freedom to do their work 
without interference from the boas. 

The challenges of the n#w work force 




tmd in th* changing nature of work it- 
»u]f seem to be demanding ever more 
rroriTivLly und sM?rt«Elivily from manag* 
ere And today's manager* are finding 
it necessary to do more leading and lew 
bossing to get the most out of their 
employees. 

"Leaders treat people in a way that 
leads to extraordinary achievements." 
according to a new book, The Leadrr- 



Recognize employees. Say 
thank you. Write them 
notes when they do a 
good job. Honor them 
with aunrck—froni 
certificates to trim. 
Praise them publicly 
when you can. And don't 
be afraid to be corny. 



ship Chaltrnge (Joasey-Baa*^ by 
James Si Kouxes and Barry 2. Posner, 
both on the faoilty of the business 
school at Santa Clara University, in 
Santa Clara. Calif. 

Th* authors say that when workers 
are asked to describe the difference be- 
tween leaders and managers, most ft- 
apood that "leaders bring out the beat 
in un. They get us to achievv ewn innru 
than we originally believed possible 

ouraelve**" 

Early last year, Paritt* Stam^Rtte 
pot the bkg^nt rubber stamp order in 
the company's history— a request for 
nearly 4,000 upw-ialtnd dating stamps 
that were Innovative and complex Th« 



order had to be out in five wee-kx. Raw 
materials hud tci he ordered, ami sjweiiil 
machining had to be done. 

Some people inside the comptim 
thought it might be impossible to do, 
Not Parsons, He brought in three de- 
partment heads, told them what had to 
Ik- iJi-nr and let thorn determine how tu 
do it. The job. Parsons says. W9M 
"shipped on time, right the first time 
Even the customer said, T didn't be- 
lieve you could do that/ " 

None of the employees received any 
financial reward from the project, Par> 
rtonn says, "but they just really felt 
good. You could Bee rL M 

Motivation is more subtle— and more 
difficult— than off«rin^ u carrot or ad- 
ministering a kick in the pants. And it 
first assumes that baste employee 
needs — such as pay, benefits and job 
security— itrt me! When these are 
threatened, says psychologist Deri, it's 
hard to keep motivation up. 

John E. Sweeney, a 15-year employee 
at Jackson's Hardware, says that it a a 
combination of things that keeps moti- 
vation high at Wa company— an employ- 
er who "is very concerned about ha 
employees/ 1 a rewards program that 
has inrkjtlrd trips to Hawaii and "a 
pension profit -sharing plan that is vir 
tualty better than airy I've ever seen. If 
a ywing man were to start here in Ml 
30a, he'd retire a millionaire." 

Today s beat business owners and 
managers, then, are the ociea who make 
sure the basics are in place and then 
take the time to create climate* where 
employees willingly and often enthusi- 
astically work their hardest. Her* are 
itome of the ways they do it. 

I. Have a claaf vision far the company 
and make aura employees knew what It 

It* A mission statement helps employ- 
tea know what ia expected of them, and 



N ation 1 ! BuiW 



I :^ m - 



MrtftttftiON at a Zen tempi* A as helped 
prepare Honolulu rntreprtneur 
Raymond Miifavhira, right find nis 
vice president* Stephen Long, for 
managing a fargrr ftwjrMfrwt 



Managing Better 
By Letting Go 

Sometimes an entrepreneur has to 
change himself w keep company per- 
formunce at a peak. 

Three yearn ago, the year he turned 
ID, Raymond I. Miya&hiro, president 
and CEO tif Trarj* Hawaiian in Honolu- 
lu, became increasingly aware that he 
couldn't keep v;uintf the way he had 
when he was younger. Ho wu* alio hav- 
ing trouble managing the business he 
hnd started in 11J72. 

The KWvmillion-a-year firm moves 
peuple mid lutftfape to ural from air- 
ports, m widn tour service;?, and urrrna- 
ally eelb mere than *B0 P WJO leia for the 
traditional Hawaiian greeting*. Miya- 
shLro also operate* a sister company, 
Re&aJ Travel, the iar fit-is I chain of retail 
travel amende* in Hawaii. 

Miyajihtro'js operations were neurit 
l.OCKl employees* and running them the 
way hr did wlu-n there wem unly 
just didn't work any more. Jt was time 
to revamp, und Mivwhirtt started with 
himself. ' J I wa* function! iifr an a dicta- 
tor." he Rays. "I tame to the point 
where I juni could not do everything on 
my own I had to release *ome of the 
authority and responsibility." 

H*j Ml \u I -til to spend some time 
fijrufintf cut what he wanted for hirrr 
self and for the company. 

In one of life'a ironies, Iran* Hawai- 
ian 1 * vice president for sales and mar 
keting. J. Stephen Loiii?, persuaded his 
bo&& to £o with him to the dojo* or Zen 
temple, where Lontf had been studying 
for u number of months. (Long ii a 
Caucasian frum Florida; Miysuhiro in a 
^ a j laneau- A mertcam) 

'To my surprise, a lot of the training 
mechojiiamfi of Zen are very applicable 
to bufiineW Miyashiro say*. Zen mr-dt 
tltl&n, kit* found. helpnd him clear hm 
mind and relax but ait the same time 
kept him alert. He ako began to study 
the martial arte, lakinjf up ty/wrfo, I be 
undent form of Ja panes* an lie ry 

Such practice*, asserts Long, develop 
one's "seat of energy" ftnrl "i^lc 1 
bigtfer person, one who reuj handle 
more, who can tfrow faij tor and Udto on 
more problems ami challenges/' 

Miynshiro hay* that frt;m the study 
of Zen he haw learned thai he is really in 
control. If a subordinate ha* not fol- 
lowed through m somethmtf he was 
Niapposed to do, Miyasliiro reviews hi* 




own action*. Once he mitfhi have be- 
come upset and exiled the employee 
'stupid." Now he ank* himself if he 
gav* the employee prujwr instruction*. 

"It's extremely important that I 
know tftat the other person ti truly re 
eeplive to what I'm saying/ ' say ft Miya 
shiro. "If hi* is fiou then 1 will become a 
cause of the tirror if Homethittff goes 
wron^. I'm ns much to blame as him." 

He be^rt to institute other changes 
as well, exposing employees to nonreli- 
jrwus Z*?n inuninjc, for example, and 
creating no nrgantaatHiiia] chart. JW* 
fore, said I^je^. "the fhain of command 
was very unnlear."" 

Miyashiro now makes nure ea^h <wv 
pioyee ts inLrodueed to all the other fac- 
ets of the business. "We leaned that 
yip Li riiiimit expect nn omployee to func- 
tion nl hie optimum unlets the manaKer 
haw been succe^ful in amveyuig the 
bin picture to him/* says tysntf. 

"I hud nn h pi ritualism at all until 1 hit 
+0/' says Miynshiri). Rut hifl introduc- 
tion to Zen, he siiys, bis ItnslSy enabled 
him to (fivr up n4*ing a dsciator aiid 
provide "proper leadership/* 



,! ,,^1.. stTvcrt jis a sourre nf ins pi ration. 

"The goal of our company has alwayd 
been to provide customers with the best 
possible selection and fair prices, cou- 
pled with the best po&sibla service" 
smya H.C Jackwn t whow hardware 
store Bp^tdfiliiie* if- small commercial 
accounts like general contrautorfl, msii- 
ufacturinjr compani« 4 whoola and po- 
lice? and fire department*. Hts employ- 
ees krjow the aim is ; hawy repeat 
cuatomara. 1 ' That traiwlatea not into 
filing merchaiitlifte but into helping 
the customer iolve his probteim, 

"For example, when tie comes tjo buy 
a quarter inch bit, h* doesn't really 
want a quarter' Inch bit, he wants quar- 
ter bch hok* p " »y* jackAoti ff there'* 
a tool that will do a better job of mak- 
ing those hole* or make them more 
cheaply, the customer is told. Custom- 
ers qft^n are unaware of new products 
It's up to Jackson's employees to edu- 
cate them rather than juni *el! them ihr 
product they asked for. 

"Frequently a cruitomer any^ "Well, t 
wu guiag to bay something more 
peuuhe/ and waay. *Yea. bui want 
vou up t-oirie luick. We wuot you to U- 
satisfied, We want to treat you as 
though wo were on the other side of the 
counter/ m wy* Jackson. Thai attitmie 
toward the cflitomer P be has found, 
makes his employees "prmid of where 
thev worfc" 

2, Ricsflfim fwr BmplDvees. Say 
thank you. Write a note when an em- 
plovee does a good job Praise employ- 
refr publicly when you can. Honor them 
with awards— from nimple certificate*, 
to elaborate trips. Many expert* agree 
that reeO(fni)dng employees for their 
work boosts their performance more 
tbaii any other measure you could take, 

hxA don't be afraid to be corny. Take 
the example of Daniel C. Boyle, vice 
president and co-ownur of Diamond f'i 
ber Product** Inc.. in Palmer. Mass, + a 
company that makes molded- pulp egg 
cartons. Boyle had been head of person- 
nel for the plant when it was owned by 
Divtumd Internationa) Corporation! In 
1981, three years before he and i part- 
ner bought the plant, he started 4 The 
100 Club," a plan uimed at recognizing 
thn efforts of employees and increasing 
pruduclivity. 

Tt works like this: An employee earns 
25 paint* for m year of perfeet atten- 
dance, 21) points for a year without a 
formal disciplinary action, and 15 points 
for working a year without a lost-time 
injur}-. Five points are deducted for 
i-nc'li liny rir partJii) day of ub*'-nrv. 
Workers alno earn pointi for costniav 
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in# nr safety suggestions and commu- 
nity aervice. 

Employees who reach I0O points are 
awarded a jackal with the company 
logo And the word*, The 100 Club/' ft 
may found trivial, say* Boyle, but it 
means a lot to the employee*. Writing 
ill HQTVftrd Bu#iufMt Review last 
spring,. Boyle said, "A teller at a local 
bank told me that a woman came m and 
proudly modeled her haby-hh^ jitrkei 
for bank customer* and employees. 

"Sbe raid. 'My employer give me this 
for doing- a good job. It'* the first time 
in the 1& year* I've been there they've 
PrtOgTltofl the things I do every day/ " 



The Great 
Demotivators 



She had earned 3290.000 over thorn? 
years, Boyle calculate** "In her mind, 
ahe had provided a service far her earn- 
ings, The money wasn't recognition for 
her work, but the 100 Gun jacket was. " 

In the first year of the program, pro- 
ductivity at the Palmer plant jumped 
14,7 percent, and the company hus 
nuuataj'ned increases averaging 2.7 per- 
cent a year since. Average annual in- 
creases for various augment* of the 
packaging industry, according to gov- 
eminent etauatka. range from 0,3 per- 
-•'Hi! Ln 2.7 pp rcent. 

3 Communicate Communicate Com- 
municate* Let your employees 



JW 



Ptupfe don 'f like fa hf pushed around, 
iHtffis I'rtiivrviift o/ Rochextfr 
putfcftitloffijtt. Edwird Deei v who uw* 
vidfarajHTtt and ot/ter tool* to study 
JUiMitn mat nut urn, 




than are two chief employee denrrotrvu- 
ton, recording to Edward L Ded, pre- 
fcA^ar of psychology at the University 
of Boehester. "The untgie moat detri 
m«mal thing 1 " is being very demanding 
and control ting- of subordinate*. "Rath- 
er than allowing them the autonrmiy to 
get invoked and do the work in their 
own wny*, ^,-hat happ™ ail too often 
the manager iruts the wflrfcm t/j do it 
the manager s way," 

White employm want to wort out 
gunk wtth their maaagens, they atoo 
Want the room to achieve it\^\> without 
lierng chm-jy «upen'»ed, "Nnn, ,rf u * 
like* to be controlled," ^y* t> w j 

The second great d« motivator. *ay& 
I*rcj, it* frequent crniciflm Employ*** 
oft*n tii|J lum they 'don't get feedburk 
at all until something go** wrong. So 
the preponderance of feedback ihey Vtf t 
lb negative When they rlo give ^i 



tive feedback, aoijir manager* spoil it 
by making it a manipulative nuteromii, 
such a^ "You're doing a good Job, just 
what I told you to do,"" or " You're thing 
up to my expectation a ." 

Implicit in those mea&affe*. explains 
Petri. i» th*t the subordinates m i not 
alio wed to be in charge of their work: 
the manager controls everything. 

To make positive feedback effective, 
he Ailvjaes, simply acknowledge work 
we [J done: "That"* really a nice job. I 
appreciate your carrying through on 

UlUl 

In other word*. nay* Deci "give the 
people apace to be recognized for their 
own initiative rather than for doing it 
your way. What we want to do in thi! 
workplace is facilitate commitment to 
doing a good job, Control and negative 
feedback undermine peopled commit 
ment and involvement" 



tiuw the L-ompLiJiy is doing, bow their 
department is doing, and how they art 
doing. Kouzes and Pofiner point to one 
atudy that shown that of gruupN of sol- 
diers on a difficult march, the one* who 
knew exactly how far they had to go 
and where they were during the march 
performed better than those who did 
not know. 

Many manager* find they can get 
acroe* valuable motivating information 
at the same time they are employing 
some of the other technique*, audi as 
showing recognition. 

Boy It* found that when hih companv 
flxpanded "The 1Q0 Club" to ree^mzt 
departmental and plant wide achieve- 
ment, It became nec^sary— and bem-ri- 
ctal— In Ik- more open. 

''It's in manage munt'H interest for 
employees to know, for instance, how 
much it coats when a person it absent 
and another muat fill the vacancy 
f$9l_. r ]0 s including overtime, bonuies 
and fringe benefits, Or the cost per 
minute when a suae hi ne i* down in an 
emergency (S19.A5I, Information like 
th id is vital if people are going to act as 
a team/' he stays. 

4. Involve employees. i/mU vm\ihy 
eet R stays Miller, r 'are people who are 
buying homos, raiding familifs, oi:Lkiii^ 
at! kinda of dedsions. We mint them to 
bring that derision- making power into 
the job with them. 11 QttQl Uaea quality 
circle** Wid while they are not *'an alt 
time answer, M Miller aoy*. thnae and 
ni Jut i'inj)li*yee-ihvolveuieril teniN-i give 
workvn a chance to determine how 
they do their work. 

Solicit employee** opinions and get 
them to hf»tp nhape ideaN, advise* Wib 
film Werther, profed«or of executive 
mmtgefEwnt at the University of lit 
Ami m i^raJ Gabte*. Fla, "People don t 
tmdm tJif ir ^wfi ideiLri/" he ^ay^ 

5. Back *fl r l)"ii y breathe down your 
subordinated neck. Don't oveniufKT 

lm' He known what need* to be done: 
now |+«t him <io ft. 

"t see management h Job aa removing 
obataclea no that umployeej can junt 
get m and do their job*," aaya Jaekaon. 

One of the rmmm ahe likes working 
for Stam^Etite, **y* Jill Kolp, it that 
"no one around here ever toll* me what 
to do." 

Kolp, who haa been with Stamp- Rite 
fer more than ei^ht vean*, aayi, 1 
would never 0m tip my |«aition Kere." 
She handle* a variety of asiigtiment*, 
including purchaainf and typet*ttiof. 
"Whffn nrden come in t | j^t do them. 
No one goes through my work flmt All 
of the reftponifbitity ia my awn/* 
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B. Be sensitive to employees. Kaeh la I 
mi individual and each responds in his 
or her own way, even to the same work 
situation or incentive*. 

"What ambitious people want is to 
get ahead, which means they would do 
their best even at job* they loathed," 
says Robert J. SchocnberR. author of 
!'/)!■ Art of Spins « #0*8 [Harper St 
ttow, New York). Hwl people of lawser 
drive or older employees who have 
"topped out" will require more of your 
attention — yofi may need to work hard- 
er to tfet them started or rejuYenute 
their interest. Quill employees ure 
■frosa-trained" 10 do jobs besides their 
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"WV use remrds 
mmetim.es to try to force 
people to do what they 
don't want to do but what 
we want them to do, " 
psychologist Edward 
Rewards that are 
used to control workers 
"can be demotivating. " 
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fnr t'xumfile; w ennhh.-s lln j !Ti m 
\\ IwreiUmi by Hwitrhm^ tn jui"'»tiW 
taak or changing jobs {dtupFL'thur. 

Employee Sweeney pr&i&c-s the flexi- 
bility of Jiiekrinn ^ Hurdwim- hi.- wh-t 
once naaigned to outnide sale* for the 
company auiJ fo\n\d he didn't like it. At 
Sw*erw?y is request, Jackaafi affiled to 
place him buck inside the store. Jacfcion 
didn't, let Swwntry Iw penalised because 
bi didn't like a particular u^iffnment, 
however. About three yearn later, 
Sm.vupy w;^ juvmiuied to assiM-iii" 
manager and ha* hwn mana^r of the 
store for the pnist five yeani. 

Hut in a small company like Stamp- 
Rite, Parson* *ays, job enh-uuvMiL-iiis 
and advancement are not always possi- 
ble. I f a Ioiie term <roiploy*ft stows 
dawn. I'zkrMPTiH mew ti:i I urn him immiid 
by saying how much h* value* the em- 
ployec's knowlrdtfe and experience but 
pcundi.tr out that his production ha* 
*Upp«d too much. If boredom im art in 
and Pawon* am't offer the employee a 
dumge, he enraurafres the employee to 
face the fact and run* i Her doing: some- 
thing ebw with his tife> 
7. Girt rewards anil Inqantiifii— tart 
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It eartM. ''We use rewards sometimes 
to try to force people to do what they 
don't want to do but what we want 
them to do" *ay» paycfatflogi&t DecL 
"When subordinates are experiencing 
the reward structure one that 1 * 
pushing them around or controlling 
them, even reward* can be demoiivaL- 

Reward what you ask for, urges 
manairEwnt professor Werther. Sup- 
pose ■ manager ts told that quality is 
important, but her incentive bonus le 
tied not to qua Iky but to quantity. "At 
the end of the month, when thing* are 
dght, quality fall* off to achieve quanti- 
ty." Werther amy*. An alternative is to 
base the incentive on quantity but to 
add a penalty for any drop in quality, 
"That way, you're rewarding what you 
actually want" he says. 

B. Maka sura supervisor under stand 
your poBcltS. "The front-line supervisor 

probably the strongest motivating or 
demotivaung element of all." aayi 
Miller, of Quill. When there are two or 
three employee complaints about a in* 



Employees can handle 
the negative feedback as 
long as they are working 
in an enviro?iment where 
they are respected^ where 
tJwtf hear what they're 
doing right as well ' as 
what they're doing wmng, 



pervisor,. corporate management At I 
Quill gets involved, first making run 
the complaints are valid, then trying to 1 
learn if tin* *uperviaor is having n prut." 
tern, such aa family difficulties or «U co- 
hoi. 'The last thing in the world we 
want to do is ruin someone/' anva 
Miller. 

If it ia determined that the supervisor 
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has no contributing problems and us 
simply doing a poor job, the company 
will attempt better training. And if that 
doesn't work, the individual is moved 
out of the supervisory job, 

I, Bb henaat " When my broU 
and t want something from the compa- 
ny, we buy it and pay the same price for 
it as any other employee, 1 ' aaya Miller. 
When employee* see bosses '"getting 
away with thin or getting away with 
that," he w&y$ t it's de^otivatiag. 

10. Bi fair, If anyone at Jackson 'a 
Hardware tfets a raise, every employ- 
ee's salary is reviewed because,. Jack- 
son saya, sometime* it's easy to over- 
look someone. 

Several year?, ago, his office manager 
told hini he was. dificrirninaurig LL^air^l 
the office Staff: "We're all female*, and 
the entry level for male personnel is 
higher than the female* 4 You're dia- 
criminating. T don't think you rai-.-in, l«. 
do that." 

"You're right, 0 Jackaon said, agree- 
ing to a raise Now, he say a, "We prnb 
ably have the highest paid office force 
in thii LtMiiny, fust they produce !■> *-v- 
ery way I can measure it. 40 to 60 per 
cent more than any other oflke force 
that I know of." 

ri &m$M appro** I .rest that 
■ yuu ihouW rmvur call an employ- 
I ee on the carpet? Not at alL Jill 
M Kotp says that Wendell E^rawnp 
is an e*ay going btm, bat on thoae rare 
oceaaioji* when she stacka off or pro- 
craatinates, he d«>ean't hesitate to talk 
to her about it 

But. she says, "He never aaaumeti it's 
my mistake" Instead* he seairhi-s for 
the root of the problem, n^kinir h*T if 
she needn i vacation or if oth«r pettrfa 
in the office art creating difficulties for 
her 

Moirt employers find that employee* 
enn hfLfidJf ifn- m^-ntive feixlbnck ii 
long ae they an worktng ia an eftvinra. 
mem where they ted, where 

they hear what they're doing right as 
well as what they're doing wrong, and 
where they hate a chance to work and 
develop t»> their capacity. 

Aa Harvey Miller put* it; "Ifi a conv 
panye rraponsibtlity to nllew ttch imii 
vnJ'-jal to be aa good as he or »hn is 
capable of bein^. People baiknHv want 
to do a good job. I have never heard 
anybody walk out of thin building and 
Mts , 'Hi-.y, 1 feel tfreat! I did a looay job 
today : m 
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in freight transportation, 
everybody follows our lead 




ITie CF Company 's rrpui^nun as q leader 
is based uii the simple hsci ijm *tfve opened up a hx of 
new highways in ihc world rffrcighi Eranspunatkm. 

It all started yw* ago when Coa^tidjucd 
Fxeighm^ wt lm&-hnd Am frright division 
became the (trra truly natwriwfclc trucking company. 

I ^tct. tot wot the first to crane a anp-dKnuve 
iruigh* travipuruiniin network thai included i jj^da. 
Alaska Hawai, Mexbx l\icna Rk»and ihe ( jribhcaa 

\]ftr were alsa the fust to prc-tttigR pro numbers ir. 
simplify traang. Wife rodoy. cur omiputcr ctmier 
in iVmland is rhc masi cticnsive in ihc industry As you 
can ace* the CF Company b a hard m tofejtowe 
Bui mir competitors will fuse have tt set u*cd to rt 
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Natims Business Today On ESPN 



111 hik sHime 

' ' yawning 

through the sum'- 1 
tired news shows, 
you could be get* 
ting off to a 
fast start with Na- 
tion's Business TV 
day, live from the 
nation'* capital. 

It's busmen news 
the way you've al- 
ways wanted it. A 
complete package every 
business day. With tat* - breaking busi- 
ness storks and new* updates from 
Washington, Wall Street and the wnrlrl; 
business travel forecasts; and sports 
highlights. 

Flus special reports throughout the 
week that zero in on important business 
<Wi'tnj,irn«rib; and thf people 
making business news. 





Meet face-to-face 
with toilay'a captains 
of Industry Our dally CEO CLOSE-UP 
segment profiles some of the nation * 
most powerful chief executive* like 
Donald Petersen of Ford Motor Co, T 
Robert Erburu of The Times -Mirror Co. 
and J.W, Marriott Jr„ of the Marriott 
Corp. We take them out of the board' 
room and into the spotlight for reveal- 
ing insight* into corporate leadership. 

We're big on small business, too, 
With daOy SMALL BUSINESS RE- 
PORTS that focus on tuxes, capital for- 



mation, management organization, 
legislation, regulatory action and 
other timely information to help 
your business grow. 

Can you afford not u> 
watch our daily MON- 
EY HATTERS n 
■ port? Wo bring in 
professional fi- 
nancial plan- 
ner* to help 
make the 
most of your per> 
tonal— and corpo- 
rate— portfolios With dollars 
mid sense advice on investment park- 
\i£*<± -nj'i strategies, See why MONEY 
MATTERS ranks number one among 
Nation's tiuEinejw Today viewers, 

if you're looking for some healthy 
advice. MEDICAL DIGEST i& just what 
the doctor ordered. It 1 * an executive 
guide to good health* on and off the job. 
A weekty check-up on trends in proven- 
tive medicine, surreal advances, health 
care plans and other lifesaving new??. 

Wi? lake you. from science fiction to 
fact each week on TECHNOLOGY UP- 
DATE. Here's a look at how today's 
business is using tomorrows technolo- 
gy— exciting news about revolutionary 
advances in electronics, information 
systems, aerospace, biogenetics and 
other scientific breakthroughs. 

You II also be inspired by the entre- 
preneurial success stories on our week- 
ly MAKING IT series. See for yourself 

C0-8WhOfs Can" Gram and Mcy) Comer 




how owners of small or mid-sjyjd com- 
panies took an idea and made it pay 
off— in spite of the heavy odds against 

If you've ser your sights on the glob- 
al marketplace, keep siei eye out for our 
series of international BUSINESS 
LINE reports. We take you each week 
to the major capital* of the world for 
rinsuhujid account* of important over- 





sfeftfi business new* and investment op- 
portunities. 

Don't leave home with nut watching 
BUSINESS TRAVEL TIPS- Each 
week, wu give you flrHt-dass advice an 
cutting your business travel costs and 
making you feel more at home while 
you're on the road. 

Got the complete business news you 
need before you get to work. Make Na- 
tion's Business Today your first onler 
of business, each morning on ESPN. 
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Wibna Rudolph in 1960. / 
Evelyn Ashfofd in 1984. / 
Winnin g comes not merely from e rain mg enough. 
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r "We\€ outgrown i 
office space, 
cpmputer systems 

and more than one 
major competitor in 

Ihe last lew v 



"The iiurnc mi ounlooris the 
same. Bui. that's about it. 

"KxceptforC&P 

TheyVe been with us since 
(lay one. And while the voire 
and data svstems we're using 
now an' a far ct\ from t he 
simple phone system we started 
out with- the way C&P works 
vUtli us hasn't chariot one bit. 

"TTiey're slill doing whatever 
ii lakes lo help us keep growing* 
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MANAGING YOUR BUSINESS 



Get Worrying 
Under Control 



If you tvorry too much, 
you lose time to take care 
of the things you worry 
about 



By William Naffer 



Worry sets in the way of get- 
ting things done/' lament* 
Richard Garrett, owner of 
University Screen Printing 
Co/npany p a iSOO.OOfl-ii-year Durham, 
HXL, Ami. "But when you're in busi* 
nasi* for yourself, you worry a lot 
more*" 

Garrett enumerates the worries: 
"Personnel. Trying to figure out what 
customers want Getting supplies on 
time. Probably the biggest problem is 
getting people to pay yoiL Then there's 
tite ornaxpeeted— you can plan nil you 
wnnt to, but someone comes in and 
wants HfJiTie thing done by the next 
day, 1 

Add personal problems to the normal 
load of business worries and you have a 
recipe for stress. Three years ago Gar- 
rett mil into an unforeseen family nroU 
I urn und K he says, "the business took a 
dive. WIwjii 1 did manage lo wfjrk, iL 
took me twice as long as normal to 
accomplish anything. 1 had to find some 
way Lo Keparate worry from work." 

He eventually found out about some 
simple worry -confining techniques gen* 
eruied by rt leant of Pennsylvania State 
University professors and graduate 
students. 

The Penn State worry -nKjuctfon pro- 
gram consols of these five steps l 

L Establish a half -hour worry period 
to occur it the same lime each day and 
En the same place. 

2. Monitor your worries during the 
day, learning to identify as soon pos- 
sible Lhi? beginning of any worry epi- 
sode. 

3. Postpone your worrying as soon as 
■..••hi notice it fcHigiimmg. 

4. FoetiK your attention on the pre* 
sent moment and the task at hand. 

5. Make use of your worry period to 
worry intensely about your concerns 

Tlu?ir te&l subjects report s 40 per- 
cent decrease in the amount of time 
spent in counterproduetive worry. 

In uiioVrstftttd how the techniques 
work, the worrier mur^t understand 
what worry if and flow if disrupts life. 

"When I worry, rm thinking about 
future possible disasters that mitfht 
happen me, so hri creating Lsriujj,^ 
thai produce fear." says Thomas D. 
Borkuvec, professor of psychology at 
f V s nn SLjlU 1 . 

"Worry generates a reality in our 




No one cfwoses to be a 
chmnic worrier. Worries 
seem to seek out the 
mdividuaL 



mind* that doesn't exist right now, It J s 
futuriM)ritmt*j. M 

Too much worry cam Activate it priml* 
tive alarm ayntern kauwii as the "lijilit 
or flight" response. Early humans, in 
orier to survive in ttie- wild, needed the 
ability to react instantly to danger. 
Modern humane rnrel> face imminent 
physical artels, yet the alarm system 
re mm n s iriiaet Excessive worry can re- 
place the reality of the attacking beast 



I and activate the "fight or flight" r 
•iin4ni.se, Tiie Jmdv eju^s on alert, pump* 
ad res in I in int.) thVUu^teTrenrn, raising 
I blood pressure and stimulating the 
heart rate. But remember, worry is a 
mental image of a future, nonexistent 
' event. The worrier cannot fight against 
it or flee from iL The result is potential- 
ly unhealthy behavior and nonproduc- 
tive behavior, such as Richard Garrett 
experienced* 

No one chooses Lo he a chronic worri- 
er. Rather, worries seem to seek out 
the individual, bombarding him or her 
with image* of disaster 

b b b ii:u brings about an epidemic 
■ Ml df worry > Kfid whin can be 

UU done shout it? To find out, 
H Dr Boric diver,- estabh>i iin- 
Worry Group, a cadre of professors and 
graduate students that ha* ben nu^ 
ing on Friday afternoons for six y^aru 
at a pub just off the Pemi State ean> 
pun. 

While recognising thai some worry is 
part of the human ermditiun, tiui group 
ha# focused on what it calls the Super 
Worrier, an individual whose life is se- 
verely d tempted by worrying patterns. 
In severe eases, Super Worrient suf- 
fer from an inability to function. Even 
operating at their least bothered Jevel p 
these people s days are shrouded in 
gkwm. 

Super Worriers fret about an ineredi- 
hie number ihmi^ And once one 
worrisome Issue is resolved, another 
takes its place* Super Worriers nwd Co 
find, or at least expect to itnd, some- 
thing else to worry about o& soon it 
they find themhetvis brieHy free of 
worry, 

"fthmk what'ji going on here is | 
failure to rmco&tex lack of control; 9 
Dr. Borkovee saya. "It in itnpottlbto to 
cornel the future, but Super Worrim 
can't admit that" 

Iiuitead of p!untrmj2 ithead with their 
lives, Super Worriers WMte time trying 
to fashion a perfect future— and that* 
of course, is f&igmtUk* 'They hesitato, 
linvriistinute and runiirinte oim and 
over, trying to i rjfl k « m rv an^. ' 

I styii Dr. Borkcji cc. 

One might expect the Super Worri- 

I er's thoughts to be- composed of ™j- 
crate threats, such at nuclear war P un- 
pnid hjflij or cancer. Rnwrver. what thir 
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Super Worrier fears moct is what other 
people think of him P the Penn State re- 
search shows. Examples include: fear 
of feeling self-conscious, of making 
mistakes, gf being iTinriz^J nr of meet- 
mg someone for the first time. 

"If Vm seeure T if 1 know who I am 
and am confident, I can handle any situ- 
btSan that come? up, I'm not, going to 
worry about anything; 1 Dr, Borkovee 
mu^ "But if J'm. Insecure, if I depend 
a great deal an other people** opinions, 
if I'm afraid to make mistakes, if I'm 
afraid of failure; of bein£ criticized* 
then the world out there — the future 
world, the unknown — J* m>" threaten- 
ing, because t might make a mistake 
m& gel rejected and disapproved." 

The worrier experiences a serie.4 of 
fleeting, neg alive images, phrases and 
reactions that distract from assij^ntKi 
tasks and impair memory, 

r, Borkovee BCpV&A that behav- 

■ {ore I psychologists have devel- 

■ oped two tactics to combat pilo- 
se bias, exaggerated fears of ihn 
type from whicii many Super Worriers 
suffer. One method is to subject the 
patient to * mall but repeated doses of 
fear until he becomes, desensitised. The 
other method is the "flooding" aph 
proach, wherein the patient is im- 
itifrsed in fear for a protracted period 
of time, perhaps hours at a time. 

But there is a strange and inexpl tea- 
Ma psychological flitch known as the 
"incubation period/* If the phobic is 
confronted with the source of his or her 
fear for a moderate amount of time- 
less than £0 but more than 10 min- 
utes— the fear may gruw wnrse. 

No one knows why this incubation 
period seems to heighten fear, but the 
Worry Group speculated that Suuer 
Worriers may be victims of it, 

No matter how much we are driven 
to worry, few of us have the luxury of 
wallowing in our anxieties for extended 
periods of time. Daily life lb too rum- 
ple*— particularly during business 
hours. The environment intrudes upon 
our ft>iuci(iu&nes5» drawing us hack to 
reality and away from our inner, pri- 
vate scenarios of future catastrophe, 
We have to attend to the world about 
u*. Dr, Borknw theorized thai the Su- 
per Worrier worms from 1ft to 20 min- 
utes at a time, incubating his worry and 
miikinj: it worm-. 

The Worry flroup had no difficulty 
finding subjects to test this hypothesis. 
When they set up a table in a shopping 
center with a small sign saying "Worry 
Study, 1 * they were inundated with vol* 




Instead of plu7ipi?ig 
ahead with their lives* 
Super Worriers waste 
time trying to fashion a 
perfect future. 



nuteenfc These were divided into three 
groups, each of which received differ 
errt instructions for experimental ses- 
sions. 

M" mlier?i nf the first ifrnup wen- in- 
structed to relax during the entire 30 
minutes of each senior by concentrat- 
ing upon their breathing. 

indiviriuab in the second group par- 
ticipated in a similar relaxation exercise 
for IS minutes, but wen? then told to 
pick a topic that currently concerned 
them and to worry about it in their 
typical fashion. The researchers 
brought the worry session to a halt af- 
ter 15 miniiusa— dead center in the incu- 
bation period 



The third group was instructed to 
spend each entire aO-minute session 
worrying, thu& carrying their worries 
u>-;i hi j y i i red rke ijicnbution period. 

The results came in as predicted, of- 
fering researchers tlie beginning of a 
ihi-rnpy program. 

The 15-mtnute worriers reported an 
increase in negative thoughts subse- 
quent to the worry session, whereas the 
other two groups reported decreases in 
negative thoughts, 

In an attempt to use the new knowl- 
edge therapeutically, the Worry Group 
asAemlited two additional ^rnup* uf 
worriere for an extended test. 

For five weeks, each worrier was in- 
structed to keep a log rating his or her 
daily experience with worry. One set of 
subjects was given no therapy, but the 
other set was given a list of five simple 
instructions designed to forestall the 
effects of the incubation period 

The five-step program attempted to 
train Super Worrier* to «hut off an un- 
solicited stream of anxieties twfozv 10 
minutes had passed and to concentrate 
their worry into planned, daily Imlf- 
hour sessions. 

At the end of the test period* the 
tin treated group reported no ch&ngv in 
Its daily level of worry; worry still in- 
terfered with ability to function, But 
Iht- ,TO^ninute worriers reported a 40 
poTCOtf reduction in their overall level 
of worry and a consequent rise in pro- 
ductivity . 

"Nothing seems to work better than 
that sirn file, rector, tfkninute worry 
session/' says Dr. Borkovee. "So we 
just give worriers the instructions and 
ask them to follow them. It produces 
significant, hut limited success** 

Garrett agrees. He tried psycho- 
therapy, augmented hy the phys- 
ical activity of early morning bas- 
ketball game*. It helped. fiut r as 
it happened, one of the other amateur 
basketball players was El wood Robin* 
son, assistant professor of psychology 
at North Carolina Central University in 
Durham — and tin alumnus of the Penn 
State Worry Group, 

Dr, Robinson showed Garrett how to 
reduce the consequences of worry us- 
ing the worry group * simple tech- 
niques. 

Two yeurs later, Garrett is more re- 
Liiynri ikwi philosophical. 

There are lots of highs and lows in 

I -il-.'il: »;.*■- ,1- VVi II lit'--." hv MkV>. "If 

you're going to keep your canity f you 
have to relieve the stress somehow, 
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MANAGING TOUR BUSINESS 



When The Thrill 
Is Gone 



How to keep your best 
managers after the 
excitement of your 
company's start-up phase 
begins to fade. 



By Rohvrt A. Cowtiii 




any entrepreneurs find thai 
once Lheir small, se.at^of-the 
I'^nr-i lii.i*ii:0Hse5 become more 
r.sLahlLsN^i ami more profit 
sinnally run, something awful happens. 
The invigorating esprit d? corps that 
kept their committed cadre of engi- 
neers. saTesEieople, executives and mid- 
dle-managers working 'round the clonk 
to launch those companies evaporates. 
Ab h remlU their most gifted employ- 
ees Atari to leave. 

A certain a mo mil of attrition anion £ 
original managers in natural as a new 
business moves Lo the second stag* of 
growth. That's because some achievers 
flourish in those exhilarating, initial 
phases of development but grow bored 
with routine. 

And il ■ not just entrepreneurial 
firm* that feel the draft from Jin open 
door, Ambitious professionals now 
switch posvtj, an average of every 
yeans, mostly because they're con- 
vinced It"* the only way they can ad- 
vnnce. 

The defection of competent profes- 
sionals can he cosily in term* of produc- 
ts Yityj employee morale and the bottom 
line. The costs include the expense of 
reci^fttng and training replacements. 
And it can be especially troublesome as 
a business moves out of the start-up 
phase, l^oaing even one or two key em- 
ployees can derail a startup firm be- 
fore it has a chance to get firmly cslnb- 
UHbed. 

The first step in preventing ihe loss 
of valuable middle managers and other 
competent employees is to find out if 
they are unhappy and exactly what Is 
bothering them. A classic problem in 
growing firms is that entrepreneurs 
are pus busy concentrating on building 
Mu-ir businesses that they don't pay at* 
tention to internal heeffi until it's too 
late, BAjrc Mitchell Lee Marks, a profes- 
sor of organisational psychology at the 
California School of Professional Psy- 
chology in Los Angeles. "But you mtM 
check with your people." 

Sound out subordinate r L rt<i let tile in 
air their grievances. As an executive 
recruiter. I've heard every kind of eom- 

Rohtrtt A. Cowan is wjwcutivt vice 
pfwidvnt of Search W&ty a wntiwnnt 
rrepuitiHr-Mnrrh ftrrtt htatrti r« Lav 
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plaint imaginable from frustrated exec- 
rtivw, managers and professionals 
about why they want u> k?ave their era- 
plovers. Rut the real reasons why tal- 
ented professionals leave small and me- 
d!um-«i£od companies usually boil down 
to a handful of common— and often eas< 
lly remedied-^eoncems derived frnm 
the company's growth from infancy to 
adolescence and beyond. 

Some of those innovative mavericks 
Who sparked your firm's start-up may 
feel that the thrill in $om and they are 
stagnating. Others may feel their per- 
MOnalrtBCfl clash with the changed corpo- 
rate culture. And a handful just won't 
fit in. 

Still others may feel that they 1 re not 
being carn|jotts&Uri] fairly for their con* 
siik-ruble irflYjrts on behalf of the com- 
pany. A few may feel powerless be- 
MWSti they thin'! have much <pf a voii'e 
ui the trior e professionally run compa- 



ny. Some may think that they 're just 
languishing in an area where they once 
played important roles. 

These are legitimate gripes. But how 
can you re-create the indefinable ehem- 
iHtrv that once made your company 
such an exciting place in work? How 
l-um you rcvkali?.? i'nn,tiaii\ lovaltv? 
Build team spirit? Boost motivation and 
performance? 

In short,, what can you do to create a 
rorpurate atmosphere that's JU m too 
good U> leave? Plenty. Here are some of 
the approaches that seem to work best. 

• Think ubriut bmnrtening the cur- 
rent range of responsibilities of yum 
Talented professionals. Can you assign 
th- ru additional tasks that emphasise 
their Htrengths, such as hrainstorotog 
pew marketing strategies or improving 
your product line? 

• Start a eareer-developmcm pro- 
gram to IjlOjj vmir performer* iden« 
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tify and sharpen their skills am: i : l i < - ; : 1 ■ 
and determine how their particular 
gifts can he used In your new stage of 
growth. Most smalt to midsized firms 
don't have the resources to establish 
such programs irhhouse. But many uni- 
versities and nonsuiting companies of- 
fer excel lent managerial -level career- 
development classes. 

Investing in such training seminars 
enables your best people to test their 
limits and expand their | t'-i"— -smruai ho 
riiwns, and it assures them that thtrr^'s 
potential for advancement m your com- 
pany. 

And if you discuss the tmbiiig with 
tin employee afterward, you C&n work 
together toward making sure the em- 
ployee is matched with the right chal- 
k-rip-. 

"Mora than half the people ) meet are 
simply in the wrong jobs, and even 
more are not working to their poten- 
tial*/ 1 says William Ellermeyer, preat 
dent of Career Management Services, 
an outplacement firm in Irvine, Calif. 
"But those who are in sync with their 
jobs are naturally motivated to produce 
more because they" re using their inher- 
ent abilities.' 1 

• Reward your best employees. 
Nothing is mora annoying to a manager 
who consistently make* an extra effort 
than to be lumped in The same compen- 
sation category as clock-wateMng nine- 
to-fivers* A typical comment • ;nr,. from 
a disgruntled marketing Ni&fmgrr who 
had masterminded an advertising cam- 
paigirc that had helped triple hra com jin- 
ny 'a sale*: 'The salary atructurc here is 
a sacred cow. No matter what you eon* 
tribute, you are locked into a fixed In* 
come, and they refuse la bend, even for 
their beet people" 

In rewarding your top performers, 
however* don't assume you knaw what 
they want* Mark* cautkrcuk "Ask them 



what kind of package of perks they 
want. It may be higher salaries or more 
help with child care Or it might he 
*oriiy*hmg simple hh n corner office 
with a vjew." 

Perhaps you can entice your talented 
people to stay on the payroll with 
"golden handeuftV* Offer taem a de- 
ferred-eompen nation package — stock 
options or equity abjures in the compa- 
ny — bo it's in their interest to stay, 

• Determine whether there's an 
Open Interchange between top brass 
and the troops. Do your managers en- 
gage in turf wars or isolate themselves 
in their flefdotns? This can mate a 
bunker menial [ty in which any hint of 
creativity appears threatening and in 
norators feel stifled, No wonder they 
want to leave, 

A top-notch executive who was pre- 
paring to leave a midsized manufnctur 
er told me: "Nobody talks to each oth- 
er. lt r s as though we are each working 
in our own private vacuums " 

Enlightened companies, in contrast, 
"itnctiurftge open communications by 
promoting a participatory environ- 
ment*" ssys Career Management -Ser- 
vices" Ellermeyer". 4 'And they do thin in 
a subtle, altitudinat way" by creating a 
corporate culture in which every em- 
ployee feels like an important member 
uf the group. 

A few leadingnedge electronics Arms 
m the Silicon Valley, for example, instill 
team spirit with beer parties in the 
parking lot on Friday nights. Everyone 
from iho firer-Ldeni Tn tin; I ei'in flit's 
assemblers attends. 

(n fact, many companies with reputa- 
tions for good management pride them- 
selves on egalitarianism and informal- 
ity. The lade of a visible pecking order 
may be underscored by casual dress 
and open* airy offkre spaces. 

Just a willingness to explore options 



in order to retain competent profession- 
als will go a long way toward restoring 
their loyalties and making them feel 
they have a future with your company. 
And your flexibility can pay off hand- 
somely: Tht:hr ir^icivt- -insTera may de- 
vise imaginative- diversifical ion 
schemes or trailblazing produce innova- 
dons that place your company miles 
ahead of your competitors. 

After some soul^enrching, however, 
you and an employee both may con- 
clude that there really is oo plaLV for 
that individual in the Jr n«w ,p company— 
even if there is u sentimental attach- 
ment because the employee was a mem- 
ber Of your original team. The wtstwt 
move here is to part amicably, 

But be sure that this manager's re- 
placement hait had extensive experi- 
ence with ;i company that's going 
through its adolescence and is comfort 
able with ihitf fiU^e of growth. And 
dun" I fnrgi?i that an infusion of n#w 
talent can be the best shot of vitality 
fnracnrii|mtiy Hint - temjHHTirily in cite 
doldrums. 

The key ingredient to retaining your 
best people, however, is to be a good 
manager yourself. The people at the 
top set the tone for an organization. Be 
sensitive to your I wd mutes' needs, 
h, ■• cv.-r whvn- you cioi Ik- tk-xihEe in 
order to accommodate employees and 
enhance their job satisfaction. If you go 
out on n limb for thorn, they'll be happy 
to return the favor down the line — and 
tin-) 'II he much less Inclined to be 
v mined by other offers. 

As Marks concludes: "If your best 
jwoplt! feel that they're still growing as 
professionals— and you give them the 
room to do that— you woo l have any 
trouble keeping them on board." ■ 

jjjt. To ^nrfer reprints of this 
^* a rt jc jifr page M 
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An oddball fruit ...a toy 
not chosen ...an out-of- 
date microchip. Who 
could know they'd be key* 
to success? 




The Sweet Taste 
Of Success 

"Frankly, our customers forced as into 
this liusintbs" says Allen Cushman. 
president of Cushniuii Fruit Company 
in West Film Beiwh. Fta. He is speak- 
ing of his firm's mail-order marketing 
of the fruit il calls a "Honey Bell." 

The customers cJar I ir. he smya, by 
Writing ttfstimonialfi: M Lfe Pavlov's 
dog, when someone ho Ufa a Cushman 
Honey Bell tefore my eyes I begin to 
salivate/ 1 

A fierv red« tK?ll-«hjtpi-d atria, tin* 
OiKhnmn Honey Bull is an exct-ptiimuliy 
aweet and juicy tuntfdo, a delicious 
cross between Florida's tastiest jjrape- 
fruit, the I>uitfWip JU*d ^ site's most 
succulent tun^elo, the Dancy. 

In January, as the HuneyEelU ma- 
tured and were picked, Cushmim Fruit 
shipped 1.8 million of them in 50,iW0 
irift boxes, _ 

Buck in Lhe lEfitth. Cu* h man s annual 
Mies of frait of all kind* hovarM 



Thv CiuihmuTt hrothew—frnw left, 
John, Mikv and Alfm—haw made, 
their HtmcyReil tttugeto tht irmtnamtf 
of a Si million retail a?td mail-order 
operation* 

around $400,000, and only 10 percent 
was from mail orders, Last year* Rales 
hit $4 million, with fiO percent from the 
rnaE Well over hair irf" rh=Ll mail-order 
hn.siness was in Honey Bell*. 

"It goes to show you how Jong it 
lakes sometfrnes tor "a good thing to 
catch on/' Cufihimin aays, 41 After all. 
i in. HuivvliHI ariruuil nii.Te 

than 7(1 years." 

But not aa the Honey Be J I In the cit- 
rus industry, it is known as the Min- 
nenln. tarijfetu, ami has been since- Iflll, 
when the cross was created by govern- 
ment researchers, Uvcau»e its trews are 
inconsistent producers, the Minn^ola 
tangdo ha* remained a minor citrus. 

So minor, in fart that the Luttj Ed 
Cosh man did not recognise the fruit 
whim he found a few bushel* in a har- 
vest of pink grapefruit from i grower 
who supplied his retail store. Says his 
aon Men: "My dad asked, 'What the 



&fU are these? * and hit into nne. It was 
aa aweet as honey, and right thi*n they 
became ' Honey Beth/ M 

After Ed Cufihraah diod in 1972, his 
three sons, Allen, Mike and ,fohn r took 
over the firm. They began seeking pot 
powers who produced a hie;h -quality 
Ukci^Jn. W..rki!iK sri r-oncerv- Alien* 49, 
handlr-s marktjEmir, Miki-, 47, hurveai- 
mg and huyiaj:, and John, #J, paek .inl- 
and shipping—ine brothers have built 
Cushman Fruit into lhe st'ennd-hrtft'sl 
of Florida 4 ! 120 gift- fruit shijipiTh 

Other fruit shippers ' juHt have not 
grasped the potential" of the Mmnei.lu 
UitL^eJop Atfen Cushman say a. The 
Cuehmana have tried to enhance that 
potential, hy beinjr highly aek-tn-- 
about the fruit they ship and giving it a 
trademarked name. 

"And we eagerly accept our custom* 
ere' advice/ 1 Allen say^ referring to el 
Mite from one perennial HoueyBell 
eater Who wrote that the Cushman 
fruit was so juicy that he needed a bib 

lllllesb he ale ll in tb- :.:i1.riMih 

''So/' says Allen. M with tfritfjf hox of 
MonevBells we now enclose bibs/ 1 
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Wftrtt m'ffttttfd through one of her own 
product** kalmdatc&pe m&ktr 
Carolyn Bmntii oj Atvdia, Pa.. 

ttn'ttMCif ir mo>r£ flrffrf --h .Vflti. 
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Basking In 
Reflected Glory 



When Carolyn Bennett was 8 years util. 
her family took her to visit the Coming 
lllass Works in Cuming. N.Y, At the 
end of the tour, she wan allowed to pick 
out a souvenir in the gift shop. One of 
the items available was a kaleidoscnpe 
That wis not what she choMe, 

"The moment we left I regretted 
that decision," she says. "From thai 
time on. I wan always very fixated on 
the kaJeidosco]* I'd left behind- 11 

After the Corning visit, Bennett 
learned how to make a kaleidoscope by 
reading an old eiKyclopedia In h*rr fam- 
ily'* hull it- in N'ajnruwsburjr. N.Y. 

She has since turned her fi nation intu 
C. Bennett Scope*, [nc M * Media, hi., 
kaleidoscope desijfn and manufacturing 
firm with 1987 kales of $350,000. 

In 197H Bennett became a highnschool 
an teacher in Galway, N.Y'. In her 
spare time, she- began to miike kaleadu 
scopes "to amuse myself/ 1 she says. "I 
gate Owto to all my friend*. Everybody 
who had a birthday or got married 
would get owl," 

Th^n a fnehd asked H»?»rtete to m^ke 
a kaleidoscope that could b« tfiven as a 
birthday gift to an aunt ft was the first 
f acope she sold. 

Realising she was committed. she 
quit teaching in 1978 and moved to Me- 
dia^ehoeen for its milder climate and 
its access to Philadelphia, r, a comfnrV 
able city to be around. 1 ' 



It took Bennett several years to sell 
her first 1 + 0QD kaleidoscope*. Now & 
Bennett Scopes produces more than 
50,000 'scapes a > ,ear * retailing from StO 
talliDp 

The "Sea Scope" is filled with tiny 
sea shells w appended in glycerin; the 
"Sym phonoscope" contains music sym- 
bols, and the "Little Jewel," a minia- 
ture A *W± inches long, holds gem stones 
and can be worn as a necklace. The 
rectangular shaped "Lucia," with inter- 
changeable chambers, sells for $425. 

Several years ago a customer wanted 
to propose to his girlfriend and asked 
Bennett to custom-make a kaleidoscope 
with the message, "Carol, will you mar- 
ry me?" Bennett made the 'scope— and 
Carol &aid yes. 

Bennett's moat popular it* -m is not a 
kaleidoscope at all bat * 'Crystal Vision 
Junior/' a device that Bennett calls a 
1 teleidoscope" and that retails for 116. 
It contain* mirrors, as a kaleidoscope 
does, but it does not contain the bits of 
rn lured jri. fcSt i that romliiuM with the 
mirrors to produce the kaleidoscope's 
constantly shifting patterns. Instead, at 
one end of the leleidoscope is a Incite 
sphere that nets as i% U-n*, What.-v.-r 
you point it at — flowera. your cat or the 
bathroom sink — is reflected as a multi- 
mded design. 

In January, Bennett introduced the 
"Astroseu|rtr r " li colk-ctjuii uf 12 kaLeidu- 
scopes, each one a visual interpretation 
of an astrological sign, 

She actually designed it a dozen 
years ago but knew she did not have 
the marketing know-how then to create 
the imparl she wanted. 



While most of L^en ne it's l f 200 ac* 
counts are galleries and store*, she is 
producing cuatom~desie;ned promotion- 
al 'scopes for increasing numbers of 
corpcirations and institutions, including 
Du Pont, Westinghouse < containing the 
company's familiar JJ W"), Clairol, the 
National Symphony Orchestra, the 
Snuih^onwu InMruiLion ,-ind llw 
York Times, 

Bennett the artist became Bennett 
the hufmi':-s unman by "evolution/' ahe 
snyw. From the he^ inning she stalked 
trade sliuv.-, such a& the New York Gift 
Show, to see how product* were pack- 
aged. She grouted stores in downtown 
Philadelphia while carrying a cardboard 
ban filled with "si* or seven" kaleido- 
scope^ she sold all of them at once to a 
toy shop, 

She sold at craft shows, graduating 
to craft shows that had wholesale days 
net aside for buyers from galleries, 
Now she exhibits mainly at whoiesrik' 
events. 

For test marketing, she says, she car- 
ries each new prototype around in her 
purse and shows it "to everybody thai E 
meet." By watching how they react to 
it* she- can judge what ehangt.-h to m.ik- 
in the design. "I use my guts and my 
intuition. I can tell if somes hintr's j?omjc 
to work." 

Years ago* her gum ami her intuition 
tn]d ht-r that kaleidoscopes were goinji 
to be hot, and now she is riding a mar- 
ket that some estimates place at $6 mil- 
lino annual sales and still growing. 

Bennett sees nothing but growth in 
her own future- 
Last October she moved from a 1.400- 
■qti are- foot space to one with 2,500 
square feet, adding n retail shop in the 
process, Her employees jumped from 
six in 1986 fa VI last year. She thinks 
she will increase annual sales by at 
Leant $IU0,0un '.his y<sir 

Bennett has ad.!. .1 .i |i.-.jier weight 
called "Fondl-it" to her line, and last 
month *h* fc h#gaii filling orders for a 
£4 "J i ciftmiTa lens *hi> in vented. Tht> 
"Scopelens" mounts on any 35mm i-aiu- 
tirti and, when vim Uike n pidure, ifives 
you multiple nna^eii. "It ma ken u knlei- 
dortcopic deainn out of reality," Bennett 

eacttjafcl. 

The hiiesl .'viihiiv ..f Herm^U^ sur - 
cess ? One of her products in in the mov- 
ies, 

I n the Last scene of "Broadcast 
New\" a kaleidoscope is given to a tit- 
tle boy r It is camniifluged by a big bw f 
but, Bennett says with a chuckle, "I 
recognized it right off the hat." 

—Sharnn Nelton 
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BECAUSE AMERICANS 
WANT TO SUCCEED, NOT 
JUST SURVIVE. 




The drive to succeed is deeply 
ingrained in the American character. 

ft means more than just wanting to 
get by. It means wanting to get ahead. 

As Citicorp and Citibank, we under- 
stand this determination to succeed, 
For over 1 75 years we've helped 
people across the U.S. and around the 
world see their ideas of success 
become reality, 

Today, we are already helping one 
in every five American families to build 
a better lifie. We make more home- 
mortgage loans and more student 
loans, and provide more MasterCard* 
and Visa cards than any other com - 
pany. Facts that have made us America's 
largest financial services corporation. 

We also do business with more 
businesses than any other financial ser- 
vices company. (At home and in over 
90 countries amund the world.) 

Our corporate, government and 
financial institution customers con- 
stantly need to move information 
and money between countries and 
time zones. So we created the most 
advanced worldwide financial tele - 
communications network to help 
them do it quickly, efficiently. 

That's typical of the innovation 
we consistently try to bring to our 
customers. 

Next time you oryour company have 
a financial need —any size, any place, 
any time —let us put our energy, 
our resources, and above all our people 
to work on it. 
vWd like you to get to know us better. 

CITICORP G 
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Dale Lilian! believed there wax a. 
future for his Phoenix-bamd 
ram-paw LaruNiate SwrtirowitoGtor, 
in high tech s pttsi — in producing 
integrated circuit*, or chip*, that 
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were outmoded bat Ati.lt needed. And 
fte- wax right Sates have skat up, Here 
Liliard fir in Lanndales Santa 
ManicOi Calif, production facility. 




Planned 
Obsolescence 



"Off with the old, on with the new!" h 
the rallying cry for manufacturers de- 
termined to score profits in the crowded 
hijfh-tjech field LRuadale Semimnduc* 
tor hasn't been littering. Instead, the 
prevailing wisdom at thii Phoenix 
touted rtrrn in simply ... on with the old, 
A* a manufacturer of integrated cir- 
cuits that n re gisamnteed obsolete be- 
fore they ever leave the plant lAnadaki 
may be the ultimate h igh-tech paradox. 
But mince it made a profit of $5MM) r r)tX) on 
sales of J7T* million in 1981 1 no one is. 
■coifing. 

Lan^diile began in 1964 as a manuf ac* 
turt-r of germanium small-signal tran- 
wtora. b 1&79. three years after Iaus- 
dale moved to Phoenix from 
Pennsylvania, it vm bought by the gi- 
ant conglomerate Kidde* Inc. 

Dale Liliard, Motorola 1 * program 
manager for new teehnolOffy T wah hired 
in iSSOw L^nndales operations man 
airer, An engineering graduate at the 
University flf New Mexico, Liliard, who 
vu* Tht j n mi. had heen wirh MnToro'^ 
aince 19T2 3 except for a two-year utiat 
at FAirchild Electronics, 

Within six monlh*. LiJIarri wa* Lons- 



dale's president and was lending it into 
aggressive new *trateg , itfs for market- 
ing and production. When Lined ale 
successfully produced and sold art out- 
dated Raytheon line of integrated dr~ 
cnitts, us#d primarily by the military', 
Liliard took the comnany through the 
window he .saw opening. 

"The military had a need for span* 
partsV' recall* Liliard. "A* technology 
gets more complex, the life cycle ia 
shorter for product*. But as a roDitup 
system gets more complicated, its life 
cy cle extend*. They want It to last 20 or 
2Sy«rB." 

By the time a major weapons system 
b designed and proven viable — two Ui 
three years, on ihe average— the inte- 
grated circuits needed to operate the 
system are already past their prim* on 
the commercial market The manufsc- 
turern of those chips have abandoned 
the lines lu concentre ir mi i!iittirig-i'i!g^ 
technologies That h where Liliard 
steps in, securing the rights to manu- 
facture the outdated chips for after- 
market sales. 

For the past five year*, Lilted has 
concentrated on product lines for the 
msliULry. Before Liliard look over, mili- 
tary MLlt'h !L<".'injriU'd IV ! ; ! [.it 

rent of Ijiiihdalc's revenue*; today, 
they Recount for 50 percent (The other 
50 percent com*** from sale* of silicon 
wafers, made in Lansdale's wafer 



foundry Y to other manufacturers of h> 
u-jtrr?, u-d circuits, 1 

For ft long time, no one but Liliard 
could see that LansriuSe wus worth the 
effort. In 1988, when Kidde, Inc., 
moved to divest Itself of jta electronics 
group, Liliard and some New York in- 
vestment bankers bought Lansdale in a 
It'veragwi buyout. I jinsdaU* operated in 
the red for the next two yearn, arid in 
:<\*i\ r Lillani's partners wauled m eon- 
Aolidate the entire operation in Santa 
Monica. Calif., where the production fa- 
eflittes are located, a* a first, step to- 
ward liquidation. 

"I decided I couldn't work foranyooe 
but myself aL that point" &ays Liliard, 
He resigned and engineered hi* own 
buyout in February, 1BS7 

In 19£0. Lansdule'* aske roae 25 jier- 
cent r nnd the company broke evw. 
Sales increased by an additional 50 per 
rent, fmni million to $7 r 5 million, in 
1987, and the staff jrrew from 96 to 7fi. 
Liliard expects sales this year of S10 
million. He thinks other manufacturara 
Will move into his market, ruul Jir Miys, 
"Wi'll iiofininjly expand to keep up." 

Now 3$, Liliard is the father of a ^ 
y ear-old son P with b second child expect- 
ed til i-4 rnnnth. But, he says. Lanadale 
"iun't the kind of buwiness you fiass on 
to your children, VW1I take it pjhlic in a 
few yearm." 

—Pom CtarroU 
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SHOULDN'T YOU HAVE A TRUCK 
AS DEPENDABLE AS YOU ARE? 

If you want a truck that stands up as well asyou do 
to the day-to-day demands of your business, consider 
International trucks. 

Year after year, business owners tell us reliability and 
dependability are what set our trucks apart. In fact, listening 
to the opinions of those customers has helped Internationa) 
continue as the number one selling brand of medium and 
heaw-duty trucks in North America. 

Since we make only trucks, and | m >vu le the parts and 
service to support them.yi >u might say we're the truck special- 
ists The specialists who offer trucks as dependable as you are. 

foryOUl niOHCy |%ir nmrr tnftiniwiifHi i-=ill us iiill4imt*jil I htn k13MBtt 

Ci'c'B NO 72 on R«id*r S#nric« CircJ 
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Nation's Bub tildes March 



Down To 
With The 



mi amotrs Business 




By Albert G. tioizitipcr 



By the time election day rolls 
around, it's likely that the t-LS. 
economy will be entering an un- 
precedented seventh year of un- 
interrupted growth, The next Presi- 
dent's, policies ami hi* ability to gain 
congressiunat approval of them win be 
major factors in sustaining this healthy 
business envirunmeuL 

With six Republicans and seven Dem- 
ocrats in the Whit* House sweepstakes, 
business activists in search of a candi* 
date to support have their work cut out 
for them. 

To ease the tank. Nation'* Business 
sought candidate*!' answers to key busi- 
ness questions, including: Mow should 



Geonia Slash 

.'j i .'J ; ■ v,s frjf m; rts } » ft 1 

Left wealthy family upon ffroduativn 
from rolleff? to make fortune in Wc$t 
TWrtjf oil field* Started hy setting 
tbrilli ng eqti ip men /„ later co/ou w derf 
exploration ctmpanif> 



Robert A. Data 

wner b spent tf/mart entirr adult life 
fa Kaniva* t/JS, ItffishturvA. Ha* 
WOTf ywi^amnVrr on Senate tax* 
uniting co m mi t tte. 



Business 
Candidates 




the budget deficit I* reduced? Should 
govern rot! »t mandate benefits 11 

Many of these answers were articu- 
taLed at n recent candidates' forum 
^|H'rLriNi fc ni 1*> the all t-Su.siiu^, Cimr- 
ell of the U.S. Chamber ttf Commerce. 

With each candidate's answers Ls his 
'busmen biography r '—*ijjerience that 
may have increased hut awaraneas of 
the 'concerns of business 

Each candidate with cotigreaaional 
experience ift rated by the U-S. Cham- 
ber; the BuRiness^ndustry Potitk^l Ac- 
tion Committee (B1PAC); the AFL-CIO 
Committee on Political Education; and 
the AnwricauB for Deniueratif Action 
{ADA), a liberal group, 




On reducing itw deficit: 

Says deficit cart be eliminated in five 
years through economic growth, 
spending restraint (though supports 
higher spending for defense, education, 
environment, space exploration >. Backs 
ba Lanced budget cons titu Lion r lJ 
amendment, line-item veto power. 
Opposes lax increase*. Support* 
reducing long-term capital-gains tax 
rate (0 U? percent 
Hi bbof-ntanapnmri Istws: 
Opposes incraasmg minimum wape, 
mandating employee benefit*. Supports 
|,H> e^wdin, fi>r v;4..jiH j n 

Business briefs: 

Favori permanent tax credit for small 



btuikcfii research and development* 
Supports global talks to strengthen 
munlertuai-propflrty rights, open 
markets for American exporters. 
Opposes protectionism. 
Inter* si -group ratings; 
(House. LSMT7-70mS. Chamber 81 
percent, BJPAC unavailable AFL-CIO 
9, ADA 7 + 




On reducing \hn iteficii: 

Culls deficit "Public Enemy No. I/ 1 
Support* across-the-board spending 
freeie with exception*: Social Security, 
food stamps, other low-income 
assistance programs, Favors stowing 
growth of defense spending. Backs 
balanced budget amendment , Imp-item 
wuk Supports sr>me tax increases 
I possibly including ml-import feel, 
Honing "la* Iwipholes"; "ppftftMl rawing 
corporate or individual tax rates. 
Support* reducing long-term capitaJ- 
gain* rntf. 

On labor manaoomsnl Issues: 

Supports small minimum- wag* 
increase, youth differential. Opposes 



mandating employee benefits "in 
general" hut is ''flexible/* 
Businuss hrfflfs; 

Favora ref firming product- 1 lability and 
other tort laws. Criticizes many f^dural 
regulatory schemes, Oppuses 
protectJOnlHm but sponscired 
amesidnient Li. j^ndiM^ lrw)v h\[\ 
requiring preside litial rpud intern 
against nations showing "consistent 

Cttemof unfair trade," 
enst-fl roup ratings: 
i House, mi4»; S«naie UMiW-prwentt 
I'.S. rhaniher K4 pt^ent, BIPAC'J4, 
AFLrCIO 16, ADA 11 



The IS principal candidates for President set 
forth their policies on tm:es, t rade, the federal 
deficit, employee benefits and other concerns 
affecting small business 




5. mm du Puitt iv 

ttuxintw hiographjf: 
GrQat-grmt-grt&t grandson oj Da 
Pont Company found*?, wrkedeenn 
tf«tr* em quatitg^onM engineer. As 
governor of Delaware admwsett 
supply-side, freem 0 rkel po! icitt- 




Ale* inner fl. Hilg- ^ 

liu&r mm biography; , 
From J97BM t prv*ident ofuntua 
Tichnotoyir* Corporation* te^; 
dtf*™* cow fmeto** *pM*at***#B ™ 



Jack F. Kf flip 

Btwitte&t hfttgmphtfi . 
Son afsmnUMmnf** ournrf. >nw 
W Howe Budg*U Approprtaho^ 
tammittw* K*gpt*ttvr in c«*rt™*™ 
QfJtt&gaii uut im budget mil* 



On reducing the tfafltil: 

Suva kevping Ui,% rales ]nw w more 
important than eliminating deficit, First 
presidential candidate to talus U.S. 
Chamber "Taxpayer Protection 
Pledge," would consider even further 
cuts to stimulate economy. Supports 
reducing I pm^ terra capita h^iine tax 
rate. Support* bLgr entitlement spending 
cuts. closing 100 unspecified military 
kwes, overall on iky cap, BhcJca Sine- 
item veto, constitutional amendment 
requiring three-fifths vote inert-a- 
spending or taxes. 
On labor -management issues; 
Opposes tacreaainft minimum wage* 
mandating employee benefits. 



Business briata 

Former liberal, claims to be bam-Ufraiti 
with "Damn Right" eorwenaiiv 
bdlefa. Support* phasing out f&nn- 
price supports, putting chronically 
unemployed welfare recipients to work 
in pubtir- work* jobs paying 90 percent 
of minimum wage, making Social 
Security voluntary, ending ^public- 
school monopoly'* by providing 
educalii.'i: v.^i.'lvTr { i;.|>as^ 
protectionism. Supports current 
p n h I u«:l- 1 iab Elicy fj ji k . 
interest group ratingi: 
(House* 1071-76) UJ3- Chamber 60 
percent, BIPAC 72, AFL-CIO 29. ADA 
53. 



On reducing tha iWidfc 

Says reducing deficit "Aral step loward 
greater prosperity " Opposes raising: 
taxes before making "all possibh*" 
spending cuts, including 2 to 3 percent 
fur military. Supports tux incentives 
fur business investment, including 
lower long-term capital ^ainfl Uuc rate. 
Opposes batanced-bud|fet iinu-iionifr.t 
as too indexible, supports Hoe-item 
veto, 

On labor-management issues: 

5&ya "time is tons past when 
jfOvemmeoL, businefw mid labor ahuuld 
be working toother to improve our 
competitive performance/ 



Business briefs: 

Opposes protectionism. Favors 
expanded intellectual proi»?rty rights, 
fewer international barrters to 
competition in financial, legal, 
commirakntionft services* 
Jntartsl group ratings: 
No congressional service. 




On reducing the deficit 

Says "only way to balance the budget 
is by economic growth." Supports 
holuui£ domestic and military spending 
increases to inflation rate. Opposes tax 
mcjpiL^h. Supports reducing loog-term 
capiial-f^uiA tax rate ta 15 percen t 
Fears balanced budget amendment 
would lead to tax increase*, favors line- 
ftem veto. Supports tying dollar to gold 
or other commodity to stabilise 
currencies, price*, interest mtfiff. 
On la&&M*anag*monl Issues: 
Opposes be reasing minimum wage, 
mandating employee benefit*. 
Business fcrtef a: 

Support* further tax amplification. 



through modified flat tax. Advocates 
North American free- trade Kmc, 
Opposes protectionism* Favors reform 
yf product-liability and other tort laws. 
Support* banking derugulatiriri 
interest group ratings: 
(Houee. mi-present) UA Chamber W 
jwrariiL, BlPAriq. AKL-CIt.MS, \|jA 
1L 



Nation's Business March 




Mar ton G, (fat J Rabat! tan 

E tis iness bwgrnphg: 
Son of US. senator; founded, 
operated Christian Brnndrasting 
Network, 195St-£7 t now fifth-largest 
cable network mth annual revenues 
airr S.fi"t million* 
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Bruce E, Babbitt 



Business biography: 
I hi fi Ttg po ?r o rs^ ?'f , ^75- .vtf, 
Arizona judged bg som* to have 
nation n most prn*busin.f>ss rlimale. 




Richard A, GaoHtnlt 

Business biography; 

htntj wrriri' ott Htm^ rcur-u n nn ? / 

committee, among original autbomaf 

eomprehmsive t&MWrhaul 

legislation 



On reducing ttn dttlch: 

Says deficit "fiscally and morally 
wrong." Supports eliminating 
unspecified waste, mismanagement in 
domestic and defenfli? programs, 
balanced-budget amendment, line-item 
veto. Opposes ' "higher taxes of any 
kind" except on liquor, cigarettes, 
Favors flat-tax system with some 
business incentives. Supports reducing 
Eung-temi capital -gains La* rate. 
Gn Lab or -manna anient as sues: 
Opposes increasing minimum wage, 
iiuM-'h'i ii jj- employee benefits. 
Business briefs: 

Supports product-liability reform. 
Advocates "free and fair trade." 



On reducing the deficit: 

Supports reducing deficit $4(J billion 
annually through cuts in domestic and 
military spending programs , needs* 
testing entitlements {320 billion), 
imposing 5 percent national sales tax 
t$2i) billion). Opposes ha I anci i d -budget 
amendment, support* line item v-.-to 
On tabor-management issue*: 
Calk for "workplace democracy" — 
giving workers mqro say in running 
companies, letting them share profits 
Supports mandatory portable pensions* 
most other mandated benefits, fiacks 
minim um- wage increase, 
Business brlafi: 
Call* tat amajt-husiness tax 



On reducing Ilia deficit: 

Advocates deficit reduction of up to £40 
billion a year. Supports sharp limit* on 
defense spending (especially for 
weapons sy a terns such an MX missilei 
but advocates spending more for acme 
education, health, other social 
programs. Supports additional 
research and technology apending. 
Advocates oil-import Fee of ffi a. barrel, 
rules out rax-raie increases. Favors 
closing "loopholes" such as accelerated 
depreciation. Oppose* balanced-budget 
amend me uL line-item veto. 
On Labor management issues; 
Supports raising minimum wage, 
opposes indexing iL Supports 



Support elimination of "ujin^^nry 
and counterproductive'" government 
rt'guluiii'ns. 
JniBresi group rating*: 

No congressional service 



simplification. Favors making Social 
Security voluntary. Supports current 
product-ltahiiity system. Opposes 
protectifjni^rri, favors renegotiating 
muJtilatemE trade agreements Lo 
require balanced import-export 
relationships.. 
Intersst-group ratings* 
No congressional service. 



minimum- wage increase- 
Business brJate: 

Opposes protectiomsjn in germta] Lot 
supports "limited and temporary"" 
import rea trice ions to protect selected 
tJLS, industries while they modernise. 
Fakirs eh:w programs, to help small 
busmpssea enpnrt. Suppriris current 
product-liability system, 
interest-group rating*: 
No congressional service. 



mandating benefits including health 
insurance, parental leave. 
Business briefs: 

Author of arriemirntmi lo pending t ratio 
bill requiring retaliation Against 
trading partners with "excessive and 
unwarranted" trade surpluses. 
Advocate* govemmenteontracim; 
"reformp 11 

I Etta re si - group ratings: 

f House, lOTT-jHeantt) U.S. f hamberM 
percent BIPAC 2, AFL-C10 81, ADA 
0& 




Michael S. Dukakis 

Bn&intsn biography: 
Recent gearn a* governor noteu^orthg 
Jor BtidCtMHSi's in gaining m nsMum* 
among Massa rh iisetts buritws* people 
find ffovemmevt officials on 
communitg-dmlopmrnt issue* 



On reducing tha deficit: 

Supports increased spending for 
education, tech Ilotugy development, 
infrastructure replacement; reduced 
outlays for weapons systems, other 
defense programs. Advocates stepped* 
up efforts to collect overdue taxefi [he 
estimates $35 billion a year), does not 
rule nut tax increases, Opposes 
balanced-budget amendment, supports 
ItneHtern veto. 

On labor-management Issues: 

Pledges- "labor will be an active 
participant in the Dukakis 
admin istratton " Supports plant- 
closing, health-care, parentaJ-leavft, 
other mandated-henetiL*. legislation. 



Nattnn'* HiiHirwsh. March LI?** 




Albert Gnre, Jr. 

Business biography; 

Son ofi\S. y^nfor, was farmer. lti>*d 

deveh/frr before eieetion to Cottyrew. 

Servim on Hou** Senate Commsrc* 

committees. 



Harp Hart 

tiusiness biography. 

A* attorney, n-ptfialized nt ttind-w#> 

urate? -rights cants, had manybu&n&ti 

WtVrtfj. Sm*i« o« Smote fludtfef 

Committee 



Jesse L. Jackson 

Business bioffrophy: 
kjwutiw director of Open) tu>t\ 
Rrradhaskrt, Prmdrvt ot 

Operation PUSH, 1971-81 



Paul Simon 

Biixinexihia&raphtj , . 

Bought tmktp nn^ptiper in M** Qf 
Mir /& h'nw tided to ehfim vj S'f 
pi^told it in tffl.Sfrricr u* 
Semite Budget. Labor Minn*™*** 



On reducing tht deficit, 

Favors deficit reduction through 
economic growth- Though mwt 
hawkish Democratic candidate, 
advocate* defense-spending cute 
through arms-control negotiations- 
Supports limited domestic-spending 
cuts following progranvby-program 
review, favors increased education 
outlays, Says tax increases should be 
"last resort" bur dues n't. rule them out 
"Last resort 1 r includes 6 percent 
"luxury fcax p " on purchases over 
$30,000, restoring corporate rate to 40 
percent, taxing inherited capital gain*. 
Supports balanced-budget amendment, 
opposes line-item veto. 



On tabnr-maiwiflftniarii issues. 

Supports miwmum-wageijicreaae* 
parental leavr with e mnll-businoRH 
exemption, Opposes mandated health 
insurance, 
Business brills : 

Self-proclflinif d "raping m^l^rute " 
Support* trade restrictions to protect 
■elected industries in instances of 
1 'overwhelming unfairness." 
Intarast-firoup ratlnp: 
I 11+77-S.t. Senate. 19B5-pre.^iLtl 

U.S. Chamber 33 percent, lilPAf. 5, 
AFLhCIOSS, ADA 64- 




On reducing Ilia deficit: 

Supports reducing deficit billion in 
by closing "loopholes/' excise tax 
on 'luxury" good a. "oil-f n^dum" fee, 
higher taxes on alcohol and cigarettes, 
taxes on inherited capital gain*, taxing 
Social Security hetjeiils of "wittlthv." 
Supports 1^89 spending ruts of J if] 
billion in defense, farm-subsidy, 
Medicare programs. "Strategic 
investment initiative" calls far 
increased outlays for education, 
research, child-care and nutrition 
programs and for infrastructure 
improve menu*. Opposes balan&ed- 
hudget amendment, line-item veto. 



On labo* ^management issuer 

Supports marinating tienefits. including 
health insurant, purecital leave. 
9u§insss briflls; 

Calls for " 'economic restructuring^ — 
form of industrial policy invohrinjt 
business, union, govertimeiit 
cooperation in directing investment tu 
certain industries, era nomic sectors- 
Opposes protectionism. 
Interest group rat hies: 
{Senate, 197546) U.S. Chamber 23 
percent, B1PAC 10 p AFL-CIO 8&, ADA 
BL 




Dn reducing tht rtilicH : 

Favors reducing deficit solely through 
increased taxes on "corporate 
barracudas' ' and u wealthy 
individuals, 11 including excise tax on 
"luxury" gooda, oil-import fee. 
Sup]H>rti: I. -li^-i rii Ui\ incentives, 
including lower Song-term capital-gains 
rate, accelerated depreciation, 
investment credit. Supports defense 
cutback*, increased spending for wide 
range of domestic programs. Opposes 
balaufictd-bud^n-t amendment, line-item 
veto* 

On labor -management listlts; 

Supports plant-clotting, henlth-cartv 
parental-leave, other mandated-benefits 



legislation and minimum- wage 

increase. 

Business briefs: 

Favora creating "American Investment 
Bunk" with $60 hiWhn of private 
pension funds (would be federally 
guaranteed) to invest in low-east 
housing, infrastructure improvements 
Favore retaliation &goinat unfair 
foreign trade practice*. 
Iftterett-oniup minis: 
No congnMsionsl service. 




On reducing the delicti: 

A u Lhor of baluj ic ed -b udget 
amendment, supports eli minuting 
ii.'ti- i' in three years, then operating on 
pay-as-you-go htsfar Also supports $6 
billion public- works program to 
stimulate jobs, and higher funding for 
education, child-care programs Favors 
reducing defence spending, reviewing 
domes tic-sj k tiding programs for waste. 
Support* "last resort" tax increajiea— 
raising top rate on individuals, 
corporationa; closing corporate 
'loopholea'"; impoamg oB-import fee; 
raising gasoline taxes; increasing 
excise Uixes on alcohol cigarettes; 
taxing U.S,-eamed income of 



foreigners. Supports nrsofrcng 
investment tax credit; balanced budget 
amendment; line-item veto. 
On libftr-managtment issues: 

Support* health -care, parental-leave, 
other mandated-benefits legislation and 
mi n i mum- wage iftcreaue t 
Business briefs: 

Favors product-liability, other tort-law 
rvf.- ? rm-. Support* expanding ftmull- 
business export -urift utnee programs. 
Advocates trade restrictions to protect 
selected mduntrir-h, 
Intereit-nreuti ralinns: 
i House, ]97.>^"i; Semite, B&>pr*A*nt) 
U-S- Chamber 28 perwnt BIPAC fl, 
AFIAUO W, ABA 
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Moving Exports 
By Computer 



Exporters timv can seek 
buyers and generate 
offers warttSvide by 
signing on with a trade 
organisation's computer 
network 



By Steven Gotob 



Electronic bulletin boards are old 
hat to computer hobbyist* hi 
search of other hobbyists, to the 
Lovelorn in search of romance and 
to overthMounter securities dealers in 
search of offers to buy and sell But 
computer bulletin boards aluo have be- 
come the newest tools for exporters in 
search of buyers worldwide. 

Exporters now can put offer* to siell 
in an electronic database, and importers 
anywhere can call up the offers on their 
computer screen*. Importers then can 
send messages to the exporters' elec- 
tronic maQtoxeftp accepting advertised 
prices or initiating electronic negotia- 
tinns 

To do it all, each trader needs only a 
t^l+inhcne, a computer, a modem for 
sending computer messages over tele- 
phone lines and a membership in the 
Wor ld Trade Centers Association 
4WTCA). It is through the membership 
that an exporter or an importer gains 
access to the on-line trading system, 
called NETWORK. 

The nonprofit association provides 
NETWORK much In the manner that 
the National Association of Securities 
Dealers provides NASDAQ, an on-line 
stock^uotstion system- For each orga- 
nization, th* computer system is u too] 
that helps members do business more 
efficiently and presumably more profit- 
ably. 

But unlike NASDAQ, which permit* 
execution of some trades on-line and is 
being upgraded to allow even more, 
NETWORK negotiation* typically are 
completed by telephone or Teletype, 
and agreements are made final by mail. 

The WTCA was founded by the New 
York-New Jersey Port Authority after 
it built its World Trade Center in lower 
Manhattan in the early 1970s. The 
WTCA has licensed 61 more centers 
now operating worldwide. An addition- 
al 20 centers are under construction, 
and 50 more are planned. 

NETWORK fcs an effective technolo- 
gy for [j r Of noting world trade, and now 
■ the time to promote U.S. exporting: 
The dollar is down and overseas buying 
power is up, and Washington * press- 
ing foreign governments to open tfveir 
markets further. 

Proprietors of small and midsized 
businesses also should note that of the 
700,000 shipments a month made by 




Bdtpk Tomtftg ofTormwj 
Inti'mntiofttot, in Glastonbury r 
t'i tun., lists a ti o ti -! t ft e f rti tl t ruj 
network to wake business contact* 
worldwide, 

TT.S- exporter*, about half sire valued at 
less than $5.0* W, Although big corpora- 
Lions dominate U.S. exporting, new 
mechanisms allow smaller cnmpames to 
expand their markets by exporting r 

NETWORK is one of the meeha* 
ntsms. Its rates are low, and you can 
gain access to it by joining a World 
T Tiide Center; s> regular membership 
cuats ti few hundred dollars a year and 
includes invitations to various trade 
programs If there in no center nearby, 
you can sign up as an associate member 
of the WTCA lor $160 * y*ar— that in- 
cludes access to NETWORK— by eall- 
ing the organization's headquarters In 
New York atK12J iWi-MSSW 

The electronic system has been on- 
line for two years and is expanding 
Acceis to NETWORK now can be 
gained with a loc;ii m-jr phone call in 
about 800 cities in 64 countries. 

That access Is important to many pro- 
spective members of the World Trade 
Tenter in MiLimi, rejxirts Mhrch Daven- 
porU executive vke president of the 
..-hupler. "We're signing up members tiv 
showing NETWORK/ he says. 

In flan rVsuiriato. the World Trade 



Center chapter's president. Stanley 
Benstein, iuys he is obtaining mem- 
berships from 70 to £0 percent of quali- 
fied attendees at monthly demonstra- 
tions of NETWORK, Wtaft especially 
remarkable about all the new members 
of the San Frandsco World Trade Cen- 
ter is that there is no World Trade Cen- 
ter building. 

Says Berzstein: "The city of San 
Francisco has,, in essence! a building 
moratorium." He says he hope* that 
the new city administration that recent* 
ly took office will allow construction of 
a center to begin fsoon. 

In New Orleans, the aa-Rociation chap- 
ter operates iwn downtown buildings 
one "i3 stories high and the other LI. 
Ninety percent of tenants in both build- 
ings— a higher percentage tium in moai 
i^'-ntiTu — an- involved in international 
ln*de In TufirnlN, gnwniJ breaking is 
planned this spring on a SoOiJ million. 
fiv* 1 - buildup development iha( will in- 
clude h M-story Wnrld Trade (enter. 
Gary Re id. the WTCA chapter execu- 
tive director, is trying to organise an 
in tern nun rial arbitration center and an 
Ontario Province university research 
center in the new building. 

ftetd hsi^ arranged for chapter mem- 
bent who request NETWORK to be 
alerted by telephone to specified trade 
leads from the electronic bulletin 
hoard M 



France 



SPECIAL ADVERTISING SECTION 





A message from Joe W. Rodg&s, US am- 
bassador to France, Rodgers formerly 
headed J mfor American contracting 
company and has tmn invoiwd in found* 
ing a number of investment firms. 

As a businessman myself, I have 
been consistently .impressed with 
ihe progress in the French econo- 
my, and by the opportunities tor 
American business here. Because ol the 
long-range changes that are being made, I 
have no doubt that this trend wiH continue 
111 rough the foreseeable future. 

I must admit that when I arrived here in 
l9fiS r 1 brought wilt) me a few precox 
ceived notions and stereotypes lhal most 
Americans seem to have aboul Franca and 
its economy, Even with the extensive inter- 
national experience my company had en- 
loyed, I still thought of" France largely as a 
producer ol tine wines and cognacs, per- 
lumes and fashion, and of superts cuaslne. 
Even Ihe thorough orientations I had <n 
Washington onty parity prepared me lor 
the highly developed and technologically 
advanced economy i actually found. 

France ts one of the largest markets In 
the world lor the United States. Our two 
way trade was approximately $17 Dillion in 
1937, and should approach 120 billion rn 
1988. The bulk of that trade is nol in luxu- 
ry goods, but in high-tech items F^nci? is 
a world leader In nuclear energy; Its tele- 
communications industry and Its aviation 



Frnm:tr in a nation u/mnfrtijftiv^ 
ffliqptt: the high-tech Concord* 
xufwrxotiif turtuivr, the scrnrr Esffet 
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and aerospace industries are among Ihe 
most advanced in Ihe world: and, as a sat- 
isfied customer, I know lhal the TGV is the 
ties? high-speed train anywhere. 

I have always tell ihe role of an ambas- 
sador includes fufl and aggressive support 
of ihe American business community, ei- 
ther resident or coming for the first time to 
explore opportunities tor their goods arvd 
services, This embassy vigorously pursues 
lhas philosophy I have personally met with 
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the managemenl of almost every American 
firm in France, and hundreds of UlS, firms 
that come here wilh various trade missions 
or delegations. I am pleased Jo say thai 
virtually all haue had a posst«ve expersence 
investing in or exporting to rnts market 

S4nce my arrival I have seen the dollar 
rail horn historic highs to a level that 
makes U.S. -produced goods very price- 
oompetitlve. in the past two years we have 
seen a growing stream of American firms 
coming la take advantage of ihe opportu- 
niiies created by ihe favorable exchange 
rates and by the very pro-business stance 
of the French government. Our US and 
Foreign Commercial Service programs and 
events have generated and continue to 
generate record attendance, and more im- 
portant record sates and profits lor tt>e 
American firms taking part. The American 
Chamber of Commerce In Paris, under the 
leadership of its president, John Crawford, 
has also piayed a key role in promoting in- 
creased French-American Irade, 

I see nothing lhal will keep our bilateral 
irade from continuing to grow and prosper. 
Our mam task now is to spread the word 
thai France is on ihe move, and that Amer- 
ican firms who come here will Find that 
they are nol only welcome, but are eagerly 
soughs after I am especially pleased 1o be 
part of an article lhat can help achieve that 
end. and f hope I can personally welcome 
to France many American readers ol to- 
Men's Business 
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France Looks 
To The Future 

The cam man image af Francs 3 that 
of a nation that produces superb 
cuisme, tempting wines and cheese 
and fagh-fashion clothing. Bui there 
is another side of France that places it on 
the cutting edge of advances in telecom- 
munications, banking, aviauon, space sci- 
ence, nuclear energy and transportation, 
"Americans aren't well rnforrned about 
French advances in these areas,' 1 says 
Pierre Mehaignerie, minisier of regional 
development and transportation, But 
French businesses and regional develop- 
ment agencies are pining m efforts to pro- 
ject a more up-to-date image of France as 
a high-tech competitor in global markets, 
In July, 1967, more than a dozen major 
French companies and several develop- 
ment Triebel, director of the French Indus- 
trial Development Agency in New York, 
contributed to this article, 



ment agencies formed a so-<;aJled 
FRIENDs Association (French Industrial 
Enterprise Development Association) to 
promote American and other foreign in- 
vestment on French soil; says Meharg- 
nerie. This group is m addition to various 
government-spon sored trade efforts- 
After a series of renwkab-e transfor- 
mations in the postwar years, France now 
has a dynamic, modern economy simifar 
in many ways to the US. economy. The 
government-directed approach to econom- 
ic management is being replaced by a 
free- market amiude on the left and right of 
(tie nation's political spectrum, 

In their quest tor a larger share of glob- 
al markets, French companies have been 
aided by a pro-business Fervor that has 
spurred privatization of state-owned busi- 
nesses as well as favorable tax and invest- 
ment reforms. This climate of Innovative 
business and progressive finance Is lead- 
ing many foreign investors to consider new 
partnerships with Franca. 

Indeed, hundreds of companies from 
the United States have already chosen 
France as a site for factories, research- 
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and-develcpment centers and European 
headquarters because of Its numerous ad- 
vantages. France has: 

• A strategic location at the heart el 
the 1Z-nation European Economic Commu- 
nity (EEC) and its 323 million affluent con- 
sumers, 

» A strong industrial and technological 
base. 

• A highly sophisticated telecommuni- 
cations network. 

• Europe's most extensive rail net- 
work, including itie high-speed TGV Iraln. 
or "train i grande vitesse." 

In 1937. France, with a population of 55 
million, had the fourth-largest economy in 
Ihe free worid. behind the United Slates, 
Japan and Wesi Germany. 

The modern character or the French 
economy is reflected in the dominant posi- 
tion of the service sector, which now ac- 
counts lor 58 percent of all jobs, Industry 
is the second-largest activity, employing 
34 percent of the work force. 

Since 1 98 1 . France has been in a 
period of disinflation, which in 1987 
resulted m an inflation rate ol only 
3 percent, even though the country 
abolished price controfs in all sectors ex- 
cept utilities, health care and public trans- 
portation. 

As has been the case in many other 
dustrialiied nations, the actions taken to 
lower in llation in France resulted in in- 
creased unemployment. Al 1 1 percent un- 
employment, however, France neverthe- 
less remains below the average rate of 
joblessness in the EEC, 

To inciease employment, France has 
launched a broad overhaul of the country's 
economic and financial structures. The re- 
forms are based on Ihe firm belief that 
state spending must be reduced and that 
liberalization of prices and financial instru- 
ments, together with lower corporate and 
personal income taxes, will make far a 
healthier economy that wrlll p In time, put 
more French citizens back to work. 

As with many industrialized nations, un- 
balanced government spending in France 
was threatening to become a drag on the 
economy. In I960. France's national deficit 
represented 1.1 percent of gross domestic 
product (GDP). By 1985, the deficit had 
ballooned to 3.3 percent ol France's out- 
put of goods and services, Wilh Ihe 1387 
budget. France set a goal ol balancing its 
finances (excluding debt-service costs) by 
1989. The means to thai end include tax 
reform, privatization and the slashing of 
state aid to the public sector. 

In 1987. France joined other Industrial- 
ized nations In revamping its tax codes. By 
lopping 28 bMlion francs (about $5 billion) 



Invest in 
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1 P fber ' s Fre nch ope ra li oris 
were launched in the early 
1950s and have grown steadily: 
France now represents the 
Company's fourth largest 
market outside the U.S., with 
annual sales of about 
$150 million in 1986, up 29% 
from the 1985 results. 

'We have several businesses in 
France. In order of importance 
they are Pharmaceutical (pre- 
scription drugs); Hospital 
Products (an array of medical 
devices), Specialty Chemicals 
(citric acid, essential oil extracts 
from flowers); Agricultural 
(animal health and medicinal 
feed supplements); and 
Material Sciences (refractory 
products and services for the 
steel industry). 




Edmund X Pratt, Jr,, Chairman of the Board 
and Chief Executive Officer, PFIZER, INC. 



'We also have a major R&D Center at Amboise which recently doubled in size. Export 
activities to French-speaking countries are also monitored from France. 

'France has been good to us over the years. We have prospered there, thanks to Ihe 
efforts of our more than IMW French employees. We certainly hope that through our 
products, services, employment and investment we have also been good to France/' 
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When planning your next European venture, consider FRANCE, and contact: 



oft the corporate ami personal tax burden, 
France began to turn its back an decades- 
old policies designed lo redistribute na- 
tional Income. Rather than funnel ta* pro- 
ceeds through the state and back lo ttie 
Durness world as subsidised invest merit, 
France now is lowering corporate income 
taxes. The corporate rale was cut to 42 
percent *rom 50 percent two years ago. 

The privatization program and the on- 
going plans (or financial liberalization will 
also lead to substantial structural changes 
in Ihe French banking sector. Several ma- 
jor state-owned banks are being turned 
back to private ownership. And hberaliza- 
Iton is changing (he rufes ol the banking 
game, 

Credii controls, the backbone oJ French 
monetary poficy since 1972, were abol- 
ished Jan, 1. 19B7. Instead of us»ng strict 
credil ceilings. French officials will now 
manage the nation's money suppfy 
Ihraugh central bank reserve requirements 



ami interest rales. And developments on 
Ihe Paris Bourse, lhe stock exchange, 
show lhal London isn't the only European 
financial center being swept by innovation. 
Jn Ihe past two years, Ihe Bourse has seen 
the advent ol negotiable certificates of de- 
posit, commercial paper, a new lorm o( 
treasury bill, negotiated commissions and 
brokerage fees, and, in February, 1986, 
the opening of France's first Financial fu- 
tures market. 

The wave of financial liberalization took 
a great slep forward In March, 1987, when 
France unveiled a plan to open Ihe Bourse 
to new brokerages, including those from 
abroad. As of Jan. 1 P 1988, new investors, 
wiih authorization of the Finance Ministry 
and Bourse authorities, will be able to pur- 
chase up to 30 perceni of an existing bro- 
kerage. The share ceiling will rise lo 49 
percenl in 1989 and 100 perceni in 1990. 

Beyond the progress toward economic 
liber action and mlemntronahzalion of Ihe 



French economy, generational changes 
are also having a powerful effect on ihe 
Fr&nch business world. 

Tradltionafiy the best and brightest 
among French college students 
prepared for careers in government 
service rather than in business, 
says James A. Moorehouse. counselor for 
commerce affairs at the U.S Embassy in 
Paris, Bui Ihe public perception of careers 
in marketing and business has changed in 
recent years "Now the hottest degree in 
France is an MBA from an American uni- 
versity " says Moorehouse, 

All these changes are improving the cli- 
mate for foreign investments in France. 
Some 2,000 loreign companies currently 
operate on French soil, There are more 
than 750 manufacturing subsidiaries ot 
American companies m France, employing 
more lhan 250.QGQ people. 
France's commitment to encouraging 
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Sareign investment doesn't stop at iiisL a 
prfo-business atliiude. The government and 
the regional development authorities over 
the years have designed a series of incen- 
tives lo attract foreign businesses and pro- 
mole domestic growth. The responsibility 
io foster and oversee foreign investment 
has been given to the Misalign & Am- 
inagement du Terrjtoire et 4 1' Action 
Rteionale (DATAH). 

Created in 1963. Ihe agency maintains 
a staff of economists and engineers at rts 
Paris headquarters, as well as a network 
of overseas offices lo serve foreign com- 
panies interested in investing in France. In 
the United Slates, DATAH is known as the 
French Industrial Development Agency 
(FIDA) and has offices m four major cslies, 

FiQA provides general business infor- 
mation as well as location studies for 
American companies interested in en- 
panding in France. The agency also as- 
sists with business contacts and seis up 



appointments. Its representatives are 
Kno wledgeabie about a number of rr. vest- 
ment incentives available from national, 
regional and municipal sources, such as 
cash grants, low-interesi loans, training 
subsidies and tax exemptions. 

French companies also are stepping up 
!tieir presence in the Uniiod States. Long 
before the dollar began to slide in Septenv 
ber, 1985, large and medium-sried French 
firms in the industrial, agribusiness and 
sendee sectors found the U.S. martei at- 
tractive. But it» incentive of the cheaper 
dollar quickened the pace, and smce i960 
the number of American subsidiaries of 
Frencn firms has more than dDuWed. 
reaching t H 3O0 in 1987. Most have lewer 
than 500 employees, but Five are among 
the 500 largest industrial companies 

France ranks as ite eighth largest sup- 
plier ol imports ta the United Slates; and 
Ihe United States is the fifth-largest cus- 
tomer for French exports and the fifth- larg- 



est supplier of foreign goods lo Franca. 

Sophisticated manulactufed goods 
accounted for 56 percent of total 
French exports to the United Slates 
in 1995, up from 45 percent m 
1976. Wine accounted for only 8 percent 
of French exports to the United State, ag- 
t (cultural products for 11 percent 

0! all the French business sectors, in- 
dustrial concerns are the most widely rep- 
resented in the United States,. The chemi- 
cal firm Air Uquide, a world leader =n 
industrial gases, has been third in us field 
in the United States since it purchased a 
US. firm, Big Three industries, in 1986. 

In electronics, the French firm Bull, its 
former American partnei Honeywell and 
Ihe Japanese giant NEC recently merged 
their information- systems operations in 
form an American computer firm with an- 
nual sales of close to S3 billion. 

And Thomson, the leading French con- 



J* 



SPECIE ADVERTISING SECTION 



Natinn'* Business March 19B& 



u 



sumer-electronics firm, has acquired the 
bulk of the EelevLsian, audio-equipment 
and v>detKecorder business from General 
Electric and its subsirJrary. flCA. Th.s 
makes Thomson the world's ttiird-iargesT 
consumer-elecironics producer, behind 
Matsyshrca ot Japan and Philips of The 
Netherlands, 

In fad, French companies are recog- 
nized leaders fn a number of hightech 
fields. France's advanced aerospace com- 
panies have generated projects that are 
closing Europe's gap in tiiis sector with 
Uie United Slates and with the Soviet 
Union. 

Arrbus Industrie, a consortium of tour 
aircraft makers thai includes France's Aer- 
ospatiale, has become a major force in 
worldwide commercial aviation. Hie new 
fuel-efficient, midsized A-3?D. whirrh seals 
ISO passengers, has generated ^OO sales 
or orders, says Michel R. Frotdevaux, di- 
rector of Worth American Affairs for Aero- 
spatiale 

The Anane rocket, the brainchild of itie 
National Center tor Space Studies, is fund- 
ed by 5 consortrum of European countries, 
led by France. Ananespace. a French 
company thai sells the Anane rocket 1 * ser- 
vices, now has contracts to launch more 
than 40 commercial satellites, some 
owned by US, companies. In the 1990s, a 
second-generation Anane wilr launch Her- 
mes, Europe's answer to the American 



Thr TGV, the mrld'sfwtnt 
passenger train, ha* brcn c fucked nt 

mph. TGV service may hr 
extended to Btl&ium and Wmt 




space shuttle. Hermes, too, was conceived 
on French drawing boards and is financed 
by a consortium of European govern- 
ments. 

French satellite research also has pro- 
cruced SPOT, the world's most advanced 
observation satellite for crviHan use, De- 
signed with business in mind. SPOT circles 
the globe producing crystal-clear pictures 
I of the earth's land and marine resources, 
images that are later marketed through of- 
fices in the United States, Sweden and 
France, 

In November, >Bii, French electronics 
know-how received a maior seal of ap- 
proval. The electronics firm Thomson, the 



world's fourth4argest defense contractor, 
was selected as a principal team member 
in a $4-3 billion General Telephone and 
Eleclric (GTE) contract to supply a mobile 
battlefield communications system to she 
U.S. Army. Thomson is responsible for the 
system's software and network design. 

France is also on the leading edge of 
rarlroad technology 1 1 is home to the 
world's fastest passenger irain and some 
of the most efficient urban transportation 
systems. The "train & grande Vitesse," a 
TGV, which was built for the French nation- 
al railroads by Aisthom- AtLanl ique , was 
clocked in test runs at 236 miles per hour 
and now speeds passengers along 275 



France, A Major Economic Power 



Btf Jnitt-Damrt Tvrdjvtan 

On behalf or the French authorities, E com- 
mend Ihe U& Chamber of Commerce for 
thte special section in Nation's Business 
magazine on French- American economic 
and trade relations. 

With a gross national product on the or- 
der of one sixth of ihai of Ihe United 
Stares, France :s a major economy power, 
a major participanl in world Irade and a 
gateway to the European market ol 323 
rtuHion affluent consumers. 

Wortdwlde, France is the fourth-ranking 
exporter, after Germany, Ihe United State 
and Japan. In 1387, French exports were 
nearly $145 fcHltio*— aqual to two thirds ot 
tola! US exports. The same year, the val- 
ue of French imports reached $135 Wlfion. 
dose to Japan's total. Bilateral trade be* 
iween the Untied Stales and France has 
been soaring since 1980 and is now better 
balanced. 

3y and large, Ihe United States and 



France share the same philosophy on eco- 
nomic issues, and Ihe interests of our two 
countries are clearly convergent. 

US. Investments In France, which have 
brought American experience and dynam- 
ic management methods, have contributed 
greatly lo ou* economy in terms of Job cre- 
ation and exports. They are strongly en- 
couraged by the French government The 
French business community is responding 
to ihe economic and technological chal- 
lenges facing all industrial nations moving 
toward a new century. France has shed its 
provincialism and adopted the kind of cor- 
porate strategies itiai are mating its prod- 
ucts serious competitors worldwide: so- 
phisticated marketing techniques, bolder 
investment strategies, increased diversifi- 
cation and specialization, higher research 
<mG -development budget and the estab- 
lishment of marketing and manufacturing 
facilities abroad. 



More then 1,000 French firms have 
made direct investments in the United 
i States and have contributed more than 
1 5Q«QOG Jobs to Ihe US. economy. Major 
bint ventures, such as General Electric/ 
Snecma, Thomson/GTE, Honeywell/ Bull 
and CGE/fTT, are outstanding examples of 
successful cooperation between the United 
Slates and France. 

Many French firms, responding to the 
Incentives of strong economic prospects 
and favorable exchange rates, are cur- 
rently increasing their investments in the 
United Slates and are negotiating major 
joint ventures or cooperative agreements. 
My rota is la promote this cooperation, 
and l offer my services to help find French 
suppliers for US firms interested In dis- 
tributing French products in Ihe United 
States. 

In the current economic environment, 
Franco-American cooperation is a key to 
prosperity 

Jaan-Qani&i TQtd}tnan is minister for eco- 
nomic and commerce! affairs a? ffte 
French Embassy In Washington. 



For your communications abroad 
you want the same kind of 
services you get at home. 
High-performance connectivity to 
your locations. Flexible networks 
tailored to your special needs. 
And headache-free operation. 
All at a reasonable price. All from 
one carrier. 

We are that carrier. And more. 
We provide better access to 
Europe and beyond. We offer 
superior facilities for business 
communications. We keep costs 
down. And we are committed to 
customer service like no other 
carrier. 

We are France Telecom. 
We deliver. 
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mrles d) IGV irack So Lyorts at tB5 mph. 
The French railroad auctiority is complet- 
ing a new I me between Parts and south- 
western France; a link 10 lhe United King- 
dom has been approved through the 
English Channel tunnel now under con- 
struction; and plans for high-speed rail 
travel to Belgium and West Germany are 
being studied. 

Marta> a diversified French engineering 
group, is installing a dnverless, light-rail 
transport system, or ''people mover." 31 
Chicago's O'Hare Interna bona I Airport. 
Scheduled So start service in 1990, the 
system will link passenger terminals, park* 
mg Jois and ^rental companies along its 
2.7-mffe route. Plans call for Ihe system (a 
carry 2,400 passengers per hour at 
speeds up la 50 mph. 

French medical researchers continue 
Lhe proud tradition begun laie in the 19th 
century by Lows Pasieur, considered the 
father of nucrobiology. Researchers at the 
Pasteur insiiluie In Pans have made major 
advances m mjcroDialogy, chemical biolo- 
gy, virology, cellular physiology and im- 
munoJogy, Doctors at the institute share 
lhe honor of discovering the AIDS virus 
with American researchers at the Natrona I 
Institutes of Health near Washington. 

Twenty years ago, France's leaders 
foresaw a time when the nation's energy 
needs would ouis-np Ms fossil fuel re- 
sources, leaving it totally dependent on im- 
ported oil. The massive investment I hey 
initialed in nuctear generating planls has 
mads France one of the lowest-crjsi pro- 
duter* of electricity in Europe — and one 
of the heading power exporters. Seventy 
per cent of France's electricity is now gen- 
prated by nuclear power pJanis. 

The hottest piece of p*ast<c around 
these days is the Smart Card, a 
credil card with a computer chip 
that allows the bearer to charge 
calls Jrom a public phone, pay bills or 
store family medical records. The technol- 
ogy has been licensed by the French com- 
pany Innovatron sjnee T976 to various 
rnanulacturers, including Siemens, Casio, 
Dai Nippon Printing. Florae- ScWumber, 
Philips Data Systems and Bull. 

Ai the end ot 1937, some 700,000 
Smart Cards were m circulation in France 
for applications, incfudirtg electronic 
check books, Hank deposits and withdraw- 
als, and payments for goods and services. 
The card's fraud- r&sistant microprocsssof 
has wan i\ many supporters in secunty- 
conscious financial institutions. The card s 
adoption as Ihe industry standard of lhe 
bank-card industry m France means thai 
There soon will be over 1? million Smart 
Cards in use, Some US. banks now are 
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testing the card among their credit-card 
users. 

In ieiecommunicatk>ns r France is siriv- 
ing bo become the hub of Europe. Just 20 
years ago. customers might wait months 
to have new phone service installed. To- 
day, France is an international leader in 
public and business communications. The 
number of phone customers exploded 
from 12 miff ion in 197ft to more than 24 
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million in 1987. Over 60 percent ot the 
trans missFon facilities within France are 
digital, and France offers the widest speed 
range for digital voice, data and image 
transmissions of any European country. 

France Telecom, the international arm 
of lhe stale-owned telecommunications 
company PTT, is laying the world's first 
Irans-Atlantic fiber optic communications 
cable In partnership with ATST and British 
Telecom. Scheduled lor completion this 
year, the cable will ofler the lirst high- 
speed transmission of voice and data via a 
single cable. Until itiert. the only way lo 
send high-speed digital information be- 
tween continents is by satellrte- 

" France Telecom's strategy towards Ihe 
US. marker is io serve as the European 
gateway (or US -based multinational com- 
panies who need communications services 
to Europe and beyond ," says Alain Cour- 
saget, a Telecom vice president based in 
New Ybrk. "We are ideally positioned to 
serve as the American communications 
gateway to Europe because of our com- 
petitive pricing, a wide range o* switched 
and dedicated digital services, excellent 
geographic location tor European access, 
and connections with Europe, Ihe Middle 
East, Far East and Africa/' He notes that 
France rs probably the lowest-pnced pro- 
vfder or interna no naF service in Europe. 

The PTT also has developed a naiionai 
videotex! service, called Minitel, thai pro- 
vides subscribers with a choice ot 7,500 
different information services. At lhe most 
basic level, Minitel keyboards and 
screens, which receive daia over phone 
lines, have replaced phone directories In 
more than 3 mid ion French households. 
With a few strokes on a keyboard, the 
Mtmiel also will display train or airline 
schedules, local restaurant menus, bank- 
account balances, morning headlines qr 
daiing-service information. 

A Minitelnnspired service sprang up 
last year m Houston, where a local soh- 
ware company and private investors 
launched a 400-terminal nelwork. 

Over the years, hundreds of American 
companies have forged successful busi- 
ness partnerships m France. Increasingly. 
French companies alsc; are establishing 
their presence in the United Stales. In lacs, 
the value of French investments in Ihe 
United States is now comparable to U.S. 
Investments in France, H's a sign ol lhe 
times, says Jean-Daniel Tordfrnan, minis- 
ter for economic and commercial affairs at 
the French Embassy in Washington, "In 
the 1980s, the commercial lies between 
France and Ihe United States are finally 
taking Iherr place alongside the historical 
and political Ues that have traditionally 
bound the two nations." B 
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Training Your Eye 
To See The Future 



Centum er-trendtjbnauter Faith 
Popcorn, CEO of ft Sew York 
marketing firm, nays smati-buniTusm 
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What can you do to make 
sure your company is 
ready for the market's 
next Hot-selling trends? 



should mid, wafM titid 
tistm to detect change* in fraym' 




product's benefit* and it* position in 
the marketplace Examine the list to 
see where your product keeps up with 
the trends ind where it lags behind 

For i usance, you may *poi ;in in 
creased demand for mEfrowavuble 
r-knisi with i4 down+home image and low 
sodium content, white you see a decline 
in rates of your company F a country-ham 
TV diDnfii'* packaged in aluminum foil. 

"If you see your product falling 
away from too many trends, you've got 
to either change your product or dump 
it, because you know you'r* going to 
have a failure, 11 sayi Popcorn. 

Your country-hmn TV dinner may 
have a down- home image, hut it fails to 
meei the trend toward convenience and 
microwave cooking, It *Uo fall* short 
I.wlu.^ uf its high lift content 

To put Home life bock into aales. you 
might consider changing your packag- 
ing. Eliminating the aluminum foil, 
which cannot be used in microwave m* 
will open * new market far ytar 
product. And to appeal to th* healtta- 
conaciau*, you might reduce the sodium 
content Bring this to buyer** attention 
by printing "lower sail content 1 * on the 



Wnuldfl tyou like to know huw compa- 
nies such as Stouffer Foods. Corpora 
tinn iveem to predict what will be hot 
with consumers before everyone else 
does? StoufTer was one of the first fro- 
zen-food manufacturers to capitalize on 
the h-ettlth. fitness and convenience 
crazes with Its microwavoble Lean Cui* 
sine dinners. Other frozen-food nrnnu- 
(:iv Hirers -^rambled fc^ a fiiece of the 
pie. But Stouffer got the biggest alire. 

Big corporations pay consultants ami 
market researchers millions of dollars 
to determine what product* will be "in" 
in the future. But what if your cu tup-a- 
ny caiTt afford Hi spend millions on 
market research? What can you do? 

You can be your own trend-tracking 
sleuth, mvs Faith Popcorn, founder 
and CEO of New Yr>rk-baaed Brain Re- 
serve, Inc. She ought to know She has 
hdped giants auch as Piltebury Compa- 
ny spot the changing values, needs and 
lifestyles that make eonaunvers favor 
one product over uiiuther- 

There realty is no mystery to predict- 
ing trends, she says. Hy observing eon- 
turner attitudes and actions, small-busi- 
ness people can tailor their produeta 
and services to mwt changing needif — 
even before consumers realiae they 
have them. 

Some of the trend-spotting tech- 
niques that Popcorn recommend* to 
large corporation* could work also for 
Nation** Rtisirivsm readers trying to 
gain an edge in the marketplace for 
their anuiller t'omp&me*, Here art h*r 
suggeatlons for smallbu&inesa owners 
unrl manager-: 

• Read as many current publications 
as poKsibhr 

• Watch At top 10 TV shows— even 
if you have to tape them for later view- 
ing. * They're indicator* of consumers' 
attitudes and valuta and what they're 
going to be buying," say* Popcorn. 

• See the top 10 movie*. They altw 
influence conaunw behavior. For in- 
; ,hiiKv Pnj^orn lias furecasi that bowl- 
ing will be the bottttat *por< [hi- Hpring 
One of the lip-ofTs: In a aefifle in "Fatal 
Attraction," :i lilt movie last fall. the 



H f 1 



mam characters— a young, affluent 
married nm pie— had a good time With 
their Friend* at a howling alley. 

• Talk to at least ltKJ to m consum- 
ed! a year about what they're buying 
and why. "Do one-on^ne mtorriewa at 
supermarkets, on the street, wherever 
you find eoniumeri/ 1 says Popcorn 
"You've got to go beyond your own 
structured marketing reaearch, be- 
cause neporb; are distorting. You've 

to talk to consumers yourself," 

• Talk with the 10 smartest pwple in 
your life. Th* observaliona of people 
whose opinions you value can give you 
another perspective on where th* fo* 
Lun^ lien and how your business fit* in. 

• UxUm to your children. "It f » very 
important to understand what your 
children are doing, what they're bi?liev 
tag and what they're watching on TV," 
says! ]\t\Korn. "The> che'j \k- tremeri- 
douB guides for yoii_ M AL*o talk to their 
friends, who mighi bo more honest with 
v-uii than your children are. ^he says. 

puttlfiD Thos* Trends To Ulark 

Make a list of the trends you have spot- 
ted Write a brief description of your 
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package label ' J Every company that 
has made it has followed this process," 
says Popcorn, 

She Clt£s Ben Si Jerry" fi Homemade, 
too, an ice-cream franchise in Water- 
bury, Vt. She says the company 
"matched on about 10 out of 10 trends/' 
Among them: reaJ people behind the 
name (Bon and Jerry), premium value 
f indicated by a premium. price ) H compli- 
cation of product (mora flavors than 
simply vanilla, chocolate and strawber- 
ry) and concern about customers' opin- 
ions, as shown by the listing of a toll- 
free phons number on the product's 
package. That concern, Popcorn flays, is 
in *tep with the trend toward integrity 
aiiii mjmanixatioii_ 

Consumers sometimes are willing to 
overlook certain drawbacks in a prod- 
uct if it has enough compensating plus- 
ea, Popcorn says. 'Take Lean Cuiauie," 
she say a. "It wa£ quality, heaJth and 
fitness, ^ji jnner. upside, convenient — 
it fit about 15 trends. The only trend it 
■J Kirs' l fit was that it had a lot of chemi- 
cals but it had so much going for it 



that people were willing to overlook it." 
It was al aw *x pensive, she saya, but 
people were willing to pay the price for 
a perceived value. 

Knowing A Tnnd From A Fad 

"You'll know a particular activity is a 
trend when you wee it in many different 
categories and you'll £*Lart to see it 
printed m lome of the more faroul 
preHWH," say?. Popcorn. "With constant, 
monitoring, you just get a feeling thai 
this is something important," 

The difference between a fad and a 
trend i. £ determined by longevity and 
"bow many people are doing it," she 
says* A fad typically lasts six months to 
two year?. A trend emerges uv'^r many 
yean?, The difference bs important for 
SEall-business people to know. 

Consume are fickle about fads. 
Miniskirt* , for example, are In one year 
and out the next A company banking 
on continued popularity of miniskirts is 
playing u risky gam*. But a company 
that tailors its product to meet the 
needs of convenu-nctMninded, two- in- 




come families— a trend that han been 
years in the making— will be in iht 
game for the long run. 

Trtrttfs Far lite 1990s 

A jlfw r.rtmd culled "cashing out" is 
emerging. Some ^, yupp^ea ,, of the r 80a 
are trading hi^h salaries for lower-pay- 
ingjobs they enjoy more, "Under that 
trend there is an increase in charity 
hours ami trying to find integrity and 
religion. 1 ' aays Popcorn. Companies 
wanting to cash fa on this trend may 
find that sporisnnntf charitable activv 
ties boosts public awareness of their 
products or services. 

Popcorn says she also sees a trend 
toward "cocoonlng, 1 ' which she de- 
scribes as "people , . . staying at home 
[after work J and feeling protected bo 
cause they can't handle what's going on 
in the outside world." 

While some people may be retreating 
to the Abetter of borne, others nre fight^ 
ing back "Consumers are getting an- 
gry when they're not getting what they 
have been promised/"' says Popcorn. 
Evidence of the fighting-tack trend in- 
cludes the increasing popularity of talk 
shows like Dpruji Winfrey's and Phil 
Donah tie's, as well as the growing num- 
\wr toll-free phone numbers- for con- 
sumers to express complaints to compa- 
nies. Following up on complaints— 
whether they come by phone or by let- 
ter — i-un be a way for a mmpany to win 
customer loyalty. 

What will be the effect of October's 
stock-market decline? "If the stock 
market continues in tins slump, it's go- 
ing to really i^ j t under these trends and 
frock them in/ say a Popcorn. People 
wflj become more careful iilmul ;-ipemi- 
ing money and will be looking for safer 
invastmenuv. "The stock market is a 
vi*ry a iron £ indicator of what [teoplr- 
were feeling anyway, 1 ' says Popcorn. 
'They're saying this free lunch can't go 
an fftrevW. 1 * 

The trend toward tradition, marrying 
and having .-wldren, siisn i-ontiuij^s tu 
grnw, shr -lavs Um* rvsulr will be im 
inerea&e in entrepreneurial women, 
"Women are going to he the big busi- 
nepa owners of the 1990s." Popmrn [in. 1 
diet*, ' Forty-nine percent of entrepre- 
neurial bu^mi.^^ will be uwm-d h\ 
women by 19S0, They're going home 
again to have their kids, and it seem* 
like the perfect side thing to do is open 
a business*" 

For people mill wilting to brave the 
stock market, investing in disposable 
diapers and maid services may hv the 
sure things they're looking ft nr. m 
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Home Comforts 
Away From Home 



Hotel and ?not£l 
finnchises compete for 
business, offering 
improved services to 
customers and 
franchisees alike. 



By Boh GtdUf 



An around-t he- world trip awaits 
the Ramada Inn franchisee who 
doe* the best jab of pampering 
quests. It'i part of Ramada's 
new Rational marketing campaign, 
"You" re Somebody Special" 

This recognition of a top performer ia 
part, of Ramada's strategy to attract 
not only mere guests but also the best 
franchisee. 

Intense competition in the hotel-mo* 
till industry is beneficing franchisee! 
chains and putting pressure on indej hen- 
dent*, to join chain*. To keep up, fran- 
chisors are offering more and better 
services to customer? ami franchisees. 
Prospective franchisees can select the 
hotel of their choice from the industry's 
varied menu. 

"The lodging? industry is definitely b 
u growth mode/ 1 says Jeanine Moss, a 
spokesperson for the American Hotel 
and Motet Association. Sales in ex- 
ceeded $43.7 billion, Lip from $211.3 bil- 
Hon in 1*82, And 2S percent of thai 
growth was fueled by franchises, 

D tiring ll&ti, the U.S. Department of 
Commerce report*, hotel, motel and 
campjrroqud franchisor* controlled 
0,093 establishments with estimated re 
ceipta of $15.7 billion. The agency esti- 
mated that receipts would reach $18,7 
billion in 1987, an expected increase of 7 
percent. 

Owning a franchise j is a way to own 
a small business and be a part of a big- 
tiusinc&& operation/' says franchisee 
Jim Rrandis. He and hip wife. Ann, op- 
erate u Ramada and a Super 8 Motel in 
Asheviile. N t 

"It's an identity deal/ 1 Bnmdia aays, 
"You need the reservations system, the 
national advertising* the mark e ting, the 
national identity " 

While total guest rof>ma have in* 
Creased over the paat 20 years from L8 
million to $ million, the number trf fndfr 
indent properties is declining. The 
reason la the difficulty in competing 
with national advertising support and 
the "identity deal" referred to by Jim 
Brand is. Add the chains" reservations 
systems, economies of scale, and mar- 
keting program*, and competition for 
the independent hotels hecomes even 
tougher. 

"All the largest chains are fran- 
chisen," »ye Linda Cec*re f editor of 
A iter. Daily Bulletin , an industry 



il tft/a? Kaplan owns a Romada /nw 
atitf a Q mi f ''try hnt on Long hlajtd 
and is con vert wfl n third, 
indjpnvdrnt hotel to a Cmnfort Inn, 



To compete, hemps, "We have to haw 
afiwnehise idmtity. 11 He also Hkm tht 
efficiency of a national reservations 
system. 




trade publication. "They are really gob- 
bling up the market, while more of the 
small independenti? are going to fall by 
the wayside." 

Many independents are converting to 
franchises to survive, Wayne L Kaplan 
and hiri brother*, who own and operate 
a Ramada Inn and a Quality Inn on 
Long Island, have felt the pinch on 
their third hotel, which had been inde- 
pendent. It ia being converted to a Com- 
fort Inn under the Quality Internation- 
al umbrella. 

"We ran the numbers and decided 
th»L we had to have a franchise Identity 
for our independent/' Kaplan says. 
"People who rum.- n. Loru< Island are 
not just passing through. We are their 
destination. To get their business^ we 
fee) we have to he a part of a national 
reservations By* tern " 

Advertising support ts crucial for 
success in the lodging industry, and the 
extent to which it ia supplied by the 
franchisor i» an important consider- 
ation in selecting one. Hays; franchisee 
Kaplan. 

Consider Embassy Suite*' recent use 
of the carrion cat Garfield to tout the 



theme, u You don't have to he a fat cat 
to enjoy the suite life. 1 h 

In the flrtt eight weeks that the com- 
mercial was aired, the average weekly 
call volume to Embassy's reservation 
center increaaed fiS percent. Embassy 
spent Sffi million on advertising in 19Mti 
and upent $10 million in l&tff. 

Sophisticated, computerised reaerva- 
tten systems can help franchisees gain 
an edge in the industry, Ramada pre- 
dict* that n new reservation system P 
Roomfinder HI, will increase annual 

<;i\ry. Il\ nlJU.WN pj<im night* JUIli 

boost revenue by $30 million 

Other hotel chains are marketing 
themselves to prospective franchisees 
with a promise of flexible franchise 
agreements. At Friendship Inns, "We 
allow oar individually nper.ited m..i.-l- 
to be run in the beat interest* of the 
franchisee- rather than the franchisor," 
says Friendship's. President Al Obhan 

Once aboard, franchisees wifl still be 
deeply involved in marketing, Says Jer- 
ry M union, president. i?f Ramadan hotel 
group: "Investing in marketing today ia 
essential to busmenae* that want to be 
here tomorrow." V 
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MAN! AGING YOUR BUSINESS 



Entertaining 
A Tax Deduction 



Entertaining clients can 
be SO percent tax- 
deductible as long as the 
expenses are businesslike 
a mi fit lit/ duai men ted. 



Hy Silt atnstatrt 



When It comes to business erh 
tertaininfi\ Bays Rot* Layton, 
sates manager for CG. Trigg 
& Son, a food brokerage in 
Tampa, golf miiiches and lunches are 
hig hiy effective. 

The results of those activities "are 
Invaluable to our h tidiness. 1 1 be saya. 

But Layton bis*' fnifihiihizeti: "Our 
clients fully uuderatatsd our intentions 
We're not out to give them a free fide 
because we love them; it's because we 
want to get their business/ 1 

That no-nonsense approach to the 
complex— and often controversial— 
subject of business cnterljdning embod- 
ies the critkal standard for the tax de- 
ductibility of such expenses! a direct 
and demonstrable business purpose. 

The deduction ha* withstood many 
yeans of accusations of widespread 
abuses and demands that il be climinat- 
Thr- allegation [Ji:it the TLiX laws en- 
able business executives to write off 
recreational cx|j".tj^i> Ls* been a staple 
of the opposition tci the deductibility of 
business entertainment 

But tlit? view of appropriate enter 
tin foment as a legitimate business ex- 
pense has prevailed, albeit with addi- 
tional limitation*, imposed by the 1966 
Lax-reform ;u:r. Tbi! mosl notable the 
reduction of the deductible amount 
from 1(KJ to 80 percent of the cost <rf 
bus EneA a meals. Been us* of those 
change*, it is important for business 
people to be up-to-date on current rule* 
governing husinesFt entertaining. 

Basically, business entertaining, 
don* counties* times in various ways 
every workday, must meet certain stan- 
dards and rt^nrdk^pirju requirement 
for federal-tax deductibility, A business 
person who knows the rule* and exer- 
cise* sound judgment can achieve a reli- 
able understanding of the kinds of en- 
tertainment expenses that the later™ 
He venue Service would decade are le- 
gally deductible. 

Some people view tmtertaming-HfS- 
perialty when it looks excessive or un- 
Meejsary— as a tax-dodging game oc- 
casionally played to unethical excels 
Hut fur n y men and women in busi- 
ness*, entertaining is n necessary and 
lawful business tooL Tbe company may 

BUI ChwitMtt a frrt-ltinte writer in 



For many num and ux>t»rn< 
entertaining is a awful and wen 
m'n-/\Mtrtf ptirt of conducting 
bu*bl*8& A company that incur* a rt 
ettrvrfttirtfneaf ryprttfu; such ft.* fhi' 



cost of a busintm meal trtay MUM out 
ahead by acquiring ww client* or 
ko:ptt\\f hnfftimt f am* t tiers h tippy, 
but rawly does it lane m long ojs the 
expense » indeed deductible* 




corny oui lihiM U ;u-i]iunn|r new 
en is or keeping longtime customers 
happy, but rarely doe* it lose as long as 
tbe expense [a indeed deductible. 

Determining what kind of entertain- 
mem expense is deductible can be diffi- 
cult- A key factor is Intent, says Bit! 
FerretL a partner with the Tampa ac* 
counting firm of Darby, Sheahen, 
Weiasman and Morgans tern, "The * 
sue ts whether the expense* incurred 
while entertaining qualify as ordinary 
and necessary business expenses.'' Per 
rell notes that to claim an entertain* 
nieni deduclkui you must have "reeorfs 
to substantiate your entertainment ex- 
penses. You can't estimate them. Y« 
nave to have actual validation, nr the 
LRS could disallow the deduction. " 

Even those entertBunment estpeiutes 
thai are deductible are still subject to 
limits — the 80 percent rule and the 2 
percent requirement, 

Only Hf) percent of bKuin£4«-rehied 
rriL-LiI:- u - niertainment expensei are 
tax-deductible, The limit is applied to 
tiiFf person who ultimiil^ly |<aid the bill: 
if the employee paid initially and was 
reimbursed by the employer, then the 



employer <\u daini p- rc- in : s > \U 
ductible expense. The limit also applies 
10 aelf-empW«d person* who Incur en- 
mnainment expense^ 

The 2 pewsent requirem^nr means a 
person cannot take a miscellaneous de- 
duclian— which includes unreimbursed 
entertain menl expenses as well as oth- 
er expenses —untJt the total of auch de- 
duetkmn tor the year is more than 2 
percent of His adjusted gross Income. 

All busineas-entertainmpm expenses 
mutit meet the Internal Revenue Ser- 
viee'b requirenaetit that tiw-y were *'dt- 
rectiy related to" or "associated with"' 
\hr ennduct of business. Moreover, d*> 
ductions are not allowed for what the 
I [IS terms "laviah or extravagant" eti- 
teiainmenL The IRS provides no spe- 
cific standards for detormining what 
would be considered "lamh or eictrnva- 
ganL" But it does say that deductions 
are not disallowed just because the ex- 
penses are incurred at riUy restaurants 
or because they Involve first-class »o 

r.U-lNi.. !-i.r |, ( , vr i i;j> 

Jfl the absence of definitive guide- 
lines, tax advi&er* suggest that huai- 
neas people are capable of determining 
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reportable cost level* that would avoid 
chul lunge. 

Another important consideration is 
t|j^ IRS require merit ihni an entertain- 
ment expense, Id be deductible, be in* 
curred in a "clear business setting, 1 * 
Some examples: 

• A hospitality room at i convention 
where bo a joes* jroodwiJ] i* created 
through display of or discussion about 
l>u*ine&£ products. 

• Entertainment that has the main 
effect of a pnee rebate in the aale of 
your product*, such as occasional free 
meals furnished to a. wholesaler's, or a 
retailer's reffular customer. 

• Clearly business entertaining un- 
der circumstance in whkh there is no 
meaningful personal or social re[£iLir>i]- 
»hsp between you and the persona en- 
tertained. 

The IRS has defined aevera] places 
where conducting business or contact- 
ing new clients tfi unlikely. One iuch 
place might be a football %htm% where 
taDcing about buaizieaa could be diffi- 
cult. Nonetheless, the IRS says yoti 



i France will host 68 major in ter- 
□alioaai trade shows during 
1988. Al each one- American 
visitors and exhibitors will 4 
discover new opportunity^ to 
buy, sell, learn I he latest, make 
valuable con tails, and generally 
slay competitive in an increas- 
ingly global markHpLire 

t Whether your bu fin ess is 
hu use wares i ir Fashion. elec- 
tronic* or aeronautics, ma- 
chinery or food technology, 
Ihere is a show that highlights 
your Industry— and provides I 
glimpse into its future. You II see 
I be most recent products and 
meet ihe DHRM interfiled partus 
companies from all over the world 
looking for internal tons] trading 
partners 



may prove otherwise by showing that 
you did engage in a substantia] busi- 
ness discussion before or after the 

T he key to a valid entertainment 
expense is that it is related di- 
really to boa mess. But this can 
often he liifficult to establish 
with certainty, Underlying the famibar 
question* "Should I take the deduc- 
tion? 1 ' are two others asked more anx- 
iously; "Will I be doing something ille- 
gal* Will r go to fail for it?" 

You can test yourself on the validity 
of your expenses by posing a few ques- 
tional: Was the transaction of hnsim^ 
thv <T:iitr[ji foe as. uf ihv entertainment? 
Do you, u the oi]e who paid the enter- 
tainment expense, expect to earn in- 
come or other tone fits in the future 
from those you entertained? Did you 
engage in business with those you en- 
tertained while you wen? Entertaining 
them? 

If yon decide that the entertainment 
expense is a legitimate tax deduction. 



FRANCE 



INTERNATIONAL TRADE 
EXHIBITIONS IN FRANCE, INC. 

West 4Gm Street ttow York, W 10018 
1720 




you have to moke *ure yon have the 
proper doc u men tat ion to support your 
claim, 

Keen adequate records. This [a criti- 
cal: You must prove your entertain- 
ment deduction* just as you must prnve 
thane for transportation* travel, meals 
and business gifts, So yon should vali- 
date entries in an account book proving 
the entertainnif:ni vxpenee, 

Receipt* are normally the best evi- 
dence to prove Lhe amount of an ex* 
pen ne. But documented evidence show* 
ing the amount, date, place and reason 
for the expense ia generally adequate, 
as is a canceled check. The IRS notes, 
however, that the degree of proof vnr- 
k& according to the drcumsuinces in 
each case. If the buHiness purpose of an 
expense b clear from the surrounding 
eireumstana'H, ;> written ex pi [million i.s 
nut required. 

En general, the IRS has tightened the 
ruies, but business entertainment with- 
in ihusi. 1 ruli>t- r-uii.ir.iM-- ?u ijuulify a* an 
"ordinary and necessary" expense of 
doing f iiJKiriHSH 



Paris Is Gticid for Business 

T Most exhibitions lake pl.nr in 
Paris, (now the trade show 
capital of the wurkl), and are 
often an industry's largest 
iinnusiL ox biennial in re matin rial 

i France * intematiottaJ trade 
i^hibilions.liirnpanirf>rh;^*.n r 
p wnn t know what they 're miss- 
mg. (Which is just Tine with cnn> 
pelilor* who do make the trip.) 

i To find out whai you may be 
missing, rail or write For your 
FREE, rompreh*n*i\e lis ling 
of all the 1988 evhibitiimci. Il 

ciii Id he .1 very profitable 
request 




You don't have to be 

a financial genius 
to weigh your options 




\\ <i CerMicato o\ De- 
posit you hold is com- 
ing up for renewal 
Chech the figures care- 
lully Renewing it 
automatically could be 
a costly mistake Thai's 
because mo si new CD 
rates are sigrnlicanhy 

lower than be! ore 



Just call us before you renew a CD. 





MjuriH frlmrl 
gUMff ChiSB 

I30n BM-giea 



Before you renew, 
LB Ik to one of these New 
York Life Agents about 
3 Mew York Life Smgle 
Premium Retirement 
Annuity * These annui- 
ires currently pay a 
competitive rate of 
In addition, 



i nlfl rest 
I hey offer important 
benefits CDs can't 

match; 

One of them ?s tax- 
deferred growth, Under 
current Federal income 
lax law, you pay no 




furrfvilli 
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Owe Hick Gttld 
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laxes on i he money your annuity 
earns until you withdraw it This 
means your capital can grow up to 
twice as fast as M would in CDs, most 
money market funds, or other cur- 
rently taxable plans 

Rdum kifitmh A New York Life Single Premium 
^rement Annuity gives you a 
choice of withdraws) options along 
with a monthly retire- 
ment income guaran- 
teed lor life And there 
is no up~lronl lee so 
more of your money 
goes to work earning 
interest fight away 
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Ask one of these New 

York Lite Agents lor 
detafb and ail ihe 
benefits of transferring 
your CD funds to our 
mcome tax-deferred 
Single Premium 
Retirement Annuity, 



DeLirjr ah P floutihtl 




□diLuH Wright 




luuMl by Now tork Lit* rnaumrtcM And 
Annuity Corporal icif>. ■ UfHAworo suiwdnry 
cil M«w ni Litis Inaumnr-fl Company 



Get the most out of life/ 



SEVERAL OFFICES 



CHEVY CHASE GENERAL OFFICE 

Mil hii-c MlttO 



MtTflO GENERAL OFFICE 

□oil m&Gti 

SILVER SFflING GtNI-fl AL OFFICE 



FAIRFAX GENERAL OFFICE 



NO VIRGINIA GENERAL OFFICE 



WASHINGTON GENERAL OFFICE 



Business travel has its rewards. 




INTRODL a\(j I I IE LOEWS FIRST 
FREQUENT TRAVELER PROGRAM. 

At Loews Ht JteLs. we know how Iiard you 
work. We think you deserve something extra 
for that 

So now you con earn a fret- weekend at any 
l/X: L w^ [ iolel wtiL'i i v. jL3 spend .1 loEal oHificen 
iiijJiLs* with us within rwelve months of receipt 
of your enrolment 

And ;i> l xduMvc U inu> En American 
Express* Cardinembers, when you enroll in the 
program aini use the Card to pay for your first 
stay by August $1, I9B8. you II receive credit !■ >r 
five nighls Automatically. 

VPhafs mure, Loews First features benefits 
for you and y< >ur p wnpany; like guaranteed 
reduced room rate^ Express check-in and 
check i iur I parade 1 * jnd Lite cheek out when 
ever possible. All amid Loews dirt inguished 



ammimodatiorfr— each hotel distinctive in us 
list.i1 JiaiKv, -services and facilities. 

Then theres the American Express Card, 
ranked best by frequent business travelers ft >r all 
their business travel and entertain mcnt needs. 
One gOOd reason: Tlie American Express* Card 
Assured Reservation ** Simply call and xsk for 
Hie, iind your room will lie waiting tor you until 
check-* xi t tlie next day 

1i> enroll in die Ukws First Frequent Trawler 
Pn jj^ram. fust visit a I i )ews lis tfel. Or cal I 
I-80a36WJOEWS and ask for an application 
Once you Veen rolled, remember U> u-sc the 
American Express Card each lime you stay 
If you dont already have the drd, you can 
pick up Lin application al am Ij.k'WS I iotd 
Or call i-HOO-'niE-CARD. 

Tlien start packing. 
And don't fbijset to bring 
your sun The kind you 
can wear in the pool 



8? 



u u 



The American Expra-ss ( jnl. MeinlH-rship khitsjmvilegcs. 



Loews Hotels. Tlie Smart Choice 

ttalUs, kjews- Aruifole, Denver, Loews Gim*jtk» t Frcndi Riviera, loews U hfcipcwle. Monaco^ Lpcw* Mhnic Carim New Jkmey, 
<.'.bri|kMriit* New Y<**. Hh- Kl^u-ih jimJ Lucks Suunrur. Pmdh bland, Lucws Hart* phi Ctw: Quebec Ot>v Loews 
Lc Qiticufik?. TUeacm, L Venuru Cany m. Wtishinjgutft. UC, Ujcw* Llinfani PIuel 



jim n i'i ii iuh fir i ji il k'Llt-U In d 1 1 in m.-l cinw- 1 in 1 \v h € vi «nr arrival < »| ji rri kK rcj^BlP I 
or km Will be dwflflJ »f It* fwm rngta't wif- Be *u#c jsk for » trntaHl**^ number C I ^Wl American "tapf e*a Tf»wl Kd jink Sci^ilct tkmpiny, Int 



NatJOTl'* ftuKLILHkM MkJ'F'll LHt* 



SPEC! A! BEPflflT 



Sell Overseas 
At Trade Fairs 



Biwinrsxwjivd that 
exhibiting at trade- fail's 
abmad is a quick, 
sensible way to break into 
foreign markets. 



ft# Shim (ioiob 



m ™ Graphic . i in ■ f R<:u<l n j. Ma**., 
la ho wed its products ai a 19SS West 
I German trade fair bilked m "the 
I world'* largest priming and paper 
extravaganza." 

The company was just 2 years old at 
the time, and had 24 employ ees produc- 
ing its edor-veriiication equipment for 
jiULtfLLKiiii-:: w : - papers As u r-jsijli 

of its exhibit at the Dusaejdorf fair. It 
received an unexpected order for a 
5125,000 unit* nlonjc with considerable 
interest from prospective customers 

: l 1 1 ■ I ilgentS. 

"The response was greater limn 
tuid anticipated, both in (ermti of i^uaJi- 
ty end-ujMjra— the people who actually 
ended up buying unitfi frnm u* — and 
the/ folks that wished to repre^mt us 
around the world/' says Tad Thomp- 
son, an Iria Graphics executive. TJtt- 
company has since grown to 40 employ- 
ees and haa more than doubled its 
aaJea, which now exceed 12 million. 

Bam fit i ^ rant of that salos growth 
L*an be attributed to overseas buyers 
who lined up at the Dusseldorf ahow, 
Thompson say*. He adds that atUl more 
sales art- scheduled from four overseas 
manufacturer* that plan to use Iris 
Graphics units in connection with their 
own original equipment. Alsu as a re- 
sult of the show, he say a, "We now 
have a network of fix distributors in 
Europe-" 

Tile company's strategy of utilizing * 
trade fair to find markets demonstrate* 
the extent to which such shows can be 
fertile- ground* for cultivating new cu*- 
lomers for small and midsized busim''!**- 
es. 

"For American businessmen, a trade 
fair nan mean cutting entry time into 
exporting from six yearn to six 
months," says Dirk Meumtnn. N* w 
York-based spokesman for the Dusael- 
dorf Trade Fair Organization. 

Mountain Computer, Jfie^ «f Camp- 
bell, CaJif.. is another example of a com- 
pany that accelerated its growth mi I • 
wiatitiallj Hirivu^ii irude-fwir 
participation, The company make* data- 
storage subsystem* ami other up- 
^r;Ldi -s IV. r J KM and tHM *om|wtihle 
microcomputer*. The firm's sales have 
grown to 4S0 million a year from SJi 
million in the year before it first 
exhibited at the computer and Informa- 
tion technology fair in Hanover. West 



Ma rt y smalt and midmitd US, 
Gompawieflfittd that at oivwea* tratfr 
fairs tfwcA mr thr EUROS HOP S? in 
DuMeldorf, We&t German}/, nearly at i 
fAc buvuiMs peQpte who attend AaiY 



ardi-r tmokx in hand. Exhibiting rtm 
cut a\ U.S. jirm f * entry h'mr into 
*\r jut rt in $ ftrutt n -u \tffir,s to sr.r 
month*. 




(iermany. Just how much of that *a!es 
increase in just three years came from 
■overseas? 

Thirty five to 4tt percent, the com pa 
tiy reports, 

Some trrnU^fjiir organizer* in VVewl 
Germany , t[te of many of the world's 
principal trad*- :J.-.v.-. report that finit- 
time participants from the United 
StPtei have sold as much as one quar- 
ter In one third of then* annual produ^ 
tion during just a few days on an exhib* 
it rliinr 

While iypieatly "nty 20 perreJM "f 
Hi i we ELtiwNitiny n L.S, trade ahow have 
traveled n dLstance jjreaUjr than ft day's 
drive, many frireipn trade fairs attilMit 
AO to -10 percent of their attendees from 
il.k-r fuuiU.rk'iii 

A majnr ;idvanu^ of exhibiting 
abroad is the proapect of making *aU»- 
Wfjlle 60 ta T<* piircent of the busine&a 
viaLtom at U.S + showa expect to pur- 
chaw an exhibited product within two 
months, nearly 100 i«jrcent of busuieas 
pi.T-:(iti5 :i! f^r^ijfn fmr^ w hny^rs wiTb 
order books In hand, or disiributon* 
bokin^ for products that can be .^jld In 
Mi- I 'ititrd ^Liiten. 



"M«t mo at the fidr" to the message 
tliat li. cumpaniet looking for difitn'li- 
utDrs should send out hie fore a fair, 
say* Philip LHfc. president of the Reed 
Exhibition Companies of Stamford, 
Conn, 

MafKng Itea of pitmpecfJve mrtarunh 
tors In a trade fair T 8 country rain be 
obtained from show organisers or the 
U.S. Department of Commerce. 

At the fair. Ullo says, an exhibitor 
should display u *\gn welcoming inqui 
riea al)out dmtributorBhjp, Ullo's com- 
{Mny, through its Cahners Expoaition 
Group and its Industrial and Trade 
Fairs operating units, lb thi? world's 
largest producer of trade and Gonsumer 
exhibitions, 

Jerry Kail man k whoae Kallmau Aaao* 
ciates» in Ridge wood, NJ„ is one of 
America's leading promoters of fairs 
oversea*, Ke has obs^r\'«i thiit 

American exhibits>rs have an advantage 
abroad "Americans are known as be 
mg un tht i cutting edge of technology/' 
he says, and foreifrn fair manager* fa- 
vor l\S. exhibits because of the atten- 
tion they attract. 

Kali man explain* that "Americans In- 



Sell Ovefstai At Trade Fain 



mem flFPORT 



Jl £># powerful graphic*, powerful 
eohru and an trite 1 resting design 
element to make your exhibit sttiu.d 
out, "advise* Kathy Kyros f a 
marketi ng mannyrr with Outline 



N:mnn'H Basinis* March 

Visual GommumcatiQm of Canton, 
Mass "Studirs hare shown an 
exhibitor hm only one ami a half 
seconds togrt a passerby to stop, M 



variably get & favorable location,, given 
that the application b submitted early 
goaugh to allow the show manager to 
exercise this kind of di=?creuuri " 

Yet became of their huge and homo- 
geneous home market and because of 
the mixed reputation of some trade 
shows in the United Stares, American 
companies huvt not been as aggressrve 
a* their counterparts abroad in seeking 
foreign markeia, :±jhJ tbtiv have not 
been as committed to trade-show mar 
Iceting, For uxmnple. whfte European 
companies earmark an average 38 p&r- 
cent of their marketing budget for 
trade fairs, the comparable figure for 
y S. rim is i.i 2fi percent. 

Also, chief executive officer* of Eu- 
ropean companies consider it part of 
their jabs to work the trade- fair 
flows — albeit from private rooms be- 
hind their companies' displays. Their 
U.S. counterparts generally stay away 
from trade-show displays. 

"Bayers won't buy what they don't 
see," says U.S. Rep. (Jean A Gallo iK 
SJj r who advocates foreign trade fairs 
as the way to g&t into exporting. New 




Jersey spends $430,000 a year on 
booth* at foreign fairs. A New Jersey 
co rn puny can have its own representa- 
tive ut the state booth or pay SfJKl 1 to be 
represented by a state employee, 

Mounting your own exhibit overseas 
can have disadvantages, of course. Dis- 
patching exhibit materials and repre- 
sentative* abroad can be rostfier and 
more time-consuming than sending 



What is a Best Western? 




them to a trade fair in the United 
States. 

In addition, when you sign up for a 
trade fsur in a foreign country, you may 
not be able lu le;irn as much in advance 
lihuuL prospective attendees as you 
could learn afo?ad of time about an 
American trade fair The reason to that 
privacy laws in Europe are stricter than 
those in the United Suites. 

A company thinking of having its 
own booth at an overseas fair should 
not make such a decision before having 
a company representative visit the fair, 
say* Edward A. Chapman. Jr., author 
of Sxhihit Marketing, A Survival 
Guide fir Manapvnt [McGraw-Hill, 80G 
pages, £19*95), 

"If you can afford the time— and the 
Lime may be more critical than the air- 
fare"— theft make the trip, says Chap- 
man, to determine whether the fair is 
one where your company should have 
an exhibit 

You have to take ynur prodfcirt to the 
market where you want Lu wlJ, trade- 
fair promoters say P because you can't 
bring the market to your product* 
Trade fairs have brought buyers and 
sellers together throughout history, 
says Bob Dallmever, a former head of 
the International EjfhibiLrjrs A&Rocta* 
tlon. Legend ha* it, headde, that "Nero 
bought his nddl^ at one trade fair, and 
Hannibal traded up horses for ele- 
phants at another/' 



The right place at the right price, 



Make reservations at any Besl Western, 
see vour traveJ agent, or call toll-free 

I 800-528-1234 



INDEPENDENT 
WORLDWIDE 
LODGING 
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Learning About 
Overseas Fairs 

Tii learn more about trade fairs abroad, 
you can read two books that are bibles 
of the business, contact two trade anno- 
eiathns whose mission la to help, and 
attend the trade show for inhibitors. 




The books are the Afsivi Directory. 
probably the most complete directory 
oT trade fsurs around ihi- world, ihi- 
International Exhibitors Handbook, 
which comes in & three-i-ino; binder so it 
ran he easily updated- 

Hubltmhed in Frankfurt, West Germa- 
ny, the M&A Directory does more than 
list nwtingR and exhibitions, It con- 
tains Information that will help you de- 
cide whether to exhibit and whom to 
contact for still more information. The 
J/iivl Ihntrtitrtj i-Jili to? bfiufchl in the 

United Stales for SI 15 from the Trade 
Show Bureau, P.O. Box 797, East Or- 
leans. Mass. (12643, 

The Intmmtmnal Exhibitor* Hand- 
book is published by the primary U.S- 
trnde show association, the Intemiitioiv- 
al Exhibitors AittDciaLion (1EA). &IQ3-B 
Backlick Road, Annandale, Va_ 220Q3. 
The Handbook is priced *t $135 for as- 
satiation membeni and UBS for nun- 
members. 

The Handbook provides all the infor- 
mation you will need to beftiti fij-x-hibit- 
bfl overseas, including details — down 



to electrical specifications for your 
booth— on 94 major exhibition halls 
abroad. It even lists average taju fares 
from airports to downtowns so you 
won t be cheated on your ride to your 
hotel. And if the Handbook leaves 
questions unanswered, it gives infer- 
mation un where you can find those 
answers, including magazines and 
newsletters. 

The IRA. which publishes the- Hand- 
book* also sponsors a trade show each 
summer with two dozen educational 
sessions and 3,000 exhibitors displaying 
their ware* and explaining their *er- 
vice*; they are exhibitor* showing what 
they can offer to potential exhibitors. 
Like directories of directories or associ- 
ation* for associations "Th+- TruoV 
Show About Trude Shows" is just that. 

(just, there is the U-S. Department of 
Commerced Overseas Trade Certi&cm- 
tion Proflram, You may draw some of 
the help you need from its vast store of 
trade data, its myriad publications and 
its numerous bureaucrats 

Remember that an exhibit is a perfor- 



mance, and the mien of showmanship 
apply* Play to your audience, "Studios 
have shown an exhibitor has only one 
and a half seconds to wt a passerby to 
stop, Keep thing* dear and imd ut- 
tered; yet use powerful graphics, pow- 
erful colors and an interesting design/' 
says Kathy Kyro*, I marketing manag- 
er with Outlln* Visual Communica- 
tions, of Canton, Mat*. The firm de- 
signs a?ni prod ore* exhibits. 

To save shipping costs and make sure 
your exhibit meets overseas specifica- 
tions,, you can r&nt or build Large parts 
of the display at the site. 

TW1, Inc., of San Mateo, Galff , coor- 
dinates the transportation of company 
limratuiv m br distributed and prod- 
ucts to be displayed at trade fairs 
abroad. An overseas company that de- 
signs and builds exhibits is Gilts pur. 
Ltd., has^d in Windsor, \wnt I^ndou 
GUtspur has offices in Chicago and 
Pittsburgh, 



To order reprint* of th i* 

nritriw M't' pay JJ. 



Use the right sales tool and your market 
will come to you. 



Your marketing efforts arc losing tahmblc 
momentum without ihe proven effectiveness uf irwlc 
shows and exbibition*. 

The Keed Exhibiiion Compan 1 *^ through u* 
orBsnian* .umpanic* CEG and ITF — tlw larjmi aiU 
most experienced show managcincnt ^gmmtXm 5 » lw 



world — can help you renin and sell cxiitiag or nth new 
nwfcclt worldwide. 

Wc create an environment thai bring* qualified 
buven and sdtm together under the hca* possible 
circumstiiicc*. We help 41.000 rutfciihiinn rTlc^ivelv 
11M-J1 inuT 6.5 million vKilnr* as nv(v r l^" r.vhihlHMss 
wurUwui*. We ofKiiriiw vhuWHUiJUsophi^iaicajfrowih 
industries m& work wilh nuiny ^ociauon* in creating 
and producing shown of every kind. 

h\Ki>crui' JitJ pru^crj. mca-surahfe neiultH, Ui\\ or 
wnrc ii id j\ 
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EXMlBi nON 



Setting The Standard* of F.xccUenvc 



1 , mi 
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Collect Your Money 
Faster ... and Easier 



with 



The Telephone Collection Package 

Two popular, cash-collection tools ■ , . proven 
indispensable to thousands of successful collectors and 

business owners every day ! 



Learn how to plan the catJ 
how id gel ihe person you need 
to . . . tow lo develop your col- 
lection voice and rnucft more 
A 45-minule cassette tape trains 
your callers, a flip-charl flesk-lop 
easel provides inslant responses 
10 any objection such as "The 
check is in Ihe mail/ 1 




Order NOW - - within 60 days 
ol this issue — ■ and receive TWO 
FREE BONUSES. A handbook on 
telephone collecting from experts 
in many businesses and a 
pocket-size book, "101 Tips and 
TechnrQues To Improve 
Collections/ 1 
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Mail this coupon or call today- Dun & Bradstreet Business Education Services. 100 Church 
Street. New York : NY 10007* (21 2) 3 12-6668 (Code: 814NB) 

YES, I want to receive both the audiocassette tope and Telephone Collector's Flip-File lor only 
S80. (That's $23 off the usual price of S1031J By ordering within 60 days I'll also receive the two 
free bonuses described above, 

□ Tape plus Flip-File @ 560.00 
Audiocasselte tape @ $51. SO OR Telephone Collector's Flip-File © S51.S0 
□ Check enclosed Bill company 



NationsBusiness 

Prodlirrd hi 

Dun & Bradstreet 
Business Education 
Service* 



Name Title. 
Company— 
Address 

City. — 



, Slate - 



.Zip. 



h -.rttB-inrrr tint * rm mmtfmft 



CJrtfo Hfc 101 (Hi tmm MMOl Card 
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SPECIAL REPORT 



Franchisors Show 
Their Wares 



Business beginners find it 
useful to examine the 
opportunities on display 
at trade shows featuring 
franchises. 



Hit Sunn/ !,. (Wr/t 



J 



oyce and Lou Yzmzza, of Yard- 
ley, Pjl, suffered from empty- 
nest nyndrome a year artel a half 



Twci r.f iheir suns had left lnmn\ and 
the third was about to enter college 
Joyce, a housewife, wanted ft project to 
occupy her lime. Lou, an engineer for 
Mobil Oil. wrun>i3 w \imt\ \n\i\iXv in Mull 
project in his utT-htmrsr- 

They found their proje^i at u -i- 
show for business franchises. 

In March the Panoz&oa expect to be- 
gin filling their empty- ne*t hours by 
selling unfinished furniture. They 
benight a Naked Furniture frumihwe af- 
ter discovering the company at a \rtu\- 
show in Philadelphia, 

The Panoi7 i os are among the many 
men and women around the country 
who have decided to become busmefl* 
owners after carefully considering 
what they saw arid rm&rd at franchise 
trade shows—and at frnnehiacms 1 f ol- 
io w-up sessions nfter the shows. 

Such nhr?WA - ^1Fc- j- ..j^ii-irlunitii.':- Lmt 
nearly every interest and budget IW 
spective FnoiuhlsGfls can shop around 
for businesses they might like, collect 
linndoul material* mid arrange t" mu< i 
later with company representative*. 

A trade show is J, A good place to start 
when you p re tooking" at franchise poa- 
a ibi lilies, sayi Joyce Pbiwssoo, She and 
her huib&nd wisely kept a checklist in 
mind when they went to the trade 
show, "We were interested In a busi- 
a^s that would involve my husband 
and me and possibly all three of our 
sona." she stay*. They a!ao wanted a 
franchise that would build on their love 
of woodworking. 

After gathering material* at * num- 
ber of booths, then taking: the infer sun 
tion home and di Resting it thunHijjhlv, 
the VtLnozzm narrowed their swarrh «<> 
three friiiu'hLsi^ iu-fun- Lh^y derided on 
Naked Furniture. Their close examina 
tion of all the information, Joyce Pan- 
WW ways, helped them better under- 
Aland the haziness before contacting 
franchise representative*- 

The Panoj&stos spent over a year 
learning about the Naked Furniture 
franchise before they «t up shop. They 
visited the company's head quartern- in 
Rochester* N.Y.« and came U> know tfei 
people who would be providing them 
with support servteea. The PfcTM) t j9f 



also talked WTO other Naked Furniture 
fmnchiriee* 

1 I f we hadn't une to ibe trade show, 
we never would have known where to 
start shopping for a franchise/* say* 
Joyce Pauozzo, "'It also helped u* reul- 
ise that, having never run a business, 
we would iwd someone to jruide us/' 

What To Do Alter The Show 

Attending a franchise trade ehow can 
be werwhelmisg and even confusing 
"When you uo lo a trad*- shnWp you've 
got so many people Crying to self you a 
franchise that after yoa walk around 
for two or thrw hours, they ail sound 
good/' »jra Riqtiard Pilchcn r director of 
marketing for Subway S&ndwkhe* and 
Salads in Milford. Conn. 

Since representatives at the booths 
generally have Httlo Time to spend with 
individual iir"hp^cl.ivt frrmchisees dur- 
ing a show a busy daytime hours, they 
may make themselves, available later 
for individual t*r proup meetings. 

A useful way to learn more about a 
franchise is to attend meetings or semi- 
nnrs offered by fomjjffcnies that interval 
you. Utually pre^nted in the evenings 
after show days. seminars enable pro- 
spective buyers to u sk in-depth uuew- 
(foot and to learn whether they may 
qualify for ownership, 

Subway, fur instance, nhowss a 10- 
minute \ideo, then conducts a divciia- 
siun about ftnancmg and the advxm- 
ea^M iknd disadvantagM. of owning one 
of tie franchises, Subway's seminars 
typimlly I lim two or thrw hours. 

At end <>f iht- heminar, ftays P0- 
rh'-n. pro^]..i.M'tivi- frunrhiHt'i'h aix- pvvn 
a disclosure document, which shows the 
company's truck record, Thase whi- n!- 
iend the .seminar may also tit out frnn- 
ebiie applicaiionb. T?ie*e are reviewed 
Inter by a Subway ftochiae-deveJop- 
ment agent, who determine* whether 
the applicant qualifies. An application 
does not become an obligation to buy a 
t'riiiu'bihe, 

"By the time t>eonte leave our semi- 
nar Mchen says, "they have a very 
dear kfea of wJiat we're all about" 

Stow Onto* For vaflfl 

Here is a schedule of World of Fran- 
chising Expos for luftg- Organised by 
the International Pranchise Association 
(IFA)p they are the only large trad* 



shows restricted to franchise eahibh 
tor*, Admiaafan is 9& [#r A*Y 

March Pasadena Center, Los 
Atigelea 

March INFOMART, Dallaa 
April Hynea Convention Center* 
Ri 1-1 1 hi 

Kay Valley Forge Convention 
and Exhibit Center, Philadelphia 

Auffuet 27-28» Holiday Jnn. O'Hare, 
Chicago 

September 24^25, Civic Auditorium. San 

Francisco 
October tervnntes Convention 

Center, St. Loula 
October 4 2»^J, Atlanta Murk* L 'Vulcr. 

Atlanla 

For more mformation, Contact the In- 
lernation&l Frawhise Association , 1350 
New York Avenue, N*W„ Washinirtan. 
D.C afJOOS; (3021 m - . « 
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OVER 1.100 FRANCHISES 
CUHRf NRY OP£RATINS 

- lorgesi ond toslesl growl rig 
janifQfKil franchisor 
oceottilng to venture or«d 
Enlreorsnetrr Magazines 
tow inveitrneriT - 
$10-000 to 316,000 
Stable- Cleaning inaujtrv 
NalionaP imaga 
Full Trolning and 
Continuous Support 



JanMClng Intfltnational, inc. 

4B50 Kuliif Seringa Sum 1» 
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Together we can keep America on top. 

Join your col leagues tn the Nations Capital for this important election-year meeting. 



Scheduled Hnkmt Incfudo 



* 3 Action Foajitol: 

■.Vrmrq ihf? Legjsl.ilive B.lttttfs- H 

* If 6 tojr Business" V/id«0 Tapirs 
Th* flaagan Y^tirs An AsMSsnront 

. And Wh$™ Do We Go from H©r*r 

* 3 Action Fonjma; 

'A Commrtmeni to Organization Excdtonte 

* pQtnm re Bneflng: 

The Gtraiieng* of iho Ncvofntoor Elections 

* Fetfsralion Lunctveort 

Keeping America on Top — The RoJ*i 
of Education," 



• Fedofation Breakfast and flap Session 

• Constitution HnJI Pageantry 

* Hacepiion In Headquarters Buildihg. 

# Dinner Dance witti Pianist Composer 
Marvin Hamnecfc and angar SNrtoy Jones 

Cafl or write lor Registration Information 

f9Bfi Annual Mwytlng 
U.S. Chamber of Commerce 
16IS H Street, N.W. 
Washington, D.C. 20062 
(301] 468 51 68 



1988 Annual Meeting - U.S. Chamber of Commmt « May 1-3 f WMhingtofi, D.C 
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To Be Young 
And In Business 



Some of America s most 
energetic entrepreneurs 
are f uming profits before 
they t u rn m 



By Xanty L. Craft nnd Dnv Lhrkirtxw* 



When ComTel, a tie!ephone-ser 
vices co imp any, decided in 
1984 lo close its Terre Haute, 
Ind., office, its employees 
tried to find someone to buy the busi- 
ness? and save th*ir job*. 

They discovered Brett Gibson, a free- 
lance telephone installer who had al- 
ready proved to be a tough competitor 
in the Torre Haute telephone-installa- 
tion market. Gibson agreed to the deal 
on two conditions First, a bank would 
have to provide financing Second, his 
tframi mother would have to aprree Lo 
drive him to his business appointments, 
Gibson waji 15 yeans old at the Lime. 

Gibson's conditions were met, and he 
joined the growing ranks of very young 
entrepreneurs. 

All over America, young people are 
building: sizable enterprises their own 
way— from lawn-care h tidinesses to doll 
factories to exporting Young entrepre- 
neurs—those under age 80-—g*neniLed 
more thnn $£5 billion in gross revenues 
last year, according to Pong Metlm^er, 
national dirvcitur uf the Associution of 
- ■■! '^:ue Entrepreneurs, 

ACE, headquartered in Wichita, 
Kasi:-,.. i-s an international organization 
of young entrepreneurs, A sign of the 
explosive growth of youthful interest in 
tmtrepreneur&hip Ls ACE's growth — its 
membership lias doubled in the pa&L 
two year? alone — to tf.OOO. It now hris 
300 college chapters nationwide m well 
as chapters in 56 countries, 

Theae young entrepreneur* are suc- 
ceeding. Several months ago, 19-year- 
old Teen Care Present Gary Gnralnick 
became the Jirfci Leemi^er lu sell a busi- 
ness to one of the 600 largest industrial 
companies. Colgate Pulmolive bought 
hin service fur cleaning dental braa's 

Youny oHtrepreiieurship i*n p t new. 
Thomas, A Edison, for exnmplfs went 
into business when he waft a U^rn^r. 
Ami] fip.r - in-;!. I, ... groupa such as Junior 
Achievement, based in Colorado 
Springs. Colo. p and the Distributive 
Education Club* of America (DECA) 

have l:i ugh! ei mile* hj helping teens 

net up classroom businense* after 
school Yet only in the pu*1 decade have 

Da?i Dickinson i> pnmdmt of the 
Productivity Communication Center* 
a Baxton-httwd productivity founds 
tiom 




Wirt. J*;, }:,;.,: S>toi>pifff{tdget*aLnd 
ot&tr ecrpwi* Audi* Cushion^ 
president ofTr*diBa*t Homtu^ m 
Chap«l Hill, N,C t wants to tower the 
t r ade defic it uith Japan. 

tarffe numbers of youthti started con- 
cerns that are "strictly business/' with 
real product*., employees, headaches, 
valuable lessons— ei nd profits, 

One reason b a new attitude of many 
teens toward enterprise. Student* are 
increasingly interested in buRines* ca- 
reers Another factor is the success of 
*ome youthful executives. 'Guys like 
Slevv Jobs, (founder of Apple limp tit- 
er} and Bill Gate* ifounder of Microsoft 
Corpora ti&n) have shown that young 
people can have an economic impact/' 
says Vern Harni^h. national director of 
the Young Entrepreneurs Organ tea- 
tion r an -=xt>-nsK-n of ACE for entrepre- 
neur* recently nut of college. 

Economic reality alao bis come into 
play. "Many kids are wondering wheth- 
er the big corporations wffl offer that 
much opportunity m tin,- future, M .^ay* 
David Hcdlingwurth, lfl-yenr-old presi- 
dent of Turf Greens, an Atlanta-area 



landscape company, "They're begin- 
ning lo see small business as the fold 
where the reaJ opportunities are/" 

This logic has motivated many teens. 
Hut others have started Imsine-.*^ as a 
natural outgrowth of a special ability. 

Gibson, for example, became inter- 
ested in electronics at age 10, when he- 
began repairing and installing tele- 
phones for hiH own amusement. His 
hobby grew into installing phones for 
his parents 1 friends. By the time Com- 
Tel learned of him. be wso- *'urniiig 
56,000 a year for his after-school ef^ 
forte. 

Running ComTel— a $200,000 bush 
nes^ which he renamed Hid -American 
Telephone, Supply— proved a more 
lenging task First there wan the mat* 
tor of age. "All of my employees mm 
much older than me" says Gibson. The 
age issue OKteraled outside the compa- 
ny, too. "Most of our clients jtf Mid- 
American Telephone are executivea* 
awl 16-year-old salesmen are not ner- 
*uaHive." Hays Gibson 

Then there was the bureaucracy GS»? 
gem was moving along nieely In hii busJ- 
neas until Terns Haute pushed an ordi- 
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unco requiring at! telephone iutttaiiers 
to have a license and be at least 18 
year* old. "I still don't know whether 
the Saw was aimed at me, but I knew I 
had to befit it or I was out of business," 
he says. After failing to convince the- 
!i-wn NiVhersi. Gibson u.-^k hi* L'use to 
the press. "And the newspapers ate ft 
op/ 1 he malls* After 21 two- week brou- 
hfthu, Terre Haute relented, 

White the business world gave Gib- 
Hon *orne problem*, it aWi had its; re- 
warda k such as recognition. He baa won 
national award* from DEC A and was 
recently honored by President Reagan 
as an uutfltandiug young entrepreneur. 

Just as sweet has been Mid- Ameri- 
can's success. Its revenues and staff 
have doubled tn three yearn And. natu- 
rally, there is the satisfaction that Gib- 
son' has derived from the business "1 
know what J want to do with my fife, 
and I'm doing it," he -ays, How many 
people can say that at 197' ' 

young entrepreneurs are not afraid 
to look beyond national border*. Audk- 
Cashlon, president of TrudeEaM Hori- 
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zona in Chapel Hill, N f C l says, '"My 
goal lis to reduce the trade deficit with 
Japan/* 

Cashion'a company export* every- 
thing from pickles to earh American 
furniture: to Arizona Indian jewelry; the 
products are sold in Japanese depart- 
ment stores, Casshion, 5S3. founded the 
company last May with University of 
N T i>rtji Carolina classmate Nancy Mil- 
[iron. She works in Japan to find cot^ 
tacte interested in their producta, while 
Cushion works tn the United Slates to 
find new products Lo export 

Cashion became interested in export- 
ing to Japan after a summer viait 
through the North Carolina Depart- 
ment of Commerce. "When I was over 
there, it didn't seem tike the Americans 
were realty serious about doing busi- 
ness with the Japanese/ 4 says Gaahion. 
"The car* have the steering wheel on 
the wrong side p and the furniture i* tuo 
large to fit in the housea. It looks like 
America [exporter*] have an egocen- 
tric point of view and *ay, 'If the Japa- 
nese will buy it, wo' LI go ahead and sell 
it to them, but we're not going to retool 
it or change it in any way." *" 

After discovering hi* entrepreneurial 
^lirit in Japan, Cushion decided to 
found art entrepreneur club in Chapel 
Hil] Ui makf valuable contact* that 
would lead to a euccessful exporting 
business. The entrepreneur club was 
such a succesa that it became a chapter 
of ACE r and Cajihion made the contacts 
be needed. 

Though Cashion is mum about reve- 
nues, he aftys he hat built a respectable 
nest egg for liimsutf- He plans to stay 
in exporting for a while so he can con- 
tinue to break dawn the barriers be- 
tween Japan and the United Stales, be- 
fore he moves on to exporting to other 
countries— and then the ucuverae. *'I 
plan tn commercialize Apace/' he says. 
"I'm young* so t can start of! with 
goals like that." 
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hile some teenage entrepre- 
neurs tike Gibson and Ca~ 
anion find Ij^-tinn- career* ui 
Lheir first business venLures, 
moat develop a business during their 
high school or college years, use it to 
Huppnn their education and move an to 
I other fctengs, One such example is AUin 
Foulkrod, founder of Carolina Promo 
• tJonal Products. 

FoulkrwT* venture in business giart- 
ad two years ago when he wit 1?. He 
noticed that just about everyone in his 
high Rchnnl in Raleigh. N.C, was wea> 
I intf swe&uhirta and Kni printed 



SaWi Bualaesi Mil rrh 1 M 



Thf sf-orr that Jottttrtr Marfalrr, *I, 
vpeiutd two jerars ttatr to sell her 
0 n$ i tt ft t ><i?$jgn n wjt hn# grown 
into two rnmpntiirx, a tid xh*' is 
L-on3id.tr ri nu /hi ri ehmn g . 
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Addiction" 



The word from Doug SMtinger, nation- 
al director of the Asssnctatfcyn of Colle- 
giate Entrepreneur* (ACE), based in 
Wichita. Kana M & that entrepreneur- 
ship is. habit- forming. 

"Many young entrepreneurs (includ- 
ing some of the association^ tnembers) 
become muitimiliitinajres before they're 
30V' *ay* Mellinsrer. 

* h But they don't start a busings for 
the money, they do it for the challenge, 
It's not unuauol for them io start many 
different huaixwiuwfi. They have to; it's 
additive." 

The fifth annual internauonaJ ACE- 
YEO (Young Entrepreneur* Orj^aniKa- 
tion) convention and trade show occurs 
this month In Washington. It ifl spon- 
sored by Wichita Stale University, 
George Washington University and the 
L',S r Chamber of Commerce. 

The program includes seminars on 
how to j»urt a busine^a abroad, how to 
import, bow to write a business plan, 
understanding leveraged buyouts and 
how in grow with your eomjjany, 

Legislative upecialiiits from the US, 
Chamber are schedulexl to do briefings 
on critical issues in Congress that will 
dir^tJy affect buaincita irttemta, McJ 
linger hopes the young entrepreneurs 
will he mntivnted to become more in- 
volved in the association^ lobbying ef- 
fort*. 
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wilh l.ht? lopus of area collegia or the 
brand nameis of various product*,. 

He disci jvi.ru'J Lhut Un- work was be- 
don* as a sideline by local silk 
scrremfra, Thi? quality varied jftratly 
and so dip.l the pric«s* Wouldn't it be 
better to have one firm sell the shirts as 
iu* exclusive bow in ess and have the 
products printed by bid by the fitlk 
scrwner whn offered the befit quality 
and value? Wouldn't the tuitctner then 
get better aervjee? 

For moat kid* these qui^donE might 
be curioaitieN, but Foulkrod saw a buai- 
m-H* ojijwrt unity. Yet when ha brought 
up the idea of Starring l T-shirt bum- 
iw&a. he save, "people said I couldn't tin 
iL. But litat. for me T was on iufipira- 

Determined to prove his point, Faulk* 
rod and a friend began hawking sweat- 
shirts and found ord^rn easy to come 
by. De&pitc Home early problems ("Our 
first order wai botched badly/ 1 say* 
FaulkTodi, be *oon became known as 
the 'T-flhirt man the person to see if 
you wanted a silk-&cr«r job done right 



By the end of hi* first year. Foulkrod 
had earned SI 6,000 in his venture- After 
the aetomJ year r which was even more 
profitable, Foulkrod sold the company 
I to his partner. "I made money and I had 
fun;' he aay§. 

The last time Nation Sr Bumneu 
Lolki-d to loam v Mario we t she 
too was making money and hav* 
tag fun. She had just opened her 
EvzHiafcDn, III, retail *tore— Joanne 
Varlowe l>esipfns— and was projecting 
$60,000 In revanueJi that year. The 
daughter of IWOs bandleader Juhnny 
Marlowe, she was 19 wh*n sh* ap- 
peared in our November, Ifl»5 h cover 
awry, "Whist Kida, M 

Mar!owe got into the clothing design 
business at age 14 when she started 
making clothe* for herself and friend*. 
Orders for her classic prom and eve- 
ninsr dresaw grow steadily p and at 19 
"jjwiiwj her retail snore specializing 
in alternative bridal and formal wear 

Miiri'-vs-i.- i i->tv (iwiii? luliJ jur^- two 
buaineBKes: Marlowe Designs, Inc., 



which b the creative and retail end of 
her design business,, and Double Sharp 
Garments, lnc M the manufacturing 
plant. And thin month fihe will open a 
larger retail ntnn* that will be the pro to 
type for a future f ranch tse. 

Her companies grossed more than 
f lfiO.000 last year, and she? expetta to 
Biirpaajs thai figure that year. 

Marlowe hat farmed a joint venture 
with a beaded- wear manufacturer in In- 
dia to produce ht-r Ism- uf H^|iiii;>-'l cuek- 
tail dreases. And she u exploring a pos- 
sible joint venture with a Turkish 
leather manufacturer to produce a line 
of leather prom and bridal dreases- 

But that r B not all Marlowe » design- 
ing a line of leather clothing for a major 
American car manufacturer to fiMpfc- 
ment the interior of one of its new mnd- 
eh. 

The Idea grew out of a coaveruaiioii 
she had with two otfw member* of 
ACE. Other young entrepreneurs, says 
Murlow*. provide great moral support 
and "act as sounding boards on improv- 
ing ideas*" ■ 



The Bic Metal Point Roller. 
It's the right pen for your inc. 



The Bic Metal Point RoJIer is the one pen that possesses 
the qualities American business admires. 

it's dependable, thanks to a durable meiaf point tt s greaj 
under pressure, because the Tp wont ctetermrate Arid it 
writes quickly and smooth^ 50 it can keep pace 
wrth even the fastest thinkers. 

Of course, there are other reasons why 
the Bic Metal Point Rotor has won aptace in 



the hearts and desks of American business 

It has a vivid new ink forrnulfl that makes words com 
rnand attention \ttf at the same time. while this pen couM 
command a hgh salary, Ft works far far less than the 
minimum wage. In tact, it's a workhorse for only lug 

With an American made pen that has this 
much to offer, youll want to hire Efc Metal 
faint Rolers in every department 
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Introducing the new Class 5 Mitsubishi Fuse FH. 

We know you need a truck that makes dollars and sense 
for your business. *M 

The Mitsubishi Fuse FH was built especially tor you... 
developed exclusively as a Class 5 (17,196 lb. GVW) truck, 
not a modified version of other models. 

So naturally, It's very maneuverable. And naturally, 
everything from the engine to transmission and axle to 
cab are ideally matched. 

The Mitsubishi Fuso FH has been thoroughly tested... Its 
now ready for you. If you're the proud owner of a Mitsubishi 
Fuso truck, you already know that ease of operation, 
driveability, low running costs, reliability, durability are 
as important to us as they are to you. 

The 301 cubic inch turbocharged 6-cylinder diesel engine 
generates 14S HP at 3,200 RPM and 265 ft. lbs. of 
torque at 2,000 RPM. 

The chassis is a tough ladder frame type, similar to that 
on our bigger Class 6 FK41 5-so It can easily handle heavy 
loads. The cab, too, is scientifically designed. It features 
a modern aerodynamic shape and excellent driver visibility. 
It's comfortable, big enough for three to travel In comfort 
and easy to get in and out of. What's more, the Mitsubishi 
Fuso FH has 5 wheelbase options able to accommodate a 
wide variety of configurations to meet diversified needs. 

So, if you need a truck just right for your applications, 
take a close look at the Mitsubishi Fuso FH. 

MITSUBISHI FUSO FH TURBO 



Advancing the value of trucks 
through human engineering, 
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Get 13 Weeks of 
Investor's Daily 
(65 issues) 
PLUS... 

2 helpful FREE gifts, 
for only $27 
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We want you to try Investor's Daily 
for J months ... to prove to you thai 
riding Investor's Daily will keep you 
abrcasl of business belter and heip you 
to invest yo jr money smarter _ r . so, 
we're offering you these two valuable 
gift*... FREE: 

"A VIDEO GUIDE TO 
INVESTOR'S DAILY" 

...an instructive video cassette* 
showing you how lo use ihc profes- 
sional market data in Investor's Daily. 
You'll learn how Investor's Daily helps 
you lo spot and [nick the "real" grim th 
oppo rt unities in the market ... in 
common stocks., mutual funds, stuck 
options and more. 

PLUS,.. 

"1& COMMON MISTAKES 
MOST INVESTORS MARE" a 

revealing poinvby-pemt critique thai 
tells you why so many investors do 
poorly in the Mock m.irket .. why they 
lelect the wrong stock* and why they 
hold the stocks they buy too long. 

You CAN make mono in Ihe 
market .<+ if you km in im eJUgrtit 
ft nf egy and i ho right iirtestiment 
looLs reading Investor's Daily 



Tht EXCLUSIVE Market Data 
Vw (kt In Investor's Daily 

No ptrbticu u on in America - not The 
Wall Street Journal, not Barron's - 
can match the array oT "actionable" 
market data and research that you get 
in each issue of Investors Daily, in 
easy-to-use tables, charts and graphs. 

"Smarter" Si«k Tibta - Monday- 
thru-Friday. Investor's Daily gives 
you a virtual ''databank" of exclusive 
information in its slock tables... 
NYSE, AM EX, OTC/NASDAQ. At a 
glance* you'll spot all of I he day's 
gainers & losers and every stock thai 
hit ii new high or fell Lo a new low. 

PLL'Sp Investor** Daily gives you 
3 key measurements to track an J 



compare over 6,000 Listed ssocks 
daily- ..on pric* performance, per- 
share-earningH growl h and changers in a 
stock sdaily trading volume, to alert 
you to utiusua! buying or selling 

Whether you currently invest in 
common stocks, mutual funds T sioct 
options or commodities, subscribing lo 
[nvertof i Daily can give you an edge. 

And subscribing to Investor's Daily 
will save you lime. In just minutes of 
rending time each day. Investors Daily 
a ill update you on all of the important 
business news you need to know.. .from 
W ashington, Wall Street and across 
the major capitals of the world. 
Accurately. Concise k 

SUBSCRIBE NOW .„ 
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MANAGING YOUR SUSWESS 



#e ruthless, to 



I^H fl lAf SHf ^fetfr clear of those who 

I Ml 1 1 Hn U JJ impose on your time and 

■ keep you from getting 

Time Wasters to w " ^ 



ity Sylvia BH$fi&Jt 



PeopEe who want to use your time 
in way? that produce no gain for 
your business arc simply Lime 
wasters. 

A* ^ business person you can und 
should develop tactics to deal effectfr/fr- 
ly with those w T bo don't respect your 
time. And you can accomplish your pur- 
pose without losing your ctist&mers' 
gOod will. 

Some jwople who are paid salaries 
don't understand Lhe concept thai "time 
is money" for many of us who own and 
operate small businesses We should 
tajctfully yet firmly let them know thstt 
we are professionals and that our time 
la valuable* 

It may be tempting to try to convoy a 
"nice guy" image with such people, but 
unless we keep conversations with 
prospectt under control, we can find 
ours olven trying to answer endless? 
'^tesil'-m^ that t.erve uf no p 1jr P ti2 * e - 

One way tu keep Uie upper hand in 
such instances is to ask the customer 
specific questions that will either close 
the Bate or cause the casual shopper m 
lose in le rest. 

Another way to give time; wasters the 
puJiU' LpmshofT 3* Li » cry So s'^+T T.-vptn to 
an aJtematire. Although people resist 
being told "no" when tbey are seeking 
something, they will usually welcome 
an alternative. See if you can grive i Kern 
one. 

In the travel agency that my hus- 
band, Ted Blishafe. and I own and oper- 
ate in Menlo Park, Calif., we find that 
\\k nr<' particularly vulnerable to people 
who are just Inukira: for free in forma* 
tion, 

For that reason, Ted keeps a list of 
phoii^ numbers ■!■<■ L r i:^- : t Im> 

desk top «o that he can quickly direct 
such people elsewhere. 

'Tourist bureaus, the local commut- 
er-train company and the passport of- 
fice are all staffed to help travdttt 
with specific bformatteor be note*. 
"You can get time waster* ulT the 
phone quickly by referring them to the 
proper phone number; usually they will 
thank you/' 

Browsers can be time waste rs. and so 
can buyers, The following are a few 
types to watch for. 

Sylvia Jffitkak writes o*f topic* of 
ttmail-businc&t ma TtttgvtnmL 



your rrr?r c - r,«f money, that * vhiii 
you lout if you don't politely yet 
firmly divert the time wmttr& whu 
come in the door or reach yo u by 
telephone. Whether they want your 



ear, free information,, u donation or 
just a place to uAtie away Umr idl§ 
hours, they must reminded that 
you r Hon r* are you r hvruhmd 




Parentis with unruly youngsters. 
You may find you rn elf rearranging 
your fumitiiM and desk accessories 
just to keep overactive children from 
injuring the mattes n r damaging vtiur 
property. 

In such instances we tell people they 
nr-H-Jri'; wait while we finish the paper- 
work for the sale. "You need to be able 
to concentrate to avoid making mis* 
takes/' Ted aays t suggesting that, 
when possible you tell tli- -lui-tnir -r 
that the transaction can be completed 
by phone or by mail 

Complainer*. Letting complaiiiera 
;m iUi'J -in uui -a ,\-.u- vuiir tiitif. 'Ir- 
rupt your staff and i^.sh other custom- 
t:r- 

"If it can't be solved immediately, ex 
jtftss your sympathy, but explain thai 
you need detail in writing so that you 
can arrange a satisfactory solution/ 1 
Ted suggests. "Hand uje compliiner a 
stamped* self-addressed envelope to 
emphasise your point and end the con- 
versation." 

TWtor*. Lonely or retired people 
sometimes want to tell you about their 
family '»r *h*ir ln-akh, and they don't 



realize thev are imposing on your time 
Try saying; "It's been nice talking w ith 
you, but Tm going to have to get back 
to work now/ 1 

Occasionally the time waster reaches 
you by telephone, 

Unsolicited calls to sell you advertis- 
ing or equipment, or to uak you to make 
a charitable contribution or take part in 
a survey can use up large chunks (if 
your valuable time. 

Since no customer good will is at 
stake in such calls, be ruth less, Don't 
even let the spiel begin. Interrupt at 
once, explain that you have a customer 
at your desk or you are working 
against u deadline, then hang up, 

If the pitch is being made by someone 
who ha* dropped in at your office, you 
can offer the same explanation and 
then ssk the solicitor to leave. 

Being fh-termim-d u> h]w\vi y*ur iliih.- 
in a profitable manner, and defending 
that determination with assertive yet 
polite responses requires practice and 
tact 

But it is worth the effert You'll have 
more time and energy to devote to 
wurthwhi]* customers and sctiviik*. ■ 
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MANAGFNG TOUR BUSINESS 



Settling Conflicts 
Among Your Workers 



By Bonnie Gordon 



Anyone who hasn't seen much 
conflict in the workplace proba- 
bly hasn't run u business. 
Though it can be nearly invisi- 
ble, especially to those who don't want 
ta notice it, grumbling and unbappiness 
can smolder wherever people work to- 
gether. The root* of such conflict vary 
from competitiveness to personality dif- 
ferences to life's little outrages h af- 
fronts and imagined insult*. The tactics 
for resoivme; or preventing y.uch prob- 
terns are varied as well, 

Business owners and managers from 
the Southeast to the Northwest said in 
interviews that they try to prevent con- 
flirt by maintaining a communicative 
even family-Ilk** working i?nvironmont. 
Many have an open-door policy that lets 
workers take gripes directly ti> the top> 
even bypassing immediate iuperviso re, 
In some companies, confidential em- 
plnyee-assiatance programs help re- 
solve Workers" problems and conflicts. 
Employees with com plaints may b* en- 
couraged to tike part in role-playing to 
try to uncover the causes of their diffi- 
culties In companies that do an effec- 
tive job of conflict resolution, the un- 
written rule is that conflict must be 
dealt with quickly tad openly if it is to 
be resolved. 

"I used to think it was better to ig- 
nore conflicts between staff members, 
let things ride, let people work things 
out among themselves/* say* Fraser 
Duke of Flint Hills Construction in At- 
lanta. " ! found out the hard way that 
this doesn't work. People often can't 
work it out on their own, and it endi up 
costing the company — time, productivi- 
ty, aornetimei good employees. 1 * 

Duke's observations reflect views ex- 
pressed m a recent issue of Office Ad- 
ministration and Automation by 
Howard Thomas, a former buiWinu^r- 
vices administrator for Gulf Canada. 
Ltd. He wrote that "conflict unman- 
aged, or not managed properly, can un- 
dermine and destroy a business organ i- 
aatkHL" 

Duke says hia company has oerer 
been threatened by employee conflict, 
but "a lot of time and energy g^ta con- 
centrated on undercurrents of hostility. 
If you try to deal wjth them as you go 




Bonnie Gtyrdon uf a Jree inure writer 
in Washington. 



along, even bring them out into the 
open, it worka better than ignoring 
them. 

Tve gone through three phases. I 
ignored interpersonal conflict and 
hoped it would go away. Then I got 
very formal with disruptions. 1 started 
doing formal written review, 1 ? and try- 
ing to mimic the marmgeiTitrJit routine-a 
of IBM. Now I use a more personal 
approach. 1 step in when thing* are dif- 
ficult, when trouble breaks out, or 
seems like it might But I da it very 
directly, openly and try to make the 
situation aort of homey." 

Duke's 42 employees include six man- 
agers. "I explain my goale to the man- 
agers and pretty much rely nn them to 
carry things out, to represent me. If a 
less senior person has a problem with a 
manager, he can come talk to me about 
it, but I want the manager to be in- 
formed 1 ' 

He Bays that he tries to encourage 
communication among staff members 
to reduce conflict. Some of his manag- 
ers take each break with their crews, 
talking with them— and listening. 

J The undercurrents of personality 
differences are pretty consistent/ 1 
Duke says. "My approach these* days is 
to deal with them very openly. I just tell 
them out front that conflicts must be 
rrH^lved We will Kelp, but we don't 
want to make too big a deal of it either. 



These problems can get magnified 
when management steps in. So we try 
to be tactful loo. but openly tactful." 

At another ialw-interLSive firm, Ren> 
ova tors Salvage Company of Barnes* 
ville, Ga., Bob Waterman flays team- 
work is so important that he handles 
confrontations as soon as they surface. 
4 We Lear down buildings built before 
the 1920s." he says. The work ia dan- 
gerous and it often requirca overnight 
stays for a week or longer for his crew 
of 10. "They have to b* good and they 
have to work well together/' 

Waterman recounts an Incident in 
which a whito wnrker made "misty 
comments to the blacks. Tho minute I 
overheard thia, i called hiin out We 
talked about it right there in front of 
everyone. He has settled down and be 
come ii really valuable team worker," 

Waterman tries to create a family- 
Ht network with family values. 4L My 
crew members often take vim i»f prob- 
letnis before they get to me/ p he says. 
"If a troublemaker comes on, someone 
straighten* him out." 

A family -style atmosphere to mini- 
mise conflict Lb a gtial of many compa- 
nies. In Tucwrin. Wash., Dave Beta 
owns and manage* Pacific Western 
Lumber, where things an small (a staff 
of IS* and peaceful "because we work 
Iflte a faraUy*" In Rhode Island, Richard 
Douglas, general manager of Donnel- 
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Persona litt/ clashes, gripes about the boss — those 
and other conflicts thai erupt on the job can be 
managed with prompt action, clear 
commummtioTi, even a family*iike tvorking 
enmr07Wient 



ly's of Rhode Island, a chain of 10 local 
stores selling women's clothing, says 
hia company is family-owned and oper - 
Bted, and that the management style 
reflects the ownership 

"Each store has a very loose hieretr 
chy of throe or four people," he says. 
"We really Eire like a family network, hi 
the main office, we speak in ■■:«.•, ■'■•n- 
every day. Everyone gets to say what 
he pleases, gels things off the cheat" 

Doughs says he has never had to 
bring people into the main office to re- 
solve a conflict. "We try to Jet them 
cool off on their own/' he Bays. 

Many managers say that a manage- 
mt'EH structurr rambling a family hi' 
erarchy can foster trust and camarade- 
rie among workers, encourage 
compliance with management decisions 
and make employees feel the company 
actn in their best interests. 

Un a larger scale— at a company with 
1.. ?r.n kmujkK^h-.. -.1>]j.-?i!Sjmk mm ihv 
season— John Davidson, vice president 
of SherrhLynn, Inc., a dress manufac- 
turer m Griffin, Ga,« says that he Loo is 
running a family. "We all live in the 
same community," he says. M \Ve see 
patfh other in i-fciu rt-1i and a 1. Little 
League games. 

"Despite the family-style connec- 
tions, when we enjoyed a burst of 
growth in the early 1980s (from it sea- 
sonal high of ISO to 4501 we felt we had 
to set some policy to prevent conflict A 
way for employe** to work out ten- 
sions, complain, feel they had a channel 
to management." 

In 1 982 J, Shwri-Lyrm hvgan holding 
biweekly employee and manage men t 
meeting*. Five employee representa- 
tives selected randomly by manage* 
ment meet with the personnel director, 
with Davidson and sometimes with 
owner Sol Roberts. Representatives' 
names Are posted so that they can be 
contacted by anyone with an issue to 
r;i!si' "Every single issue is addressed 
in Ctie way or another/ 1 says Davidson. 
"We were looking for a way to contain 
conflict, and we found iL This system 
has really paid off. We've seen re- 
units/' 

Shem-Lynn also has an open-door 
policy that enables employees to go 
around their supervisors in order to 
talk confidentially to the personnel di- 
rector or to top management. This poli- 




cy was pioneered successfully at major 
companies such as Du Pont and AT&T. 
But smaller companies can adapt big- 
time policy rules to their own needs. 

An open-door policy can tie useful 
even if a company— typically a smalt 
Arm— has no professional counselor or 
personnel director trained to listen to 
employee problems and work out com* 
promise solutions. "'Most people are 
just looking for an unbiased mediator/ 1 
says Seattle mental-health counselor 
Sharon Goodman -people will compro- 
mise If everyone give* a little, you get 
the best results. The jjoa! is to settle 
disputes through discussion and com- 
promise." 

Most large companies, however, have 
separate offices staffed by profession 
Hi* trained to wtiU* cnnfiicLs that art- 
not resolved elsewhere. Indeed, the per- 
sonnel offices of some companies try to 
provide a plane and time for negotia- 
tions — between two employees, be- 
tween an employee and a manager, or 
between workers and bosses. 

An even bigger step outside a 
worker's everyday setting is 
provided by employee-assis- 
tance programs, which are com- 
pletely separate from the com|iuriy hier- 
archy. Some EAPs 'nke thou* operated 
by Bell Atlantic, are located in build- 
ings apart from the normal workplace. 



Jon Lobe, of Bell Atlantic's Employee 
Assistance Program, says he tries to 
help wirh personal as well as interper- 
sonal problems, He is the sole counselor 
for about 8,000 employees in ihe north- 
■?an< region of tbi W fofalwafcW Wttfr 
pa hum area. Many Bell employees have 
gone to him to discuss complaints about 
a bow or a co-worker. Many go on their 
own. and some are sent by a supervisor 
who hen** a problem hut Hn*'sn"l krmw 
what to do about it 

'They really want a place to rethink 
things verbally," Lobe says. They 
need a place outside the normal struc- 
ture." Most matters can be handled at 
their origins, but Lobe also enters into 
informal negotiations to try to solve 
worker problems that arise apart from 
the job. "Everything here is strictly 
canfldesitia]," hf imh-- 

Lobe also trains and advises manag- 
ers on how to deal with conflict. "Su- 
pervisors want to improve production/' 
he say*. "They have to learn how to 
handle conflict because it gets in the 
way of production/' 

He trains supervisors to confront 
conflict, not ignore it. "We advise them 
to make their complaint an T state- 
ment not * 'you" statement," he says 
He maintains that more could be 
gained, for example, by saying "I think 
that our production can he higher next 
week" than by saying "your production 
is way off." Lobe says, "We try to get 
them in here and have them do some 
I role-playing, think shout different 
ways of doing things," 

Role-playing seems to be a favored 
tool of management psychologists and 
counselors— and of some of the beat 
managers, in managing conflict, we 
may require a slowdown in tempo, or 
changes in style including rale-play, to 
allow those individuals >n conflict to" re- 
late on similar wavelengths," former 
administrator Thomas wrote in Office 
A d nr i n ro / hn a a d A u torn n dmi ' 

"<"imllici and communication are of- 
taa viewed as opposite*/' he said. "Con- 
Aeci is. however, 0 very strong and pre- 
cise kind of communication/' 

Perhaps those company managers 
who don't see or bear about workplace 
con nict are just not listening. B 

Tb order reprintM qfth U 
™ article, we p&g* 53, 
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MANAGING TOUR BUSINESS 



Answers to b usin ess 



Direct Line q^twm^^ 



marketing a game to 
steerifig clear of costly 
management pitfalls. 



Games To Go 

I would like to market a game that has 
proven to be very popular with numer- 
ous, friends and relative*. How do I go 
about it? 

4 .?„ Conway, Ari& 

Many toy companies have large re- 
search and development staffs and de- 
• i mm to arrept irfeas from tin* public, 
according to the Toy Manufacturers of 
America, b trade ifroup in New York. 
But two trade publications, PhigtJiings 
\tfigazine, 51 Madison Avenue, New 
York, N-Y. 10010, and T&v i Hobby 
World ' t tt45 Park Avenue South. New 
York H N Y. 100 11. occasionally carry 
classified advertising: by manufacturer! 
who are seeking new-product ideas, 

Playtkingn publishes an industry di- 
rectory wiili nU'ur L Slating ^Ji-ub 
summer and sends it to all subscribers. 
Included are agencies that help place 
inventions with toy manufacturer*. 



Looking Far Sound Advici 

The more I apply myself the deeper 1 
get into debt Haw cm 1 make my busi- 
ness prosper? 
#J.tf. H South Bay. Calif, 

A good resource for prat, deal informa- 
tion is the Small Business Stpori4ht r a 
series of IT guidebook* published by 
the Bank of America. One tanw focuses 
on avoiding management pitfall* , and it 
details common mistakes that lead to 
basinet failure. 

The guidebooks sell for $5 eaek For 
a Kit of titles and an order form, write 
to Small Business. Keporter, Bank of 
America, Department 8120\ P.O. Box 
87000, San Francisco. Calif. &4187, 



Steering In Ihs Right Direction 

I am interested in starting ray own 
new- or used-automobile dealership, but 
don't know where to begin. I'm also 
looking For information on automotive 
service induKtrv f ranch iM&. 
M.M., Bitting*, Mont 

A good place to begin is the National 
A utomobile Dealers Association. Ita di- 
vision* for dealership operations, man- 
a^emcnt education and publications can 
provide information an how to get 
started and what to do after you own a 
dealership. 




Call or write the association at MW) 
Westpark Drive, McLean. Va. 22102; 
(900) 252-8232. 

For Information on used-car dealer- 
ship!, write the National Independent 
Automobile Dealers Association , S00 
But Las Colmas Boulevard, Suite EM, 
Irving Texas 75039. Its monthly niagu 
aine, Used Cur Deairr, may jfive you 
some insight into this field. 

The Ffftfteftixc Opportunities Hand- 
book (published by the U.S. Depart- 
ment of Commerce arid sotd through 
the US, Government Printing Office, 
Washington, D.C. 20402) gives address 
e&> phone numbers and brief descrip* 
ttons of franchise* in the automotive 
product* /scrvicr.- category. 

Info Franchise News, Inc. (728 Cen* 
ter Street, R0- Box 550, Lewiston, N Y 
14(192) also publishes a franchise annual 
that include* lust* of automobile after 
market franchises . 



0 Bsugnirg A New Business 

Where can I get the information I need 
to help develop marketing and business 
plana for my landscape-architect urv 
company? 

M.C. Safl FrancitCQ 

The American Society of Landscape Ar- 
chitects publishes two books that 
should help. Guideline* to Profession- 
al Pmctictc iMridarape Architect aw 
provides on overview of the profession, 
including a discussion of business *kilk 
necessary to conduct a successful prac- 
tice. 

The book is pneed at 126 for those 
who an* not members of the society. 



Marketing De&ipn Services: Princi- 
ples, Majingvtnenf. ami SfrntvpitM for 
Lwjfi&rtip* ArehitMturat Prac£iM$ t 
$21% for nonmembers, addresses spe- 
cific needs and broad concept? aiFcct- 
ing marketing strategies. It also covers 
promotion, communication, and the 
preparation and implementation of 
business plans. 

To order , write the LA Bookstore. 
P.O. Box 6525. Ithaca, N.Y. or 
call (tfm 277-2211 



Batting into FullUlmsnt 

I am interested in information thai 
would help me start a mailing and fuJ- 
Ailment business. Can you help? 
S.C , New Britain, Conn. 

The fulfillment business includes opera* 
■knih Huc:h as ^niresMMtf iwdrrs, ufubu- 
lug customer files and shipping a prod- 
uct says Robert Nichter, president i<f 
the Fulfillment Management Associa- 
tion, Many companies have to- house 
fulfillment offices. Others farm oat the 
job of handling customer orders ta so- 
eailed independent service bureaus 

[f you don't havi* eapertence in the 
fulfillment business, Nichter strongly 
suggests that you take some courses 
h|juu>unfil i>V jnajur trade ^Huem tions 
such as the Direct Marketing Associa* 
tion, the Magazine Publishers Associa- 
tion the Fulfillment Management As- 
sociation* and Folio. 

Getting into fulfillment on your own 
"is extremely risky unless you have a 
stuff of people experienced in the ful- 
fillment business," says Nichter. °For a 
new kid on the block, especially in mag- 
aaine fulfillment* you've grot to demon- 
strate that the service you're providing 
is batter than the publisher is presently 
I getting And that's a major row to 



How To Ask 



Have a talfae^-rttaied nuestion? 

Write lo: Direct Line, Nati&nb &u$i- 
neftf. LoL5 H Street, Washmjctcn, 
D.C, 20062, Writers will be identified 
only by initials and city. Questions may 
be edited for space. All replies must be 
given in this column. 



SuUiiii < JUiHm^ Mardi il\*>* 
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Personal 
Management 



Caiiyov ha rejoin while 
tax deductions tighten 
and the stock market 
tmmbles? Maybe you d 
better. 



To Your Health 



By Stephen A Franzm*ter 



Are you pn* o/Lhossii tjxtutivea who 
jmt can't mm to have t.hv office 



Arc We Having Fun Vet? 

"We feel guilty over pleasure no we 
Like care nqt to tfet loo much of lL" 
uctor Warren Gates wrote in CGf^Sw* 
mom of q Workaholic (Abingdon 
Press). 

And so it is for 85 percent of the 
executives who attend the seminars on 
the value of leisure conducted nation- 
wide by Seattle psychologist Barbara 
MackorT. Those executives say guilt 
usually overtakes them when they are 
supposed to be enjoying themselves, A 
wotw aeema to say: "You really ought 
to be working" 

Psychologist Bruce A. Baldwin of 
Wilmington, NX-, maintains that to 
achieve the greatest success. In our 
job* and in We* we must strike a "cre- 
ative balance" between work t on the 
one hand, and satisfying im'olvements 
in family, leisure activity and friend- 
ships, on the other. But many business 
people are workaholic*, leisure activity 
is rare or work-related. Enjoyment of 
lunfc-chi-rwhud personal interests is Ivi't 
for retirement 

All work and no play wil1 P however, 
torn rabbitit into tortoises Baldwin 
warns. A* a workaholic executive, you 
may be reliable and productive. But you 
are likely also to be inefficient, unimag- 
inative and seSMes tractive. You may 
lose your verve, your creativity, your 
eicitement over challenge and 
sometimes your health and your family. 

In five years, an entrepreneur we'll 
call Roger had built a health-care busi- 
tm frfrm a few employees t» several 
hundred, But he had driven himself bo 
hard, and h« w«s so competitive, that 
he was? developing symptoms of stress- 
re luted heart problem* — even though 
ho was still In his middle 30b— and hts 
marriage was Hearing; divorce, 

Baldwin persuaded Roger tu delegate 
responsibility to subordinate so he 
would have more tim^ for liis wife and 
children. Hi 1 taught Roger wb<-ri tn turn 

Strptwn A. Fmntmtfaf f*afrt&4ancv 
writ-trr Hiiwff in Ktko, Minn. 




off his competitive inBtinctjs. Sometimes 
thoae instincts work againat us, as in 
pfW*te relationships and during leisure 
activities Sometimes, thev work 
against us in business; the soft sell can 
be far more effective, 

Soger ban learned to be "successful" 
during hi* leisure time. Now he lh a 
baseball player in a community league. 
He gets more exercise, which releases 
tension. He takes more days off to be 
with hi* family; his marriage is no lon- 
ger in jeopardy. And his business ia 
thriving. 

If. like ftoger, you accept the notion 
thai you could be better at your job if 
your life was balanced between work 
and pleasure, you may still face a prob- 
lem: anbedonia, the inability to feel 
pleasure after pleasure has been fttMfb 
fKinrd Urn En rig ring's wnHe pleasure 
ciin atrophy likr an unttft&d muscle The 
executive s dilemma. Baldwin saya, ifi 
that the hard work required ti> baeome 
successful often also ''sabotages our 
ability to enjoy the fruits of jut la- 
bors." 

You may actually need help in redis- 
covering what is fun for you, Jn fact, 



j uu may never have known You may 
only have followed fads and gone along 
with friends, and yon may never have 
stopped to a*k "What do I nctty en- 

joy?" 

To help hia clients answer that que** 
tion, Eldoit Cable of Irvin« h Calif. t a lei- 
sure counselor, asks tnem to complete a 
"Leisure History Inventory" that in- 
cludes theue instructions-; 

• list three activities about which 
you've spent your life saying, "Gee, if I 
only had time to ... ^ 

• List the five things you would 
want to do if you learned that a giant 
ladyhug via going; to devour the earth 
in three weeks. 

• list the activities that get your 
i'h'H'J racing. 

In the same vf in. Palsy Eklwarda, 
president of Constructive leisure, Inc.. 
in Los Angeles t suggests asking your- 
self these questions before you choose 
a leisure activity Whir. s-uhjeft* *M mil- 
going convenuitionaily? Do I enjoy be- 
ing witti people I know more than with 
new people? Do I enjoy physical or 
menul nativity niuro? 

To be stimu latnag/' tays Ed ward* , 
"an activity must fascinate gou, per- 
sonally Tt ahtmld have a purpose and it 
should challenge your abilities, allow- 
ing you to feel competent." 

Ed* .irds !'■ i- ■ ' addttsotihl 
iruideline^: 

L If your work is siedefitary, choose 
active mmtinn. You'll esperi^nce kin- 
othesia, the »ense of pleasure derived 
from moving the body and muscles. 

2, Chooae activiti*« that give you a 

chum 1 "-' U> eXCtl. 

3. Don't feel jfuilty about doing abso- 
lutely nothing if that a what you feel 
like doing. Inactivity can be a refresh- 
ing change of pace for workibolLcR 

But many business people find thai 
even thinking about leisure can be in 
tensely difficult 

For workaholic*, the ability to take 
time off— and enjoy it— may come only 
wh«n tiwy recogniaft that enjoying f<?h 
sure time can enhance Uieir (irospects 
for a productive, surcess-ful cnr.^f in 
biiHinef^, 

You can hai?e it all, Baldwin *ayn— 
success in both work and leisure In 
fact, he arid*, you mutt have \t all. if 
you are to realise your full potential m 
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For Your Tax File 

By Gerald W Pndw. C.RA. 



Whittling Away The 
Mortgage Deduction 

Aside from life, liberty and the pursuit 
of happiness, the 20th century's great 
American promises have included st 
chicken m is very pot, two cars in every 
garage and the absolute deductibility of 
the interest paid on home mortgages 

Congress made the lacier less abso- 
lute as it left town last December 23, 
leaving us a Christmas prenent the 
I^RT Omnibus Budget Reconciliation 
Act. designed to reduce the federal def- 
icit The act includes tax provisions in- 
tended to raise $9,4 billion in fiscal 
(and about $30 billion more in the next 
two focal years). Some of those tax 
pro visions take the first nick? in what 
could eventually be a much more exten- 
sive effort lo cut away the tax-favored 
status of home ownership. 

Mot Ipftp loans, Despite the Tax 
Reform Act s restrictions on deducting 
interest on consumer loans, it had pre- 
served the complete deductibility of in- 
terest on a loan secured by the taxpay- 
er^ primary or secondary residence. 
There was, to be sure, a limitation: De- 
ductibility was lost for interest on loan 
amounts above the cost of the home 
plus what had been paid for improve- 
ments. But now the 1987 lav has gone 
significantly further, adding far the 
first time a limitation that is not gov- 
erned by the actual value of the home: 
Interest Ib deductible only on mortgage 
loan amount* up to 11 million. 

Home-equity loans, rnder the l'^T 
law, as under the rules, a taxpayer 
can deduct interest on a mortgage loan 
completely (up to that Si million eas- 
ing) , evtn if the proceeds of the loan 
are used for what otherwise would be 
nondeductible personal expenditures. 
This "loophole." combined with the 
1986 limitations on personal 'interest de- 
duction** spawned a tremendous 
growth in home-equity loans To pre- 
vent a potentially substantial revenue 
drain, the 19B7 law provtdea that any 



Gerald W, Padu* 
is national dirvct&r- 
iax pmrttar for 
Touch* Row Jr Co. 
Kwuier* should see 
/a/ and legal adniaent 
ort sptTtfic ease*. 





Thinking about a second mortgage to 
pfty for home improvefrtevtaf 
CongrtW has ckangni 'Ac rut™ on 
tlrdurfhig iutsrrxf t*H aux'h ftutns. 



home indt'hl+M^..- - - -.i.n i n:n k prima- 
ry mortgage — generally, ll_ second 
mortgage or a home-equity kian— will 
support an interest deduction only to 
the extent the loan does not exceed ei- 
ther the home's fair market value less 
the amount of the first mortgage, or 
•ftUO.LW. wlu'ln'v^r figure is smaller. 

Example: A primary or secondary 
residence has a total cost— original coat 



Hooting For Truffles 

.Mortgage and home-equity interest tmv 
Rations, alone, will not raise 19 billion 
for the Treasury In fiscal i9Bft Among 
the numerous other provisions, the fol- 
lowing are worthy of note: 

Itufftllmant tales. Many businesses 
will no longer be allowed to tine the 
iiLsLallmeni method for tax purposes af- 
ter 19B7, They must instead use the 
accrual method, which means that they 
must credit themselves with all of the 
income from & sale at the time it ia 
made, even when the purchaser is pay- 
ing over several years. The effect will 
be to accelerate tax payments by such 
businesses; at $1.6 billion for fiscal 
1668, this ia the largest source of in- 
come-tax revenue in the l'Jtf? law. 

Hostile takeovers. An early version 
of the 19*7 tax law proposed draconian 
tax limitations when a raider attempted 
a hostile takeover. As originally writ- 
ten, it did not become part of the final 
taw, A nondeductible excise tax will, 
however, be imposed on any person re- 
ri'ivihtf "greetLriLEkil." in Lire amuunL nf 
Bl percent nf the gain realised, A 



plus improvements— of S15U P U0O, It it 
now worth 1185,000, and there is a 
3J20,Ot>0 mortgage on it The taxpayer^ 
i liter uii deduflmn mi a home-equity 
Ion or second mortgage will be limited 
to the interest on $65,000, the differ 
enee between the fair market value and 
the mortgage ban. 

For some, this change could actually 
introduce a bit more liberality into the 
law. The ::<-■. ,,t_ limited home-equity 
loans to original coat plua improve- 
ments, unless the proceeds were used 
for qualified medical or education ex- 
peases, in which case the home-equity 
borrowing could be up to fair market 
value, With the 1887 changes, proceeds 
up to fair market value may W ustd for 
any personal purpose, as long as the 
*lon,<HH> limitation in no? rxcettded. 

Effective date. Loans taken out \w- 
fore Oct. 13, 1987, will be treated as 
qualifying mortgage indebtedness even 
when they exceed $1 million, but the 
loan amounts outstanding on that (late 
will count against the new limitations if 
the homeowner takes out additional 
bans. In other words, a taxpayer 
whose pre-Qctuber l\i mortgage is for 
more than 51 million can *tij| deduct all 
of the interest on that loan; but if he 
lakes out a second mortgage, nuns of 
if hit mrcivst u i.l he deductible 



greenmailer ia one holding target stock 
fa* less than two year* H and whose 
stock is redeemed on terms; not avail- 
able to all shareholders, 

Waster Untiled parliwrEhlpi/IV \ W\ 
law, by defining limited partnerships as 
,l [.:t> i'. i investment activity , etTee" I .jve- 
ly ended individual partners abilities to 
use losses from such investments 
against earned or traditional invest 
ment income. Under the 1<JWB rules, in- 
vestors could uae euoh passive losses 
only against income from other tax- 
shelter investments. But since many in- 
veston* have continued to receive pas> 
lira losses from ongoing limited 
partnerships, u number of publicly trad- 
ed limited partnerships have beer* 
formed in the past couple of years, to 
generate income that— it was hoped— 
would be available to offset tosses from 
other limited partnerships, The new law 
taxes such partnerships as corpora- 
tions, beginning in 1 998, and Lreats 
their income up tn that point as nunp**- 
sive income, not available to offset pas- 
sive losses— thus effectively mdiiig 
their role as the newest l Ulx shelter W 
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It's Your Money 



By Ray Brady 



AU a^rass America on Oct 19 h 1987, 
sma U im m 1 > j rs j;ti t h € mi a ! hrokrrogt 
houm to uvitch hi stunned rittlMi ojt 
stork prici x took a rworef diw, M>u* 



tfto&e inwstoni must d&cide which 
$iack&— \f a n if— i i* *'}f ***** t* W t***}/ a if h 
irhnt'x left of their monc^ 



Strategies For Small Investors 

"Perhaps it's & boring investment/' 
says Michael lifts of die Wall Street 
firm Oppenlieimer & Company. "But at 
least it's safe " 

Metz ia talking about Southwestern 
I'm fill..- Service. 

A* the name inspire** Southwestern is 
a public utility, It has no nuclear faciti 
ties, so the investor need not worry 
about investing tn another Public Ser- 
vice of New Hampshire, which filed for 
bankruptcy because of it* problems 
with the Se&brook nuclear power plant. 

"The yield on Southwestern/ 1 Metz 
goes on, "is about B percent, and the 
oampany should grow at an annual rate 
yf 4 to 5 percent. So, batkalty, you 
sJiunki g£t a total return of about 12 or 
13 percent a year/ 1 

Metz is engaging in Wall Street's 
newest guessing game: Which stocks 
shoulii small investors be encouraged 
to buy? During the slump of last Octo- 
ber— Black Monday and the day* 
u round ft— thousands of those inves- 
tors tried in call their brokers and give 
them orders to sell. But many investors 
got only a busy signal, 

Now Wall Street is beginning to wor- 
ry about small Investors, 

Millions of them have been reading 
about the Brady Commission report on 
how computers pounded down stock 
p rices t and there must be thousands 
who rememher those unanswered tele- 
phones. So what can the investment 
cornmunitv offer to tot small investors 
back! 

Some professionals— Mike Meu 
among them— say that takeover stocks 
will be the hot play again this ye*u\ 
Takeover stories already fill the finan- 
cial pages. After all. billions of invest- 
ment dollars are still fluatmg around 
the firand&l community, looking for a 
home, and the stock prices of potential 
takeover companies arc way hel«w 
what they wtrt before the crash. 
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To my mind, though, it can be fruit 
less for the individual investor to try to 
pick potential takeover targets. You 
can keep your money in a moribund 
company for month* and not see any 
action in tile stocks 

That leaves "aafe" stock* for the uv 
dividual investor. "It all depends/ 1 says 
Metz h "on your degree of risk toler- 
ance." 

For those like thia writer, whose risk 
tolerance is now running remarkably 
low, Metis recommerKb— again— look- 
ing at utilities. 

"Stay away from those with nue'l^r 
plant* /' he advises, "and you can still 
find a combination of growth and divi- 
dends that will give you a return of 
around 14 percent u year/' 

And, El Sack Mimday notwithstanding, 
there an? still stock prices that are S 
ing. Bill LeFevre of the investment 
firm AdYuai looked over his charts re- 
cently and found that in roughly the 
first four weeks of the year, the Bow 
lemm Industrial Average rose 9,40 per- 
cent. Bui if you look at some of the 
individual stocks among the 30 that 
make up that average* you get a sharp- 
ly different picture. Ten of them were 
up 17 percent, and oik- surprising win 
niT in t\\r gnnj|i wjl- Hnhh-h^r. Stt'td, 
which was up a rousing 50 percent 

The action in IMhlehem Steel is in- 
dicative of a major change: The Rust 
Belt is beginning to take on a shine. 
Tin- low priced American dollar Ls en- 
abling a lot of heavy industrial cum pa- 
nics to hold their own — and Lhen 
wfni» — against foreign competitors. 

Tin- pajier industry was never in the 
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straits of the steel business. Neverthe- 
less, paper has been a major benericia 
Ij of the lower-priced dollar. Say* 
He**: *flpfc like I Paper '—which is Wall 
Street shorthand for International Pa- 
per, 

The attraction: No huge new capacity 
is due to come ojmtream in the paper 
industry for quite a while yet, so- paper 
prices seem destined to continue rising. 
And because of its extensive wood* 
lands, the United State* is one of the 
West cost paper producers in the 
world. 

Other pre t essronsls advise taking a 
look at some of the din. They may not 
be as safe as utilities^ but the prices of 
many of them have now been pounded 
down to reasonably iittrartive level*. 
Some professionals point to Chevron, 
which Is paying a dividend that 
amounts to 5ft percent of its mtock 
price. 

Still £t must be remembered that this 
is an unforgiving stock market IBM 
reported a 52 jiereent gam in fourth 
quarter earnings, and iu stock got 
pummeled. Security analysis are mark- 
ing *»wn the profits they expect to be 
reported by a whole host of indue* 
trieMutos fc specialty retailers, home 

So, as you go looking for values, per 
haps it's beet in keep a cautionary 
thought in mind, k edna fn^m Robert 
Gordon, president of Twenty-fTrat Se- 
curitiuK. a New York rim. thai manages 
SI billiiiri m tosnx*. 

Gordon's blunt advice: If you can T L 
afford to love, you should not be in this 
markut. m 
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Alert 
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Here, in brief, are important legislative 
iasues along with suggestions from 
Nation i? Business on what, you should 
tell members of Congress about them. 
Addresses; U.S. Senate, Wash in £ Urn, 
D.C. 20510 and US.Hou&e of 
Representatives, Washington, D.C 
20515. 



Biennial Budgets 




After operating more than a decade 
under a presumably orderly budget 
jirw.^s, ('.irusreas ha? rvvealed a talent 
for procrastinating on tough budget 
issues. Miftsi-ri deadlines have led to 
budget "negotiations.* 1 Last-minute 
decisions on important policy and 
spending issues leave everyone 
unhappy with the process. It is almost 
impossible for lawmakers to know 
exactly what they are voting for or 
against 

The federal budget had become the 
hai tJesround where the struggle 
between d ilfi- rln |i i-|^u>- iioout the 
proper role and responsibility of 
government occurs. The budget 
process is fol lading under the strain. 

Legislation pending in the House of 
Representatives is designed to solve 
the dilemma by providing for budget* 
every other year rather than every 
year, A General Accounting Office 
study of biennial budgcit plana in 



several suite* found that they give 
legislatures more time to work on 
budget review and uiner tasks?, jlchI 
provide a more deliberate and long- 
range discussion of budget priorities. 

Many advocates uf biennial budgets 
also claim that the process could help to 
control federal spending by reducing 
the power of pro-spending groups, 
wkius*.- importunities, would be cut in 
half. Two-year budgets would allow 
time for consideration of alternatives 
to spending increases, thus helping to 
reduce the budget deficit. Without 
some way tq save time and fncilsl-tite 
grrau-r long-term cungrenbi^JiFLl 
scrutiny of spending, the goal of a 
balanced budget will prove an elusive 
one. 

Contact your senator* and 
representatives to urge them to 
support a biennial budget prwesm, 



Product Liability 




Tin/ re nrr no (Jiufurm rules for product 
liability. The law a differ so vastly that a 
claimant could win a product liability 
suit in one state but lose an i^bniLicaJ 
suit in another. 

This variation has made 
under* Landing parties' rights and 
obligations almost impossible, and the 
confusion leads to fewer new or 
improved products and higher costs. 

To rthdrey-s this issue, the House 
Energy and Commerce Committee's 
Commerce, Consumer Protection, and 
Competitiveness Subcommittee late 
Last year approved a compromise bill 



that covers standards of 
manufacturer's liability, defenses, 
punitive damages, statutes of limitation 
and rypijse. workers" cumpujusiatauii 
offset and product- liability mediation. 

Contact your representatives to urge 
them to support the compromise bill, 
H.R. 11 ]'k Lhat will offer uniformity 
and fairness in product liability and 
enable businesses to plan with more 
certainty. 



Alternative 
Campaign Financing 



Spending for the November election 
continues to fuel the campaign finance 
"reform' 1 debate. Legislation moving 
through the House of Representatives 
and the Senate would provide for 
spending limits and taxpayer financing 
of congressional campaigns. 

Limiting private campaign 
contributions would curtail politict) 
participation and choice by imiu idmu^ 
group* and businesses, which is 
essential to the maintenance of 
democracy. Federal financing would 



force taxpayers to fund those with 
whom they disagree and could increase 
the budget ddteit 

Contact your senators and 
representatives to express your 
opposition to measures restricting 
participation and choice in the political 
system. 
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Where I Stand 



Results of 'this monthly poll are forwarded 
to top government officials in the White Home 
and Congress. 



1 



Should States Be Given 
More Say About Welfare? 



Costs of federal welfare programs have 
Drown from $20 billion in \*M) to more 
than Si fifl bit] km. but the number of 
recipients who hnve (limbed the job lad- 
der out of poverty hliH remained dLn- 
tresslngly low. A reform bill passed by 
the House late lost year and proposals 



before the Senate would require most 
people to work as a condition for receiv- 
ing: public nasut&ncg. But the bill* dif- 
fer sab^Uititklly m the role states 
wtuiliJ 1'iuy in 'in 1 r^vunifH^I welfsm.- 
system, In view of the federal welfare 
record, should states be giran wid# lati- 
tude to develop new approached to re- 
ducing public dependency of their resi* 
dent* 7 



2 Should Highway Speed 
. Limits Be Raised? 

Congress wtabli&hed a national *>peed 
limit of 55 miles per hour to save ener- 
gy during the 197 H Arab ail embargo. 
Until that time, state* set their own 
apeod limits. Now that oil is plentiful 
Conjgre-Bfi has allowed states to raise 
limits on rural interstate and some ma- 



jor state highways by 10 mites an hour, 
to 6o mph. This year,. Gftngrcfl? will con- 
sider raining limits on at J II more state 
road*. Advocate* say higher speed* can 
be allowed on well-designed highways 
without jeopardizing safety, The oppo- 
ftition argues that more speed trans- 
lates Into higher f&ttlitk>g. Should 
speed limits he rauwl an all major state 
highways? 



3 Should Trade Programs 
■ Be Consolidated? 

Dele#aU-fj to the White House Confer- 
ence on Smull Busktesa called on Con- 
gress to consolidate trade agencies 
scattered throughout the federal gov- 
ernment into a new Department lh- 
tenmtional Trade- Backer? of the con- 
ference recommf-nrliiliini contend that 



more businesses would export if there 
was a single source of information 
about trade policy, assistance and pro- 
motion. Opponents counter that reorga- 
nization of federal agencies would not 
in iLseJf assure more exporting by small 
businesses. Should trade programs be 
consolidated: 
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Will the U.S. economy 
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their spending? 
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Fast Food Alternative 
In the World 
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Go With 

NO. 1! 

1,900 Units Open 
1,600 in Development 

Initial Investment 
As Low As $2Q r QQQ 

CALL 1 -800-888-4848 



or write: 25 High St 
Milford. err 
06^60-9986 
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OWN YOUR OWN 
RETAIL APPAREL 
or SHOE STORE 

WF OFFER 

YOU 



Your choke of store i£tft und mcr- 
cbondific . , . laditii, inen± kifanli 1 
pr^ti'tm, Ijj r^-.i ■ jn-rik- ilanm 

wrflr«'fltfrobfcc bndai «hpp, oc- 
•ce^mra. lingerie store, and color 
; . - : VI st. VU>H1 inii'-priLi- 
I.Klke.4. childrcns apparel stores, 
and f 13.99 onr price, dbemunt or 
foully ihoc More?. 

Your mveslrnent ranges from 
* 17,900 to $27,900 and include* 
beginning iHVcniriry from over 2(XW> 
famouii brands, fixtures, trainirjg. 
I^snd opening and more A proven 
way io success &nd independence in 
the bflinon field, Over 2,800 stores 
.sold nationwide. 

Tlii 1 i\rh\ sU-|P i> lip fn \nu: 

Cull tncLiy. 

ft 

Stephen C Lmtghlin 
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MOM/VG SOOJV? 

Please advise NATION'S 
BUSINESS at teas! Rife weeks 
before you move. Send old 
and new addresses io expe- 
dite The change. You may re- 
move the address label from 
your magazine and enclose it 
with your new address, 

Change of address shoufd be 
sen I to: 

NATION S BUSINESS 
4940 Nicholson Court 
Kensington. IUD 20795 
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Embroidered 
Caps 

• Shirts 
•Jackets 

CaH for FREE Catalog 

TOLL FREE {800) 792-2277 
In Calif. {800} 826-8585 
San Francisco Embroidery Words 

PoiM EWn Way • Hiyward. Cft WWi 
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5i»* ft 5UPES PRQ^rTAjDLE BUSINESS town witeh 
FREE SiJ&«firfpiien 16 OpportLsmty Ul$Hm* lalhi traw. Wnf« 
W-rhj-uiY tW M3t. B N. Micron. CrwifiO, "L 



UAA MADE Pwj^flGEUTIGAt QUAffY GONDOM9 A 
LENDING MACHINES t*&3 Prrtucl Si^pJ, OumM 
i« Ck«« tligawl HulKi Cw« Piw* (SWj Ofl-HWl «r 

""ARAB mjSlNESQW 
WAVE MONEY TO flljy A INVEST 
T<* Ilium 1h flixJ Chapf ifiHHBl 
10ft, N^tcm i Bo^Dvim 



NWOf«»THO« BUSINESS OPPCPTUNiriEfi R*« 
Su»cr«7ta5r. 5«nd tivn*. toctm iic to 5*** t^i* f-i a \|a 

PfFBOWAL flOMfl/TER CWNEPffi EJWH »f,Offi> Id 
MONTHLlr c^rtng mnWm qawtow. Fm M pf 1« 
wwCil AlWSD On HHU S*n D*tfft OA 

B£5- S^€*IET EJjr. 5f i5D,000 to HWCHW 

wdn uN«irtiirtf Mi tow H fSQ.OOO owriflg I CHCr> CASH 

EAPREU 5E 1?^ntf A^ , *DftM, Oft »7ZJ1 

M*ilOTOR OPIiORTb»flT-V! Stin pn^n«aiB hqnw bv» 
rw. w Arffwrtat'i 1«1hL tjtt^is *H>MltfV, twrttoo*^ xfN?wr. 
WVmitb Vll tHtfi Ku IrViii* for Imp pat*, tump* srtttaa 
pui tetWK *Hc t*iV*1Cn Urtiii G«3*J AbtmrMI, Dipt P, 
MlWfVBl*, NJ C171M5 



BECOME A SUCCESSFUL MMWWrUftSW „ 
«hctl Hfffm in V)Qhmg faf rapriwiGitvM DW ptDdMCl 

unt and 4vftt«w» mjlfbta EjulMMd «ra itea For 

13QA. Pianwtt A,#«ru». ^pwqIp VJ 4ACW4 

" B ' SCItLED WWTER X OALLDfH * * • 
QflLWrtgQ P<i>JBTBV IN AA«fWCA Otf mprinu 
tB-yr oto AAA mtBd c*mpw^ M*ki riHlm tot wiw 
MHPuton pnMutfi gt» p*orn ww wring ItflH- 

iSSK nnnl'itr Sft^d j - * 0& tor f^Kj^W* vld«^ m^i hrt to 
WUErllCAN ME*4,TH HETWORK. PO fa I ttttf. QMl 
ton, 75011 714v^l^4tl 

INCREASE iMES. USE AN WQ LiN£l 
ANdOyn CflEDIT OAADmOtXSltNG 
A-n*nc« I unlv MfTtfarri ofHflni «DO Inn innmm 9 tor >rfl 
S35.W jwr mgritfti ifmtn* mwh, much mert. V* 

IT» :JB*I CXird UM4, H*P 4 feNp |ffl/ p*t^l * dJ^ 
YPM «AT& liny*. fLK A FA,! rtumC-n tor pwr owti Iwlhf-- 

hfl*d. F^c^ lh. tm rumt Can o**i^ Wsnr. m# 

Ai-ix.r' Ld^*Lui:| Mm,' niv i..t« /xK: ih iyjO 

X30C n WP Tykprtp tuJO t« nnr r*J» ^ bmmft H n» 



R I S A IHC IS HOW OfftMHGA 

sports offttmo smmiss at your 

QWH^Qnty $435.00 Imtixi fee 

ft (WWWffimO rnvttf ihjl mu^ trirt ^ T 
ifrviw" ¥ffu m«y njrn up to ftl.BOIl eacn md 

■Vlflf iMHh M 
To !>&sain trtw ffl^rmfliKin pMlD« chj f ^ti Htm 
1-B0C-BW-M2I. into* jfiw T-C»-737-UZ9 



BJi p _f- t$,a»BUilK|SSE3 

ElfM RKWCOASr 

hto SftMttio^ Ccrnmftiiofi 
/MBOVN^ OWNERS 

vVmultire listing StfvtCJ 

In Ro cut 



BUSINESS OPPDflTLHITlES 



5UGCE5SI MCKfH POTEfll 
VOU CAN HAVE (T ALL Frpp Liivw^a PALMETTO STATE 
PlAUSHiMQ »1 *-A W*pps&. LAdHfL BC 31MB4-3114 

CaBTRIBUTOflS NEEUED fcsr HEflBlAL COSMETIC tCAtJM 
PD0D PT4Q0UCT& rro* Inlu M*ndlir: hln»J Car* LVjrp 

FOflEWTBAOE FAlP i«WSLETtEn: Um ™ prWwrta 
IntwiiirtciruU nd*i, S« BT? Ni, Will, Kt 0?1t)t 



YQU'PIF THE BGS& * 4 l*afUt4lsBi SuK*Htu! b^i"™i 
SlifWd bt ror^fl fh yCW Sr-Pf* T *T«* FFSEE DrtpJll ACT 
NOW H*ph rtilh* 460 W C.rutfiv Alfikdm, CA flimi 

HOME IMPORT MAIL ORDER BUSINESS. 8wn 
-*1k5u» = F^EE REPORT 

fflQ REPORT: Eptt* +07 & I? W "nWAy M Lam B' ^cr 
hi BN-3*ft. FXr* AiWi, WW Gown, £> Bl TB1 

DOUBLE TOUR *CPME IN TOUR «HkRE tftWC 
yrt*qyH- FAfxttt HlbiM bufeTftt* IntM** R*r>Pr?, 111? 

MiNJ^LEvEL MARKETING WOfiAIAfHW LINE, Oowmd 
rtoxr ifpcHi^ilrts "iVni* P«*ftOri. 14755 wir.iri B'rti 
# 1EK. ShfrtWl Oftl. CA VI Aga 

BIG INCOME Aft A REP 
*tg* b> qch dmlBd urwi rtfivod CiiDap frDqnni* UnflBd 
Ami- MtoTLrfBetum* Rv4& 3ai BZfifr-N, KtfHNI Cl|>. K.9 
MllM lSi^fM^*M 

iXD6PHOf«L OTOflTUNrTT, £«rn t»,0W/p i fiO.ODO 
■nnudry PL JS Sown SQ^/fiCr^ On pwh^H Of Mtf» r*«1 
wn c«*1i Armran Fd*ifr. |n*!i-B3So Cn»n»* 

to«. BC*3*iM1tll 

INCREASE TOU» INCOME' 
Aningt kHfH. tow*. 0Pw Hnppg wwn PMWflfi n4- 
Iwiwide iflnd* r-wrww*. P-eili^i* r*flrt*r 
^MftiH. Tcq» mtmmtm vr^mm Ym*to\$ qpntwww* 
•wggrt FREE Mulu ^ ■l*^lf*nc tt*T f*A, Bo* tf74UL 
Dim Pdml, CA SWftW. C?14J a4«M)*Hl*. IlOO-^. 

Do Von Have A Product 7 

Wit MA rl an naUimal TV, jmMW * TV orti- 

rmircliJ «mJ *wp tw » pwtanta^i p*3* 

HAROLD STANLEY, TV MARKETING 
lAftl Wp»r r.yp.*BH ^*m« Ad. 



BUSINESS SLICES AIDS 



PflE-EMPLOTMENl 
JDHEtrJWNQ PROQHAM 



CONSULTANT 



rSnK 'iir* * ***** WJanTifl 



ftlOTI g Ww# 0 r eryiNti Wi jniur cdinr rm^m P» IkJw 
nrtto * nncrlpgft^ Plfl* Whkll A BpocHV^lr 

fl^Wd *P fdu H'< P^ lta ^ T^ r -*JiH «<tfi i rir tr*i 

Vim t^krm ■rrfort* to KM mr pin montg, gri^rMi, 
iMOfM phD4D9np«uc ooftoim 5»nd |i f rf n n n JW ^ i «tv 

tp^pi** | riitor-rancn. P^[»K«t3 Phptofltuplic* 23fc?r. 

N& ChMinogL TH 37A12. 
CABPET 



TREMEWDQUSSAVINdSON MAJOR 9RAHpAl^CARPET 
fm Thf Cirp* Cvrii' e-i ir* w^i:? 
'EATWlrMi CARPf TH Qf: AKSO V mMtt-FNEt 
1 "Binll -hi RMfMvroi 1r SlMin, SoU &ict^ A ^M" 
C*n Qi #rll» tor enwnurt tfKl Hrtipwi BEC^LLq * CAA 
PET OUTLET, BtC . P O 3ftw M. QAJg?3tl 
277-1111 EMiftWuMDU 
fyi 4M«d Itorp mai **** iriq wrf 



Buy Dirocl SftV* 40 lo 50% 
Barrett'* "CARPET MILL STCHS" 

S A AftLi CWNtD CKJ TL4T> 
Rtg u-iinQi - mi UjhIiI** b„^n* 4 u/,«*- --n.r>.r* i:*il 
w»4 or wrtc •■i i g^f»*my wflr. »«g »or M¥t^M (T^kaMbi* 
upon '•Irffl or puqrmwli mm 1Q». IWOJ PvqM«i RnJ 

ppitnn csaj&tw i*wvj<i J *a^4. m ra in a*. 
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NATION'S BUSINESS CLASSIFIED 



G0MPUT1H5 ACCESS DRIES SOFTWARE 



Ssve SSS On CXuHly Compulefs 

IflM JlT Gornpabbla* f JO* Paiiar? From JM* 

IliU "rirji niiUi fT~ 'mi r-nn rj» 

lor 0*4#U| arcj wma*ati product lifting 
SCI 



Radio /hack fan 



Our iGhh ¥ -=.ar D r DISCOUNTS - Mow OSA 
COMPUTERS 4 C EL LUUO PHONES 

Fgt Pnapakt Saw T» 
TollFnelOO-asi-MiWJ 

mi mflRYnriRCnOTBic 

25511 *My Fa?., Kjpty -Maiitori TX 7U50 

GIRECTO Rl ES BU ID E£ - PUBLIC ATFO MS 



HOW TD BLfV FER5C»*AL PROPERTY frHi 

DEPENSc D£**T at -p«<p pampnwt 4 vtKih^t 
iftcurffea ui and P#,h EMS. *21 65, 1430 ft 

. sera- 



iALES wmWCTWG-TEflfBTOmf GUCE 
Hopl COMPLETE dfracftjrv avill*b*i 
XOOD Ib^iiI US 4 CanaifaF corporaflcm. frunr.nie. ffnv- 
■nmorrti, C"4>tc naUufcortft autT- jgdrlrafti. phgra, rndLilrj , 
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EDilCATON/TlUlJNWrt PflOGrUPS 



HMbrm CHAM ijNiVERSJTT. rn Scum ^lOC EaU. Ikrt* 
I fid 1 75, Sift Limb D*y , UT *4 1 M; *Ol 35C-H*5f 

'■XiMPlFTE WifmtPWim DEQREE U Cfl^UrtWtA 

CABOOrQ. ^-flOfrMI-flJAH 

EOCTORATE AND hl&HEP CCKTrORATE lw**!*ia**fd 
Off-e»fnpii» Oagr** fin>grjinm« Far tteUtJi i*net I& W 
SofTWHC 'Jrrnraffv, Inrnialar Smmit, TA«» 000 En- 
0a*d t(M «0W) 1*7284 

VILLAREAl ^TKJKAL UNTYEHftTTY. FvUy Koadftad it* 
Ufwarattf, 44- WO flfi OP>WL Waring rwn-rwdwi- 

llil Um«r » And Dorter *ta dt^M Irquira »nt«rnHUofiW 
Auywn, civ .ntmnrnHonm tftAJiron* Goaatftinti 3*75^6 

• 15t1p3.ni qcud, sum nr-x v>4MMl qa 

FflfE- COLLEGE. TAPf F,rtamff Dagma Prwinn Bum 
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inwupnj i=uffV AGPWffMl Pinamoarf Aid, f*H»> WT-OPOSl 
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BACHMflS. MASTERS, DOCTORAL DEGREE* 

FwAt, «0d WfltoPl Otdb tlra^dr Mrr«i 

1m Wft. I^nttl Ho OdifprtDn. SOUtHWESt UNI- 
vERSmf, 4SD2 AMI NlpOMW A«a. Utfira LA /OoO- 
1M0| WHf5 Of 4S-$fla 



EIECUTIYE GIFTS 

SWfllfi 1WWCH flEPuiGASI #1 USA Y 
tail 1PKL CkWALwJJ WHTvnyi 
CbCKi 3PECIALI |404 1 «3 



INVENTIONS 
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f I N A NCE I KVE STM E N TS 



WSJNE5S UOANS - ALL TVPE5 
tmd for su dtowtfl Kh*duJ*. Nmcomb Fimjimj. 4QS 
^Mri 'AtohiTgaejn Si« e?o. Up CA m 

FRANCHISE OPPORTUH ETI£S /SERVICES 



OCT THE FACTB OH WEfl 3.M0 Ffi AfCIHiSCrtS 
1M Fwxdft'aa Annual Orwctrwy irtfktdda HandtucA tdiV 
CftTvg «riti you nhotAJ hncM Mn n h nHNj; flumW . 
W?M indyctos pc*togi MqnD..bnc* limftn-iHi 



FRANCHISE 



Your Business, 



PPlAMGMIBE CONSULTING GROUP, INC 

HoiiE.^mcn^ 



UOMIOT POSSlflLE PROW On *Mr» erond Offl^ai 4 
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HlE»l£«£lOgS &AYINSS OH MAJffl 
3R.Ar<DS or FUPNirunt 

Caff V am Lafllf-aiath FifTriOT C4. 
T11 B«dg*M Or,. Ttlgmuvaai. W 

Call toil phee i-wo-asi^jBi 

IrnH.C caff Sli-*ta*1fl 
KATIOWWDE KJWE DELIVER* 

UlfflUT ElPOffT 



KAVC AN ID€A, INVENTION. OA NEW PRODLiCT? Pon'k 
hmw tahal m tte? Can AJW. ** may ba aba in h»»p Call 1qt 
n-aa img HiL lof hpii«i^VHOu 

irdVENlOte Gin (laliaii Nrrt prjm iro*m w <*i«v Cat 
AMLRiC^J INVENTORS CORPORATION far r,r £ irmi 
bai a docaw ot aaivtca. i-W0-33i>-5fiAfl In Mgaaa- 

ijlLINB LISTS SEHTfrCE S 

MAjilinO j£T5 Ewrv tiala^tNV avadaHa Call tor PREE 
cwlaHiO ^ NwlKxi* LW 5«W* TOLL-FREE- BflTWt- 
i54fl |in ILL. 31J!-j?75r44ii2L 

F-REE MAILING LIST CQNSU1TATK3N Evwty CMtm&v 
joioM. Urtiui.. i.V.x:,4,^. 1 m,', Stuart. FL*M94 Of 

WlHIIFiCTUH^G 

WANTED V1NVL WINDOW MAWUFACTUfl^flS 
C^frtaci uviyiurntf ?td«1ucH iw afi B«iflrtur#f to fnanuractLKa 

v ,ry raplqaarriAnl wtrxtaft* jUvaj I Pflmpipli Una **vf\ 
Hvamara wirtdow* a v*i v i Btcrn *lrdow* KO pngtami 
rt „nljibrt| BKtaMi "Janrli™ a^HlblV Mlwnftl inwUTrajnl 
nq^rvd. CaA or fox doUiH. VINVLUUE PROCUCTS. 
iC, f-^i *<iMTiptoim i OH4a4CE zrB-74<Mi&3. 

REAL ESTATE 

mmi^tri^TiOH/mV^V^ WOPERTV 
SEVEN LAKES-AnafHiHiL N£ v** £rt BOW k>u pmara 
laaort. GeS A ^ri; bcurting taring & n W n<m>^g r-dng, ^4V 
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NCTrV TO IMPORT i 1 EXPORT 
Sdufw mil h*zq. DnMf 6i!M-N. Kami Gfly. 
«l« 



KantNH 



gWQUE USA A HvTl IMPORT .'EXPORT SUS»NE5S DE> , 
VEUlPMENTaiJIEm Pn» nferimtanr OTST. f.O. B4a 



ATTEHT'ON MEET|P«1 PLANNf3R» 
vbur pragtam wff bfl lamhc mm tx» tpaakirri. Can u» 
,5fi» fc NBlK^ifll -Saws SOMfcsra fl lrfBfll(! liDSNalmnal^Hi 
flkaj , W*ih . DC 200-1* Toflft 

*X^B5 LEADERS SPEAKER SERVICE 
jemark Eitfarpnaaa prismdaa tualnaaa, gwi laarjm comaav 
iwn havr-glafft, rnflml. ffalf>ai> P humcflsili nrilailibnofh 
{Mla&ritML Mang«iH M pr Pr rArf^a Jordan. CBrtJnM*e» 
*oni Cfcaja. ^00 flatwafl. fjA 4lM-?f5T-n» 
Wwrlvifl Plannori gall I W^OftATQflS |B7a«m 
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INVEMT04&. IDEAS TECHNOiOOV WANTEDi 
Qitt T« fi*a 1 hMQ JBB-IDEA 
Canada. i-tW-Wa-aWQ »31 



n VWv>jtem, 
ataM you thrdugh Rataanii ind D*rtiEximvi' Pl^ 
^lNjfT^ncrr. in uS A ClanadBu 1 



INvEJfTORS: if you ttan an «iwt»n to lata or 
Mlta Iw rraa bMfclH Hi^^her^ nj?» M car. 





How VOu can Sriv#* M. rn art* or Dnnan m Inwaniwy 

How To Control 
and Reduce Inventory 
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0«traE»T 
KEEP IN TOUCH NATr3NTA.i£€ 
4M SEF1VC6 l-AOr>B0.|Q». 
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rnnartr^raM INVENTOR f PROGRAM 

apBanx ilarti. ithc ^u««^aaR ..> mi>»ittrt i-Mpprlgr arrt tt|l 
pfTHhr BaotflAf ' ■ v ■ irrrpmrina ruiiflmtf tmriea 1 TfllftpUtjlM 
puu aa ■ ■■■ pf iiriir^ rattf FMp*n araiar a^nii 1 • 7 e DO ■ *n«-n™ ™ 
^••itvfH ■ ,M4M • . ;*t*«1lw i-.-n-l nr*fitoni^l 

nvuip adtircad v I aatniHiif ru«t iPdhfiH|taai H 1 Iruly * ^cidnMrM* ol 

ftrhi^HM rjtB&«* . i aaaaauiai artMH4H ' faw^s-NKfrw 

Wi Oua«Ktitia>thBHi 1 arc Eonta*™ »»*pl . J aaaa* "poll fecal *"d n-,,.. 

- frPC*IP& UIWfrarH|iT*l 1 : amvlanr.v , ■ 1 jrjf mfi; 

L ftarfc l*li* rt tfw tMM ig'iaalofl v 1 ''^ if^Crtav ^fmUS |3*p«rima«^ d 
«H N AiHaP k^iw 9>iwx|iipi' V Act mhb- II 
<}4j*«i*«Tien, - to ES*V flFTUBW PHiVll f 



VIJlLlIf WflM J 



Raj at«Brt«cfir 
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- - W i S^-w MtaihiialBi AC XMl.1 

Q Chan annoaad □ ViV* 
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GUARANTEED LOWfSI COST S^BVCE IN AMERICA 
WATS un** Tan Una* and FiaomaN Uhk^ idi ywr attur- 
tmrnH aa hlw in IS £4 0# nwmi Call BM-flM-EfQDO Of IK» 
flDrl -431X1 m MP FAX 30l-&Aft-2Sa7 

TRAVEL VACATION HE HTA1 S 1 E XCHANGES 

CHARttfl THE OaS-SAPEAa^ BAY 
C»i 1 if in Km» Hon4*6Q»fl Captain «r f 
Mplna. flflu ^afftrvfltol, OC StlOW M 
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KAWM CONDCa al WMLEA, M*a «upartL ia*» ^KtW 
Deri*, iaivw B Sava ui? to *5fc w y«n la«4 d 2 champs 
mipcrwn« hiiwari ft-atrta* R«aorU 1 *M-M7.?M0 



*T CROOC WILA. Maid. Uotf, tW«V 
ii'iri, tlbiftu/aA lb* kfrataa. Sav CcArm m&\l La Wwl 
fcrf, MA OliW »nr-»a^fllD Alaq, Itgmavl* mtmnprnnvt* 
ftaa wifM for mrnkf. 

CaRiSBCAN CHAflTER^-Shaflsf a awm nai-M wvat 
atxMTl your own gnvaai ypda m ma Viqan 4alinffer nwi 
CapMln 4 Cq^ mil da all I ha *drh' AM fuu dm lo do i wi 
n*ck & fm wa mwa ill foil, pewar 4 m» Can m new Is 
pla-n >tJif »iU«eill WUtfaf *4Caho*i. irfJRWAL^ ^,.,1 .man 



Nation's Business Much llftfe* 
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LESSONS OF LEADERSHIP 



The Big Tent 



Joseph Brtmntm km built 
a curious conglomerate 
that wUl sell you a 
newspaper or teach you 
how to jly. 



A calculator, hiaek and white and 
dented all over, sits on Joseph F. 
Bren nan's desk. One of the orig- 
inal microchip adding machines 
built I iv Sharp two decades ago, it 
broke a few years back, hut Brennan 
can t brinff himself to toss it away 

"This is b marvelous invention," he 
nays, lifting ihu machine Id admire it. 
as one might a pre-Columbian vaae. "R 
cost me 1300 when chat was a lot of 
money. Today, of couiiie, you get them 
fret' with magazine subscriptions. Bui 
this ugly thing is special to me.' 1 

The calculator allowed Brerinan, a 
uiLlitieH rate consultant, to quickly ci- 
pher numbers and formulate rate re- 
turns. It trarwfonned hitn from an ex- 
pert on the witness stand into an 
apparent genius on the witness stand 
"Before those things, if you were be- 
fore a public service commit* Eon being 
cross-examined by a sharp lawyer, he- 
co li Ed ask all kinds of hypothetical rate 
questions, and it was hard to debate 
him with just a pencil. But with this, I 
could instantly do the numbers. It 
changed my business." 

And it helped change BrcrouuTH life. 
Twenty-one year* aigu, Brenrian *|ust a 
comfortable job as treasurer of 90 utili- 
ty linns in a boldro^cnnipany setup, 
sank hi* l&OOO savings into renting an 
office el Lid buying that calculator :lh-:I 
opened a consulting busine-an in down- 
town PhNsnMpha 

The business has since ft located to 
the Philadelphia suburb of Moores* 
town, N.J. And it hmt grown. Oh, how it 
has grown, 

Today, the firm Brennaxi started in a 
&-by* 12-foot office has evolved into 
AUS, Inc., a conglomerate whose ele- 
ments have lit lie in common except that 
eacJh turn* a profit, The 55-year-old 
Hromrnn's mmk?mpin? includes: 

* A iidfcijol fur airline pilots and nrw- 
rhan.es near Myrtle Beach, S.C., with a 
branch scheduled Ld open this month in 
Laa Cmcea, NJkL It fteenw no one keeps 
figures on such things, but Brennan 
twiteves his is the largest private flight- 
training Hchool in the nation, 

• A chain of 22 weekly newspaper* 
in and around Philnd t-]pKiji with 

Glrn Wo^won" is a Philadelphia Inquir- 
er mpurtiT roivrififf ih* burin*** sidr 

of apt tr fx 
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From a ttii*&ion'Stytr headquarters in 
StottrextQwrt, \'J„ Bmrtnnn murium 
an empire with $35 million annual 
sales. 



bined circulation above 200,000. Bren- 
nan concedes he doesn't always read 
hii paper*— but he enthusiastically 
sludiffe their financial reporta "It's 
neighborhood journalism — youth 
leagues* births and deaths, marriages,' 1 
he says. 

■ A chemical division. Nemesis 
Chemical International, Inc., bcated 
outside Dallas, The company manufac- 
tures hexamiae, a formaldehyde by^ 
product used in everything from cos- 
metic* to rocket fuel, painta to 
explosives. 

• The AUS Consulting Group, with 
offices in seven utiles and estpertfaw to 
the ulilitJi > industry. a< well as* market 
research and new* polling. 

All told, this curious conglomerate" 
comprise* 15 subsidiary companies or- 
ganised into four operating grottpa. 
There are two printing plants in Penn- 
sylvania, which handle Brennan w news- 
npers and take In outside work like the 
Fwin Stale football programs. There 
ll n ■ hm Mm ^-maintenance Jirnin* in New 
Jersey and Pennsylvania, which will 
tkwi up after hours and also treat your 
lawn if that needs to be done. 



It alt sounds incongruous to Bren- 
nan, too. " What they have in commoti ia 
that they have little in common, " he 
says, "And that's the easeac* of true 
diversification. If a consulting Urm nc 
quires another consulting Arm, that's 
not diversification. But if you take a 
capital-intensive business like a via tin n 
mi.i i.-otiple it with businesses liku i-.-n 
suiting and publishing, which are not 
ca^I-mteosive, then you're spn&ading 
your etfgn -HmUNil They '-an t ulJ hn-.ih 
4t once. M 

The goal, he says r was to eetahlish a 
busmen i hat wuiihj weather the highs 
utd lows of the v» In tile consulting in* 
duKtry That way he would not be hlr* 
sng when time* were good and tiring 
when times were bad. "I wanted to get 
i strong team of gcuxi people and keep 
them working, fn that regard, I've su* 
weded" 

And the plan that he folhiwrd ih 
reach that goalT 

"There was no plan/' he says. 
"Things just sort of evolved." 

Today, AUS ha* 500 fuikime and fttf> 
part-time empbyeet, annus I salea of 
about S35 million and an annual sales 
growth rate approaching ItO percent 
lineman and hi* wife, Jean, own tbt 
entire company, although he feels pres- 
sure to go public— in create lifjuJdity 
for his estate, lo be able to reward eiu 
pluvee!* with fitwk options, awl rn "fuel 
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the growth machine* so that we won't 
have to pass up new opportunities." 

Brennan grew up in Yeadnn, a blue- 
collar suburb of Philadelphia. He at- 
tended seven years of night school at 
Temple University, while working for 
Gulf Ofl during the day, to earn a de- 
gree in business administration. He 
went to work for the- American Water 
Works Company, the futility holding 
company, and, at 35. found himself 
treasurer of the entire operation. 

He aitfo found himself "saying yea 
when I wanted to .*ay no. T was modest- 
ly successful I had 13 years in a 
year vested pension plan, and [ was 
being OhlrJ lIiliL 1 was nest in line to 
become president. But I found it sti- 
fling, because there were all aorta of 
thing* I felt the utilities should be do 
i ng — d i vers if it* a t i Q n , u x p a n s io n — thai 
they didn't want to do/' 

So he quit and opened up shop as a 
rat«if -return consultant to utility com- 
panies. His first client called him on his 
first day, and firenn&n ban never 
looked back. Even today be spends an 
estimated 70 percent of his work time 
on the consulting side of his business, 

[n IfifiS. two year* after going out on 
bis own, Brennan learned from a friend 
that ft chain of three small suburban 
weekly newspapers was for sale. The 
papers, he discovered, grossed ®50,IKM) 
a year and employed just four people — 
and still made no money. He arranged 
to buy the three papers for S5u\000— 
$25,000 down (which he borrowed 
against the paper*' accounts receivable i 
and $35>«W over 10 years. 

Nineteen years later, three paper* 
have grown to 22 weeklies, scaUured 
through the Pennsylvania and New Jer- 
sey suburb* of Philadelphia and bear- 
ing such titles as the Yardltjt Afruw and 
West Oak Lam Leader. M are pub- 
lished under the umbrella of Brennan s 
lnter>County Publishing '.V-mpam 

I have no aspirations to be a publish- 
ing giant," Brennan says, 'but there 
will sjways be a place for the communi- 
ty weekly. J I was then, and remains 
now, a good business opportunity, be- 
cause people always want the school 
news and birth and death announce- 
ments that they ran t get In the Phila- 
delphia tiufuiw" 

As a utilities consultant in the early 
tWUi. Brennan found hi mself frequent- 
ly rh art r ring r%hts to *mall airports 
so that he could testify before govern- 
ment bodies. He also found that th-_- 
people running small aviatkm opera- 
tkm* "were retired pilots, not business- 
men." and that most flight schools 



were open only Dn the weekends. 

And Brennan jcarnee U::se "h-fr \\ 
a worldwide shortage of pilots and peo- 
ple Lu train them, and that the shortage 
was particularly acute in northern Eu- 
rope, He also found out that he could 
bring students from Scandinavia to Lhe 
United States and train them for half 
what such training would cost them 
buck home. He also discovered that 
Scandinavian countries- provided tow-in- 
terest educational loans to their refii- 
den La, even those going to trade schools 
in foreign countries. 

So in lEf72, Brennan opened n school 
for pilots and mechanics al a leased 



"If you take a capital- 
intmsiw business like 
aviation and couple it 
with : * . comtdting and 
publishing, which are not 
mpital4ntensive y then 
you 're spreading your 
eggs around They can't 
aft break at cmc&" 



airport in Hammonton t NJ„ He adver- 
tised In papers in Oslo, Helsinki and 
Stockholm, and drew 1,500 responses. 

In search of warmer weather and 
tarter facilities, he moved the .school, 
the North American Institute of Avia- 
tion, to South Carolina, where today it 
trains 240 pilots and 100 Might mechan- 
ics a year. The cost to students for the 

-month pilots' course — *$22 r QOO — is 
about half what major airlines that are 
considering opening schools say it 
would cost them. The dropout rate is 
about 1 percent The job-placement rate 
| far graduates is 1(10 percent 

Last year, the students logged 60,000 
training hours on the school's 80 
plant**. Brennan decided to build a sec- 
ond school in New- Mi-xjco. Thai cain- 
pos, too, is expected to train 240 pilots a 
yew. 

Bren nan's moat recent venture has 
been into the diemkal business. Re 
aotes that he entered that field through 
his brother > Edward, "who had the idea, 
bat not the capital, to start his own 
business/' The idea was to manufac- 
ture hoxnmme, a product much in de- 
mand I E0O million pounds w*re sold in 



the United States Inst year) but pro- 
d need hy just one other Jinn domestic 
rally Bnmnan hud his tiwn c«TiHuking 
firm conduct the market research for 
the product, and il found n growing 
market for the chemical. 

"Nemesis obviously isn't about to 
chwU-nge I hi 3 '.mil, ' tfrennan says, 
"but we believe it can be the Mr. Big in 
Lbt- hexamjne market That's how we've 
tried to position ourselves through* 
put— tu be a niche-market company 
that's as div* nalied a* possible.' 

A US, Inc.. the parent company, han* 
dies fu net tons like insurance, employee 
benefits, purchasing and long-range 
planning- Centralization, Brennan aays + 
helps provide capital for greater 
growth and a hightr-t|imlity ataff. 

"Individually, these entities could net 
afford to grow, modernize or provide 
the professional and financial rewards 
to attract good people. But pooling the 
rpHMnrce* and capital gives u«i -mm 
ey to rake on venture and allows peo- 
ple who are expert in a particular area 
to do the things they like to do best" 

The most important rule for any 
entrepreneur, Brennan says, lb 
to "keep developing trying new 
ideas, Some work> some don't 
But yon have to try new things without 
fear->f failure. If something fads, just 
try to make the most of it. 1 ' 

He speaks from ]>ersonaJ experience, 
A few yearn had^ an inventor persuad- 
ed Brennan to invest in a new line of 
rnetaJ detectors, those humming con- 
traptions that people drag along beach- 
en looking for buried treasure. 

M He brought me the best metal detec- 
tor in the country and a way to maas- 
I-roduee it cheap ly,' - Brennan recalls, 
"It goundou 1 pood to me I investigated 
the produci and found out he was 

What Brennan failed to investigate 
wiiri the reLiihng end of the business 
He opened production and tried to sell 
hin line to sporting goods stores, which 
w»re already selling oilier manufactur- 
ers 1 nifltal detectors on consignment. 
Brennan may have hud the beat detec- 
tors in the country, but he ended up 
stuck with hunoureds of them. 

"Wo fmaJly figured out a way to get 
rid of them/' he recalls. "We used them 
as promotional tools to Hell newspaper 
subscriptions, If people agreed to wi 
the paper fi>r year, we ^avo them a 
metal detector. So it wasn't a total ]o*s. 

"Hey. buRineRs can be sicicntiflc only 
up to a certain point. Then it helps to 
have a little luck " M 
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77?^ record shows that a 
lower capital-gains rate 
increases revenues by 
encouraging investors to 
realize their gains. 



Reduce The Capital-Gains Tax 
To Spur Growth And Revenues 



In considering tax legislation. Congreafi 
often has to choose between revenue* 
and economic growth. That dilemma 
urlaea because too many revenue-rab- 
tri£ measures are anti^rowth — they 
consume fund* that could otherwise be 
invented in new or expanding business 
en. On the other hand, proposals to re- 
move tax burriere to economic jfruwth 
are frequently opposed on Capitol Hill 
because of the potential revenue low, 

Congress now has an opportunity to 
enact a tax proposal that would spur 
growth nf?rf revenues, Thift proposal 
would restore the favorable tax treat- 
meat on capital gabs. 

fnrier the landmark Tux Reform Act 
of 1S8G. capital pain* ure now laxed a» 
ordinary income, with u tup rate of 3it 
perant The Pre* idem is :t*kihtf f'on- 
grow to reconsider the tax.-r*'form pro- 
vision raiding the tap capital-fcains tax 
rate by 65 percent, Reagan told the law- 
maker*: 'The Ux reforms accom- 
plished in 1 386 did much to remove pro- 
vision* that inhibit economic prosperity. 
The most important piece of unfinished 
business & to? reduce the capital-trains 
tax rate to the level that will generate 
the savings and investment necessary 
f^r future economic growth. 

"Peat experience demonstrates that 
lowering the capital-gains tax rate will 
mean increased realitatkm* of capital 
tfnins ujHin which la\es are paid. . ." 

The P^side tit did nut in ilia 11 v recom- 
mend the level to which the capital- 
gains tax rate should be ml need, hut 
ftaid he would "coumiK with tin- ton- 
lfre*s about achieving this rate reduc- 
tion els soon a* possible." 

The US, Chamber of Commerce, 
which hail spearheaded the business 
drive Ui reduer the cuptUil^ainK tax 
ratei recommends IS percent, and the 
discUAttion of thin issue i* expected to 
am tar on that fatvt 

The President's proposal has already 
drawn nppofliluiii. must based on the 
discredited arguments that lowering 
(he capiUl -tfains rate* will uut federal 
revenues at a time when the deficit sh 
;ili-iiiily iin> hij+h nnd tlml a rcducUmi 



A reduction in the rate an capital 
gain/t u'vutd hr. n jwwerful incentive 
far economic ijrpti v sian, a* 
HtfVtMisrd by this group tmmininga 
plant site. 
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would benefit only the wealthy. 

As the President pointed out, the re- 
cord shows that a lower capital -gains 
rate mcreazes revenues by encourag- 
ing investors Ut realize their jjsiu*. 
There was essentially do growth in the 
reaJij&ution oF capita! j^aitle- when the 
rate ranged from 4SL5 to 49 percent in 
19G8-7H. When the rale wn> reduced io 
28 percent in lfl7&, realisation of capital 
pains increased by 60 percent over the 
previous year. There was another 50 
percent increase between 1981, when 
the rate fell to 20 percent, and im t the 
first full year of the current recovery. 

There is no question that mo*i capital 
Kiltie are paid by individuals in upper- 
i ncn me bracket?, but they are also pay- 
ing the larger total erf tux r*vemit» that 
result from the lower rate, Individuals 
with adjuftlrfl grow income* of mure 
than SGQdpffltt paid %\M billion in capita J 
Kama thK+* in W"K when the rate was 
■1ft percent, and $42 billion m MM. 
when the rot« fell to ft percent. 

ThuSp the sharp drop in the capital 
piins tax rate resulted in « 130 percent 
increase in tax revenues from that 
*ounv 



Also, lower rate? encourage invea 
tors to hack start-up buainesse*. The 
availability of venture capital increases 
as npiUtWains ratf-a fall and the rick 
becomes more attractive because of the 
greater potential return. Entrepreneur- 
ial activity declined in thf j period of hiKh 
capital -gains tax rates, but there was a 
aurtfL' of investment in emerging c<*m- 
panjen when th^ rates were cut There 
were 20 times more initial public ofFer- 
ittgi in 198S under the 20 percent capi- 
tal'Kaiua tax rate than thure wer* in 
\m r the Imal year of the 49 pe mn t 
rate. 

And the capM-fpuns Lax raU- must 
be examined in the fight of Our coun- 
trv s global competitiveness. The Unit 
ed S la te n cyrreniJy laxew lon^ t.-rm 
Q^LnJ gains at a higher rate than aU of 
its European and Asian competitors, 
awl taxen short-term tfams at n HiKher 
rate than all but two of them. 

tt is difficult to understand why even 
the tax and spend coterie in Congress 
would oppose a [jrrijjfjftal to mcrease 
revenues, stimulate economy growth 
and help the United States remain a 
major factor in mtrrnaUonal Lrailc M 



Chevy Astro. 

More up front, 
more in back 
than Ford Aerostar 
or Dodge Mini 
Rom Van. 



When you put your name on 
the side of a van, you want it to 
be the best And that's Chevy Astro. 

Up front. Astros available vortec 
V6 gives you more power and 
torque than Aerostar van or Mini 
Ram van. Behind the driver's seat, 
you get more cargo space, floor 



length and width between the 
wheelhousings. All backed by starv 
dard swing-out rear doors and. 
properly equipped, more towing 
power than the Ford or Dodge. 

This yeat put Chevy Astro to 
work for you- Vou'll be in good 
company. 
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ALotOfftopk 
Are Surprised 

UfeMadelt 

It's true. When most folks think 
about typewriters, Swintec isnt the 
^ first name that pops into their heads. 

f jjHn^^^^^^& l We re not a household name like 

the company that's represented by 
tamous television actors. 

Or the one that^ famous for their 
copy machines. 

But thatk who people think of. 
It just isn't fair. 
Not that we have anything against 
those companies, mind you. We do have something on them, though. 
Our Swintec 8016 typewriter. Itfs priced well below comparable 
models, yet comes equipped with standard features they don't have, 
like a computer interfece, copy function and global search and replace. 

Its innovative features like these thatVe caught the industry by 
surprise. And sent people dashing off to our competitors asking for 
their 8016 typewriter. 

Imagine their surprise when they discovered that neither of the 
industry^ "Big Two* make an 8016. 
Number Three does, though. 

Thatfc us. W*'re Swintec We made it. • 

Surprise SWIIlteC 9 

CORPORATION 

We Made It 
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